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Web  portals  pose 
security  challenge 


■  BY  ELLEN  MESSMER  AND 
JENNIFER  MEARS 

A  growing  number  of  compa¬ 
nies  are  setting  up  Web 
portals  to  let  employ¬ 
ees  and  trading  part¬ 
ners  access  critical 
business  informa¬ 
tion  and  services, 
even  though  secur¬ 
ing  such  systems  pre¬ 
sents  a  daunting 
challenge. 

Many  Web  portal 
software  vendors, 
including  Plum- 
tree  Software  and 


Epicentric,  acknowledge  they 
don’t  have  sophisticated  single 
sign-on  (SSO)  access-control  cap- 
abilities.To  provide  better  authen¬ 
tication  and  access-man¬ 
agement  controls,  they 
have  to  work  closely 
with  SSO  vendors 

© 

3  such  as  Netegrity 
For  network  exec¬ 
utives,  this  can  mean 
sorting  through  doz¬ 
ens  of  possible 
mix-and-match 
combinations  to 
set  up  a  portal  with 
security 

See  Security,  page  16 


More  online! 


Passlogix  provides  a  twist  to  com¬ 
plex  single  sign-on  software. 

DocFinder:  7547 


Akamai  looks  to  boost 
intranet  delivery  speed 

■  BY  JENNIFER  MEARS 

CAMBRIDGE,  MASS.  —  Content  delivery  specialist  Akamai  Technolo¬ 
gies  has  quietly  been  readying  a  version  of  its  patented  technology  that 
companies  can  use  internally  to  speed  distribution  of  content,  data 
and  applications  among  employees. 

Akamai,  which  runs  more  than  13,000  caching  servers  that  sit  at  the 
edge  of  over  1,000  public  networks  in  more  than  five  dozen  countries, 
says  the  package  will  initially  be  offered  as  a  managed  service,  in 
which  Akamai  engineers  will  deploy  switches  and  appliances  and 

See  Akamai,  page  53 


Threat  to  ’Net 

Experts  issue  warning  on  multimedia  instant  messaging. 


II  Imagine  the  afterschool  surge,  with 
millions  of  teenagers  online  and  sending 
MP3s  to  each  other.  We're  talking  about 
volumes  of  traffic  that  may  be  half  of 
the  backbone.  99 

Allison  Mankin 

co-chair  of  the  Internet  Engineering  Task  Force’s 
transport  area 


■  BY  CAROLYN  DUFFY  MARSAN 

The  Internet  engineering  com¬ 
munity  has  run  into  a  significant 
technical  hurdle  in  the  develop¬ 
ment  of  an  industry  standard  to 
support  instant  messages  with 
multimedia  attachments,  such  as 
audio  or  video  clips. 

If  leading  instant  messaging 
service  providers  such  as  AOL 
and  Microsoft  offer  multimedia 
instant  messaging  services  to 
their  millions  of  users,  Internet 
communications  could  ground 
to  a  halt.  Service  providers  now 
support  only  text-based  instant 
messages. 

The  Internet  Engineering  Task 
Force  (IETF), which  identified  the 
multimedia  instant  messaging 
problem,  is  soliciting  potential 
fixes  from  its  participants  and 
plans  to  debate  these  fixes  at  its 


meeting  in  March. 

IETF  leaders  say  protocols 
being  developed  to  support  text- 
based  instant  messaging  won’t 
handle  multimedia  instant  mes¬ 
saging  attachments.  They  say  a 
new  communications  protocol  is 
needed  to  transport  those  files. 


This  new  protocol  must  provide 
congestion-control  mechanisms 
to  prevent  instant  messaging 
users  from  overwhelming  the  In¬ 
ternet’s  backbone  with  MP3 
music  files,  photos  or  voice  clips. 

“There  would  be  a  potential  for 
See  IM,  page  53 


4  Feature:  1 

Streaming  video  is  taking  off 
as  a  corporate  communications 
and  training  tool.  Leading 
the  charge  are  individual 
champions  who  create  content 
for  their  companies,  then  wait 
for  the  technology  and  the 
bandwidth  to  catch  up. 


Best  practices: 


When  it  conies  to 
streaming  media, 
General  Mills  has 
been  eating  its 
Wheaties.  Page  40 
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Response,  AperServ  deal  to  be  sealed 

■  Response  Networks  of  North  Andover,  Mass.,  this  week  is  expected  to  finalize  a  deal 
to  acquire  AperServ,  a  Vienna, Va.,  service  provider,  in  a  stock  transaction. The  details  of 
the  deal  will  not  be  disclosed.  Response  CEO  Ted  Joseph  says  the  acquisition  will 
potentially  advance  his  company’s  position  in  the  service-level  management  market. 
Response’s  flagship  enterprise  software  product,  ResponseCenter,  collects  data  to  help 
companies  track  application  performance  across  networks.  AperServ'  also  tracks  per¬ 
formance,  but  the  service  it  offers  monitors  service  provider  performance  and  lets  cus¬ 
tomers  know  if  service-level  agreements  are  being  met.  Joseph  says  the  acquisition  will 
have  Response  competing  with  Keynote  and  Mercury  Interactive  in  terms  of  services, 
and  Concord  Communications  with  its  software  products. 


Russo  returns  to  Lucent  as  CEO 


■  Lucent  last  week  named  a  former 
company  executive  its  new  CEO,  ending 
a  long  search  that  began  with  the  re¬ 
moval  of  CEO  Rich  McGinn  in  October 
2000.  Lucent  tapped  Patricia  Russo,  pres¬ 
ident  of  Eastman  Kodak,  as  its  new  pres¬ 
ident  and  CEO,  replacing  Henry  Schacht, 
who  will  now  serve  as  interim  chairman 

for  a  year.  Russo  spent  only  nine  months  Patricia  Russo  takes  over  the 

top  job  in  her  return  to  Lucent. 

at  Kodak,  after  20  years  with  Lucent  and 

AT&T.  Russo  is  viewed  by  observers  as  a  Lucent  “insider”  who  is 
familiar  with  the  company’s  operations,  markets,  product  lines  and 
problems.Tat  brings  deep  knowledge  of  our  industry  and  our  cus¬ 
tomers,  coupled  with  the  ability  to  lead  a  large  organization 
through  change,”  Schacht  says. 


Microsoft  wants  depositions  kept  from  view 

■  Microsoft  has  asked  the  U.S.  District  Court  judge  overseeing  the  ongoing  antitrust 
case  against  the  software  maker  to  vacate  a  previous  order  that  depositions  in  the  law¬ 
suit  be  open  to  the  public. The  case  now  involves  only  the  nine  states  and  the  District 
of  Columbia  that  refused  to  sign  a  proposed  settlement  agreed  to  by  Microsoft,  the  U.S. 
Department  of  Justice  and  nine  other  state  attorneys  general.  Microsoft  argued  in  a 
court  document  filed  last  week  that  the  previous  ruling  which  ordered  public  deposi¬ 
tions  involves  a  federal  statute  that  pertains  only  to  cases  in  which  the  U.S. government 
is  a  plaintiff.  In  other  words,  now  that  the  Justice  Department  has  agreed  to  settle  its 
antitrust  claims  against  Microsoft,  the  statute  no  longer  applies,  the  company  contends. 

Viruses  target  Shockwave,  Microsoft's  .Net 

■  Last  week  antivirus  software  vendor  Sophos  identified  the  first  known  virus  that  uses 
Macromedia’s  Shockwave  Flash  files  to  transmit  itself  to  other  Flash  multimedia  files.  So¬ 
phos  had  received  the  virus,  which  it  dubbed  SWF/LFM-926,via  anonymous  e-mail.  SWF/ 
1^7^1-926  is  not  deemed  to  be  an  immediate  threat  because  it  is  not  “in  the  wild”  infecting 
systems,  nor  does  it  do  anything  particularly  damaging,  such  as  delete  files.  But  virus 
researchers  worry  that  it  is  the  harbinger  of  more  destructive  viruses  to  come.  Meanwhile, 
the  first  virus  to  target  Microsoft’s  .Net  platform  was  also  identified  last  week.  Called 
W32/Donut,  this  proof-of-concept  virus,  which  apparently  originated  in  Czechoslovakia, 
could  affect  .Net  software  running  on  Windows  2000  or  XPBut  it  does  no  more  damage 
than  infecting  .Net  files  with  the  message:“This  cell  has  been  infected  by  dotNET  virus!" 

EDS  sues  Ariba  over  contract 

■  Computer  services  provider  Electronic  Data  Systems  last  month  filed  a  lawsuit  in  Del¬ 
aware  against  Ariba, seeking  to  end  its  $20-million  sales  and  marketing  contract  that  was 
allegedly  breached  by  the  procurement  software  developer. The  companies  struck  a  deal 
in  2000,  forming  a  group  of  business-to-business  net  markets  for  consortia-based  purchas¬ 
ing.  EDS  claims  Ariba  allegedly  used  the  alliance  to  identify  new  customers  and  sell  licens¬ 
es  to  them  directly.  EDS  terminated  the  deal  last  November,  claiming  breach  of  contract. 


Growth  seen  for  home-based  wireless  LANs 

■  Sales  of  wireless  LANs  to  home  users  will  soar  this  year,  with  products  using  the  IEEE 
802.1  lx  technology  leading  the  way,  according  to  a  report  by  Cahners  In-Stat/MDR. 
Worldwide,  consumers  will  buy  7.3  million  wireless  LAN  nodes  —  which  include  client 
and  network  hub  devices  —  in  2002,  up  from  about  4  million  last  year,  In-Stat  says. The 
802.1  lx  technology  will  continue  to  gain  ground  against  rival  HomeRFthe  researchers 
say.  While  45%  of  nodes  sold  in  2000  used  HomeRpthat  percentage  dropped  to  30%  in 
2001,  with  70%  of  all  nodes  being  802.1  lx  products. 

CERT  logs  m^jor  spike  in  security  incidents 

■  Total  security  incidents  nearly  doubled  in  2001  compared  with  the  previous  year, 
according  to  statistics  released  last  week  by  the  federally  funded  computer  and  net¬ 
work  security  body,  the  CERT  Coordination  Center.  While  2000  saw  21,756  security 
incidents,  52,658  were  reported  last  year.  Security  incidents,  which  are  defined  by  the 
organization  as  any  related  set  of  security  events,  have  risen  nearly  every  year  since 
CERT’s  founding  in  1988, and  have  risen  sharply  in  the  past  few  years.  Reports  of  secu¬ 
rity  vulnerabilities  in  software  have  followed  the  same  trend  as  security  incidents, 
with  a  steady  upward  trend  capped  in  2001,  which  featured  more  than  twice  as  many 
vulnerabilities  as  2000. 


■  TheGood  he  Bad  The  Ugly 


Networking  is  the 

fastest-growing  job  specialty 
within  IT  departments, 
according  to  nearly  one  in 
five  of  the  1,400  CIOs  sur¬ 
veyed  on  behalf  of  RHI 
Consulting.  Internet/intranet 
and  data/database  manage¬ 
ment  also  scored  well. 


The  Internal 
Revenue  Service 

is  trying  to  account  for  more 
than  2,300  of  its  computers  that  have  gone  missing  over  the  past  three 
years.  At  least  the  agency  is  assuring  the  public  that  none  of  the  comput¬ 
ers  included  sensitive  taxpayer  information  or  provided  a  way  for  hackers 
to  break  into  the  IRS  network. 


Rudy  Giuliani, 

Time's  "2001  Person  of 
the  Year,"  will  deliver  the 
keynote  address  at 
Computer  Associates' 
annual  customer  confer¬ 
ence  April  21-25  in 
Orlando.  Why?  If  IT  execu¬ 
tives  want  to  hear  politi¬ 
cians  give  speeches,  they 
can  turn  on  C-SPAN.  > 
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Make  sure  your  next  deployment  project  includes  network 
capacity  planning.  Learn  more  by  downloading  our  free  white 
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Practical  Approach,"  found  on  www.compuware.com/vantj3ge 
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Top  ASP  vows  Chapter  11  isn’t  the  end 


■  BY  JENNIFER  MEARS 

The  application  service  pro¬ 
vider  market  is  ringing  in  2002 
with  one  of  its  marquee  names, 
USinternetworking,  in  Chapter  1 1 
bankruptcy  protection —  not 
good  news  for  an  industry  whose 
customer  perception  has  already 
been  marred  by  a  raft  of  failures. 

One  of  the  best-known  ASPs.USi 
led  the  market  in  2000  with  more 
than  $100  million  in  revenue.And 
while  its  Chapter  1 1  filing  is  part 
of  a  prenegotiated  plan  to  receive 
additional  funding,  it’s  likely  to 
cast  an  even  greater  pall  on  the 
already  tainted  ASP  name. 

At  the  same  time,  analysts  and 
ASP  customers  remain  bullish  on 
the  concept  of  delivering  soft¬ 
ware  as  a  service.  IDC  says  it  is 
seeing  a  growing  interest  in  ASPs 
among  enterprise  users.  What  can 
be  gleaned  from  the  USi  filing, 
thoughts  that  the  first-generation 
ASP  model  has  faltered,  making 
way  for  a  new  lot  of  ASPs. 

“This  initial  crop  of  ASPs  —  the 
USis,  the  FutureLinks  —  really 


went  out  of  the  gate  with  a  lot  of 
wild-eyed  enthusiasm  and, in  a  lot 
of  cases,  with  some  poor  business 
assumptions,”  says  Laurie  Mc¬ 
Cabe,  a  vice  president  at  research 
firm  Summit  Strategies. 

For  example,  USi  opted  to 
build  its  own  data  centers, 
enabling  it  to  provide  corpora¬ 
tions  with  end-to-end  service, 
but  also  saddling  it  with  mil¬ 
lions  of  dollars  in  debt.  Slower- 
than-expected  customer  adop¬ 
tion  and  a  sluggish  economy 
made  it  impossible  for  USi  to 
bring  in  the  revenue  it  needed 
to  pay  its  obligations.  Despite  a 
$300  million  cash  infusion  from 
investors  such  as  Microsoft  in 
2000,  it  ended  up  filing  Chapter 
11  last  week  because  of  its  in¬ 
ability  to  work  out  agreements 
with  its  creditors  to  erase  some 
$120  million  in  debt  from  its 
balance  sheet. 

However,  it  is  going  into  the 
bankruptcy  process  with  a  maj¬ 
ority  of  leaseholders  and  two- 
thirds  of  its  bondholders  on¬ 
board,  a  USi  spokesman  says.  USi 


Rocky  times  for  USinternetworking 

USi  navigated  a  turbulent  2001: 


January 

Lays  off  150  employees, 
about  11%  of  its  workforce. 


September  October 


Cuts  another 
225  employees. 


April 

Lays  off  250  employees,  about  25%  of  its 
workforce,  and  says  it  is  narrowing  its  focus. 

I 


•  Gets  a  $100  million  promise  from  Bain, 
contingent  on  a  balance  sheet  restructuring. 

•  CEO  Andrew  Stern  says  he  hopes  USi  can 
get  through  the  restructuring  without  filing 
for  Chapter  11. 


2001 


March 


June 


September 


ft  fcUSi  will  emerge  from  the  reorganization  January 
plan  a  much  stronger  company.  9  9  A 

Imam 


1  2002 


Andrew  Stern 

CEO,  USinternetworking 


infwwnn 


Announces  it  is  filing  for 
Chapter  11  with  a  $106 
million  lifeline  from  Bain 
provided  it  can  re-emerge 
from  bankruptcy  protection. 


also  has  a  lifeline  in  the  form  of 
a  definitive  agreement  with  Bain 
Capital  for  an  investment  of  up 
to  $106  million,  once  it  emerges 
from  Chapter  11. 

USi  Holdings  —  a  Bain  affiliate 
—  initially  will  invest  $81  million 
in  USi,  with  an  additional  $25 
million  to  be  invested  when  cer¬ 


tain  business  milestones  are  met. 
Bain,  a  global  investment  firm 
with  more  than  $12  billion  in  as¬ 
sets  under  management,  ulti¬ 
mately  will  own  all  the  equity  in 
USi.  USi  expects  to  emerge  from 
Chapter  1 1  in  the  spring. 

USi  CEO  Andrew  Stern  says  ser¬ 
vice  to  USi  customers  will  con- 


Foundry  shifts  its  switch  strategy 


■  BY  PHIL  HOCHMUTH 

SAN  JOSE  —  Foundry  Networks 
this  week  will  announce  high- 
density  10/100,  Gigabit  and  10 
Gigabit  modules  for  its  Fastlron 
switches,  expanding  the  prod¬ 
ucts’  role  in  enterprise  networks, 
while  costing  25%  less  than  the 


company’s  current  enterprise 
core/datacenter  switch. 

Foundry  says  Fastlron  switches 
have  a  common  chassis  and  soft¬ 
ware  that  makes  configuring  and 
managing  the  boxes  easier  and 
less  expensive.  By  packing  more 
ports  onto  the  Fastlron  modules 
—  thanks  to  new  chip  technol¬ 


ogy  —  Foundry  says  it  can  offer 
companies  a  backbone  switch 
that  is  more  powerful  and  less  ex¬ 
pensive  than  its  current  flagship 
enterprise  box  or  competitors’  of¬ 
ferings.  Foundry  quoted  a  basic 
Fastlron  configuration  with  56 
Gigabit  ports  at  $60,000,  whereas 
one  of  its  similarly  configured 


Foundry  forges  new  switch  blades 


New  modules  for  Foundry’s  chassis-based  Fastlron  switches  offer  a  variety  of 
connectivity  options. 


Product 

Price 

Eight-port  GBIC  management  module 

$8,000-$10,000* 

24-port  10/100,  four-port  Gigabit 
managmenet  module 

$8,000 

48-port  10/100  RJ-45  and  RJ-21  modules 

$5,000  and  $6,500 

16-port  lOO/IOOOBase-T  module 

$9,000 

Eight-port  mini-GBIC  module 

$7,500  to  $9,000* 

16-port  mini-GBIC  module 

$12,000 

Single-port  10  Gigabit  Ethernet  module 

$50,000-$102,000** 

"Price  is  higher  with  rate-limiting  feature. 

“Price  depends  on  choice  of  short-  or  long-haul  optics. 


fll 


Foundry  Fastlron  15000 


Biglron  backbone  switches  costs 
$80,000.  The  company  claims  us¬ 
ers  should  see  price  savings  of 
between  30%  to  50%  vs.  similarly 
configured  boxes  from  Cisco  and 
Extreme  Networks. 

The  modules  for  the  Fastlron  — 
primarily  a  wiring-closet  box  in 
the  past  —  will  double  the  num¬ 
ber  of  10/100  and  Gigabit  ports 
supported  among  the  Fastlron 
400,800  and  15000  models,  giving 
them  twice  the  capacity  of  the 
Biglron  enterprise  LAN/metro¬ 
politan-area  network  backbone 
switch.  The  eight  new  modules 
for  the  Fastlron  400,  800  and 
15000  chassis  include  two  man¬ 
agement  modules  —  a  single¬ 
slot,  eight  port,  mini-gigabit  inter¬ 
face  card  blade,  and  a  dual-slot, 
24-port  10/100  module  with  four 
mini-GBIC  or  copper  Gigabit 
ports.For  10/100  connectivity,  two 
48-port  modules  are  being  of¬ 
fered  —  a  dual-slot  FLM5  module 
and  a  single-slot  RJ-21  Telco  inter¬ 
face  module. 

For  Gigabit  connections,  Foun¬ 
dry  is  offering  a  16-port  100/1000- 
Base-T  module  and  a  mini-GBIC 
blade  with  eight  or  16  ports.  A  sin- 

See  Foundry,  page  12 


tinue  uninterrupted  and  “USi  will 
emerge  from  the  reorganization  a 
much  stronger  compan/The  ASP 
has  about  $50  million  in  cash  to 
fund  it  through  the  restructuring 
period,  a  spokesman  says. 

Customers  and  analysts  say  the 
Chapter  1 1  filing  is  good  news  for 
USi, and  for  the  market  in  general. 

“Certainly  the  ASP  industry  has 
struggled  with  an  image  prob¬ 
lem,  and  this  isn’t  anything  that 
will  brighten  that  image,”  says 
Amy  Mizoras,  an  analyst  at  IDC. 
“But  down  the  road,  if  USi  does 
emerge  a  stronger  company,  re¬ 
gardless  of  the  process  they  had 
to  go  through,  I  think  that  image 
can  be  improved.” 

An  e-business  vice  president  at 
one  of  USi’s  e-commerce  custom¬ 
ers,  who  asked  not  to  be  named, 
agrees  the  filing  can  be  consid¬ 
ered  a  positive  step. 

“This  will  clean  off  their  debt 
and  give  them  an  influx  of  capi¬ 
tal  from  Bain,”  he  says,  adding 
that  his  firm  is  working  on  new 
development  projects  with  USi. 
“That’s  the  strength  of  our  com¬ 
mitment  to  them.” 

Nevertheless,  there  is  no  deny¬ 
ing  that  USi’s  news  will  make  an 
already  wary  customer  base 
more  skittish.  Consider  that  its 
Chapter  11  filing  follows  the 
closure  of  FutureLink  in  August 
and  Breakaway  Solutions  in 
September. 

Those  big  names  were  added 
to  a  list  of  dozens  of  others,  in¬ 
cluding  Agillion  which  closed  in 
March  of  last  year,  and  Pandesic, 
a  joint  venture  of  Intel  and  SAP 
which  was  the  first  well-known 
ASP  to  succumb  when  it  closed 
its  doors  in  2000. 

USinternetworking:  www.usi.net 


You  speak  to  a  server 


It  recognizes  you  and  actually  knows  how  to  help.  Imagine  how  many  customers  your 


company  could  help  with  a  network  this  smart.  It's  possible  when  Avaya  transforms  your  voice  and  data  systems  by  getting  them  working 
together.  Reliably.  Securely.  With  our  innovations  in  voice  and  in-depth  expertise  in  data,  you’ll  continually  build  better  relationships. 
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www.nwfusion.com : 

Partnerships  to  dominate  GA's  plans 

Company  set  to  work  with  others  on  management,  security  and  storage  offerings. 


■  BY  DENISE  DUBIE 


A  finger  in  every  pot 

Computer  Associates  last  year  sorted  its  more  than  1,200  products  into  six  brands. 


Brand 

Technology/Sampling  of  products 

Unicenter 

Enterprise  management:  Unicenter  Network  and  Systems  Management  3.0,  Unicenter 
Management  forWeb  Servers  and  Unicenter  Management  for  SAP  R/3. 

eTrust 

Security:  eTrust  InoculatelT,  eTrust  OCSPro  and  eTrust  Access  Control. 

BrightStor 

Storage:  BrightStor  ARCserve  Backup,  BrightStor  Storage  Resource  Manager  and  SurvivelT. 

AHFusion 

App  lifecycle  management:  ERwin  Modeling  Suite,  Endevorand  Process  Continuum. 

Jasmine 

Advantage 

Data  management/app  development:  COOL:Gen,  COOL:  Joe  and  COOL:2E. 

CleverPath 

Portal  and  business  intelligence:  CleverPath  Portal,  CleverPath  Predictive  Analysis 
Server  and  CleverPath  Reporter. 

ISLAND1A,  N.Y.  —  Computer 
Associates,  once  satisfied  with 
going  it  alone  or  buying  its  way 
into  hot  new  markets,  this  year 
plans  to  lean  on  powerful  part¬ 
ners  to  launch  a  slew  of  ambi¬ 
tious  security,  storage,  manage¬ 
ment  and  other  efforts. 

Fresh  off  a  year  full  of  lawsuits 
and  customer  satisfaction  issues, 
the  company  is  trying  to  clean 
up  its  act.  It  started  down  that 
road  last  year  by  reorganizing  its 
1,200  products  into  six  brands 
(see  graphic).  CA  even  unbun¬ 
dled  its  Unicenter  management 
framework,  offering  customers 
more  point  products  to  address 
concerns  about  interoperability 
and  the  high  cost  of  manage¬ 
ment  software. 

The  next  step  for  CA  is  to  prove 
itself  a  capable  partner,  both  for 
its  own  good  and  the  benefit  of 
customers  who  need  their  CA 
software  to  work  with  products 
from  many  other  vendors.  CA, 
which  pulls  in  roughly  $5  billion 
in  revenue  annually,  this  year 
plans  to  team  with  the  likes  of 
AOLTime  Warner,  Microsoft,  RSA 
Security  and  EMC  to  expand  its 
technology  offerings  and  its 
reach,  according  to  CA  exec- 


the  CA  Smart  certification  pro¬ 
gram,  which  the  company  initi¬ 
ated  last  July  to  ensure  that 
other  vendors’  software  and  ser¬ 
vices  work  with  CAs.  Artzt  hopes 
to  triple  the  number  of  partners 
in  the  next  few  months. 

Initially,  CA  was  focusing  on 
getting  partners’  products  to 
work  with  its  e-business  wares, 
but  the  Sept.  1 1  attacks  shifted  the 
company’s  focus  to  security  and 
other  infrastructure  technolog¬ 
ies,  such  as  storage,  says  Tarkan 
Maner,a  CA  marketing  executive. 
While  IT  spending  has  dried  up 


The  company  declined  to  be 
more  specific. 

CA  is  already  among  the  top 
sellers  of  security  products  and 
leads  in  categories  such  as  au¬ 
thentication,  authorization  and 
administration,  where  it  owns 
15.5%  of  the  market,  1DC  says. 
But  the  company,  which  is  espe¬ 
cially  strong  in  the  mainframe 
security  market,  will  try  to  ex¬ 
tend  its  expertise  across  other 
platforms  and  try  to  boost  its 
name  recognition  in  security 
beyond  what  it’s  already  doing, 
such  as  running  eTrustTV  ads. 


75%  per  year,  so  companies  just 
can’t  throw  people  at  the  prob¬ 
lem.  They  need  better  manage¬ 
ment  tools,”  says  Philip  Treide,  a 
CA  vice  president  who  focuses 
on  storage. 

The  company  had  a  little  more 
than  one-third  of  the  market  as 
recently  as  1997,  but  Gartner  says 
CA  has  since  fallen  behind  EMC, 
which  controls  25%  of  the  mar¬ 
ket  vs.  CAs  12%. 

While  CA  works  with  EMC  on 
some  fronts,  CA  next  month  plans 
to  release  its  first  stand-alone  stor¬ 
age-area  network  management 
software  product  that  will  com¬ 
pete  with  EMC  offerings. 

CA  is  expected  to  work  further 
with  others,  such  as  Brocade,  to 
make  sure  CAs  storage  manage¬ 
ment  software  is  effective  in  mul¬ 
tivendor  environments. 

Deal  maker 


Unicenter,  eTrust  and 
BrightStor  products 
make  up  70%  of  CA’s 

$2.9  billion 

revenue  from  the  first 
half  of  fiscal  2002, 
while  CleverPath, 
AHFusion  and  Jasmine 
Advantage  brands 
comprise  30%  of  the 
revenue. 


make  them  “prisoners  in  the  CA 
world,”  says  Jean-Pierre  Gar- 
bani.an  analyst  with  Giga  Infor¬ 
mation  Group. 

“They  want  to  be  considered 
an  IT  department  store,  but  it 
takes  a  long  time  to  change  an 
image,”  he  says,  referring  to  the 
company’s  bullying  past. 

Still,  he  says  efforts  by  CA  to 
change  the  way  it  does  business 
are  encouraging.  He  points  to  the 
company’s  creation  of  its  Cus¬ 
tomer  Relationship  Organization, 
which  assigns  service  —  not 
sales  —  representatives  to  man¬ 
age  relations  with  customers. 

According  to  CA’s  Artzt,  the 
goal  is  for  the  company  to  be 
“the  one  vendor  face  to  cus¬ 
tomers.”  And  to  be  a  friendly 
face  at  that.B 

\  I  / 


fcfc Partnerships  don't  necessarily  replace  acquisitions, 
but  in  order  to  accelerate  our  growth,  we’re  concentrating 
strongly  on  partnerships.! 9 


Russell  Artzt 

Executive  vice  president  of  research  and  development,  Computer  Associates 


utives  during  a  series  of  recent 
briefings  with  Network  World 
editors. 

“Partnerships  don’t  necessar¬ 
ily  replace  acquisitions,  but  in 
order  to  accelerate  our  growth, 
we’re  concentrating  strongly  on 
partnerships,"  says  Russell  Artzt, 
who  co-founded  CA  in  1976  and 
is  now  overseeing  the  compa¬ 
ny’s  partnering  efforts. 

“CA  products  are  already  in 
95%  of  the  Fortune  500  compa¬ 
nies,  and  these  partnerships 
will  open  up  new  sales  oppor¬ 
tunities  across  all  the  brands," 
he  says. 

To  date, 95  partners  have  joined 


in  many  areas,  companies  at 
least  appear  to  be  spending  on 
security  technologies,  he  says. 

Bolstering  security 

In  February,  CA  plans  to  use 
RSAs  annual  conference  to  an¬ 
nounce  an  initiative,  code-named 
CA  Genesis,  which  will  exploit 
four  resource  centers  scattered 
around  the  globe,  and  partner¬ 
ships  with  government  and  acad¬ 
emic  agencies  to  detect  viruses 
before  they  strike  customers’  net¬ 
works.  The  resource  centers  will 
research  potential  virus  threats 
and  possibly  provide  automated 
virus  updates  as  a  paid  service. 


CA  currently  partners  with  RSA 
on  eTrust  Single  Sign-On  software 
and  plans  to  broaden  its  rela¬ 
tionship  with  RSA  in  coming 
months.  CA  also  has  plans  to 
work  with  more  companies  on 
security  management. 

“It’s  not  like  we’re  missing  one 
big  piece  so  we’re  focused  more 
on  partnerships  than  acquisi¬ 
tions  here,”  says  Simon  Fterry,  a 
CA  security  executive.  “We’re  at 
an  evolutionary,  not  revolution¬ 
ary,  stage  in  this  market.” 

CA  will  also  look  to  expand  its 
management  products  for  back¬ 
up  and  storage. 

“Storage  needs  are  growing 


Other  big  names  CA  may  ink 
deals  with  include  AOLTime  War¬ 
ner  and  Microsoft. 

A  potential  deal  between  CA 
and  AOL  Time  Warner  would 
have  the  two  providing  personal 
security,  content  protection,  and 
content  distribution  products 
and  services  in  coming  months. 

In  March,  CA  may  reveal  part¬ 
nerships  with  Microsoft  and 
Sun  to  provide  customers  with 
Web  services  offerings  via  the 
companies’  respective  .Net  and 
Java  technologies.  CA  declined 
to  provide  further  details  on  ei¬ 
ther  effort. 

CAs  potential  partnerships  will 
suit  many  CA  customers  well, 
particularly  those  whose  heavy 
investments  in  CA  mainframe 
and  other  products  essentially 


■  THIS  WEEK’S  QUESTION: 

Which  company  won  a 
patent  infringement  suit 
in  December  against 
3Com  and  Palm  involving 
handwriting  recognition 
software? 


Answer  this  and  nine  addtxmai  questions 
online  and  you  could  win  $500!  Visit 

Natwwi  WtrW  Ftsiaa  and  enter  2349 
in  the  Search  (jox. 

www.nwfusion.com 


You  see  a  voicemail 


waiting  on  your  laptop.  So  now  you  can  share  and  respond  to  information 


however  you  want.  It’s  possible  when  Avaya  transforms  your  company’s  voice  and  data  systems  by  getting  them  working 

together.  Reliably.  Securely.  With  our  innovations  in  voice  and  in-depth  expertise  in  data,  you  stay  accessible,  you  stay  connected. 

' 

Find  out  why  more  than  90%  of  the  FORTUNE  500 ®  use  Avaya  communications  to  power  their  business,  visit  avaya.com/nov/two. 
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News 


Web  services  making  headway  in  large  firms 

But  Giga  Information  Group  survey  cites  security  concerns  among  users. 


Evaluating  Web  services 


A  survey  by  Giga  Information  Group  shows  that  most 
corporations  initially  plan  to  use  Web  services  internally 
as  they  work  to  understand  the  technology. 

What  is  the  primary  target  for  your 
Web  services  development? 


Business  partners  in 
supply  chain  1 2% 


Business  partners  in 
sales  channels  26% 


Internal  application 
development  26% 


Internal  application 
integration  36% 


Note:  121  responses. 


■  BY  JOHN  FONTANA 

Interest  in  Web  services,  primar¬ 
ily  for  integrating  disparate  corpo¬ 
rate  applications,  is  picking  up  in 
many  large  corporations.  But 
users  are  keeping  projects  simple 
in  light  of  the  nascent  technol¬ 
ogy’s  shortcomings  in  areas  such 
as  security, according  to  IT  execu¬ 
tives  and  analysts. 

Many  large  companies  are  find¬ 
ing  that  Web  services,  which  are 
built  using  a  variety  of  emerging 
standard  protocols  based  on 
XML, are  perfect  for  creating  inter¬ 
faces  that  link  legacy  applications 
regardless  of  the  platform.  But 
users  are  taking  a  cautious 
approach,  and  most  Web  services 
projects  are  being  conducted 
internally  or  with  a  few  trusted 
partners,  according  to  a  recent 
Giga  Information  Group  study. 

The  study  also  found  users  are 
leery  about  developing  Web  ser- 
vices-based  applications,  which 
natively  support  XML  Web  ser¬ 
vices  protocols,  because  proto¬ 
cols  for  security  and  transaction¬ 
al  integrity  are  not  yet  available. 

The  study  concluded  that  users 
don’t  view  Web  services  as  revo¬ 
lutionary,  but  as  incremental 
refinements  that  represent  the 
evolution  of  existing  application 
platforms. 

“More  than  half  of  the  enter¬ 
prise  Web  service  usage  is  around 
integration,”  says  Mike  Gilpin,  a 


Giga  analyst  and  author  of  the 
study  “Web  services  is  really  just 
an  interface  mechanism.  It’s  the 
ability  to  present  one  simple 
interface  to  a  complex  business 
process  inside  a  company’ 

Gilpin  likens  Web  services  to  a 
McDonald’s  drive-through.  “A  lot 
of  stuff  happens  inside  the  restau¬ 
rant  you  don’t  see  or  want  to  see.” 
He  says  customers  interact  with 
the  order  system  and  pick  up  the 
results  at  the  window  without  any 
knowledge  of  the  series  of  pro¬ 
cesses  needed  to  fill  the  order. 

With  Web  services  interfaces, 
data  can  be  translated  from  native 
formats  into  XML  documents  and 
vice  versa,  and  transported  using 
XML-based  protocols,  such  as  the 
Simple  Object  Access  Protocol 


(SOAP),  over  the  Internet  or  an 
intranet. The  idea  is  to  help  clean 
up  the  integration  mess  in  hetero¬ 
geneous  environments. 

“Web  services  let  us  present  our 
services  in  a  nonproprietary  way 
and  provide  standard  access  as 
opposed  to  private  connections,” 
says  Tim  Hilgenberg,  chief  tech¬ 
nology  strategist  for  management 
consulting  firm  Hewitt  Associ¬ 
ates.  Later  this  month  Hewitt  will 
flip  the  switch  on  a  Web  service 
that  provides  access  to  its  main¬ 
frame-based  benefits  system. 

“We  can’t  dictate  platforms  to 
customers  so  our  Web  service 
makes  us  platform  independent, 
gives  us  ubiquity  in  connectivity 
[via  the  Internet] ,  and  with  XML 
and  SOAP  we  avoid  proprietary 


formats,”  Hilgenberg  says. 

Customers  access  Hewitt’s  Web 
service  from  their  own  human  re¬ 
sources  portals.  An  XML  data 
packet  wrapped  in  a  SOAP  enve¬ 
lope  is  sent  over  HTTP  to  Hewitt’s 
IBM  WebSphere  application  serv¬ 
er,  where  a  Java  servlet  unwraps 
the  envelope  and  initiates  a  CICS 
transaction  on  the  mainframe. 
The  mainframe  returns  XML- 
based  data  to  WebSphere,  where 
it  is  wrapped  in  SOAP  and  sent 
back  to  the  customer. 

“To  create  a  benefit  summary,  it 
is  so  much  easier  to  have  a  pro¬ 
grammatic  interface  than  to 
screen  scrape  off  a  Web  site,”  says 
Hilgenberg,  who  will  present  a 
case  study  at  this  week’s  Next 
Generation  Web  Services  Confer¬ 
ence  in  San  Francisco. 

Hewitt  also  has  added  its  own 
security  using  digital  signature 
technology  built  with  IBM’s  XML 
Security  Suite  and  a  certificate 
system  to  authenticate  users. 

But  Hilgenberg  admits  that 
security  for  Web  services  “is  not  as 
mature  as  we  would  like  it  to  be." 

Security  is  a  glaring  deficiency 
that  is  holding  back  the  develop¬ 
ment  of  more  sophisticated  Web 
services  with  greater  business 
value,  such  as  integrating  supply 
chains  and  procurement  systems 
across  business  partners,  the  Giga 
survey  found. 

That  may  change  as  security 
mechanisms  evolve  to  allow  for 
more  sophisticated  applications. 
The  World  Wide  Web  Consortium 
is  working  on  XML  Encryption 
and  XML  Signature  protocols. 
Microsoft  has  proposed  WS-Se- 
curity,  and  IBM  is  working  on 
HTTP-Reliable.  The  Organization 
for  the  Advancement  of  Struc¬ 
tured  Information  Standards  is 
working  on  the  Security  Access 
Markup  Language  and  the  Access 
Control  Markup  Language, as  well 
as  a  Web  Services  Component 
Model  for  building  electronic 
business  applications  based  on 
Web  services.  ■ 


Correction 


IB  The  graphic  in  the  story 
“New  technologies  give  twist  to 
cabling"  (Jan.  7,  page  17)  had 
the  data  for  single-mode  and 
multimode  fiber-optic  cabling 
inadvertently  switched. 


Foundry 

continued  from  page  8 

gle-port  10  Gigabit  Ethernet  blade  also  will  be 
introduced. 

The  modules  are  based  on  Foundry’s  new  ASIC 
dubbed  “JetCore,”  which  on  a  single  circuit  handles 
the  job  that  required  nine  previous-generation 
ASICs,  the  company  says.  This  lets  Foundry  double 
the  port  count  for  each  Fastlron.The  high-end  Fast- 
Iron  15000  can  now  support  232  Gigabit  Ethernet 
ports  or  672  10/100  ports. 

Along  with  greater  port  density,  the  ACISs  bring 
new  features  to  the  Fastlron  line.such  as  rate  limiting 
(for  controlling  bandwidth  on  a  per-user  level) 
jumbo  frame  support;  Layer  3  switching;  and  hard¬ 
ware-based  access-control  list  lookup  and  enforce¬ 
ment  for  network  security 

With  the  new  modules  the  Fastlron  15000  joins 
Foundry’s  Biglron  in  competing  with  other  back¬ 
bone  switches  such  as  Cisco’s  Catalyst  6500,  En- 
terasys'  X-B?dition,  Extreme’s  BlackDiamond  and 
Nortel’s  Passport  8600.  Foundry’s  Biglron  switch  was 
the  company’s  leading  competitive  product  for  high- 
end  corporations. 

Because  all  Fastlron  chassis  share  the  same  soft¬ 


ware  and  have  interchangeable  blades,  companies 
could  have  an  easier  time  managing  and  configur¬ 
ing  their  hardware  while  stocking  fewer  spare  switch 
parts.  Foundry  says  this  single  architecture  differs 
from  its  competitors, such  as  Cisco,  Enterasys  and  Ex¬ 
treme,  which  sell  multiple  switch  models  with  in¬ 
compatible  parts  and  disparate  software  for  the 
enterprise  edge,  core  and  data-center  locations. 

“Foundry  is  starting  to  understand  that  you  can’t 
just  sell  yourself  on  wire-speed  ASICs  to  enterprise 
anymore,”  says  Zeus  Kerravala,  an  analyst  with  The 
Yankee  Group.The  recasting  of  the  Fastlron  as  an  all- 
in-one  enterprise  switch  that  can  save  users  money 
is  the  key  point. “Generally,  Cisco  has  been  the  only 
one  to  get  across  those  values  to  customers.” 

Foundry  is  tying  the  Fastlron  upgrade  into  its  shift 
in  strategy  for  its  enterprise  products  by  touting  the 
Fastlron  as  a  wiring-closet,  backbone  and  data  cen¬ 
ter  switch  for  corporations.The  company’s  previous 
strategy  was  to  sell  Fastlron  switches  as  wiring-closet 
and  aggregation  boxes,  with  Biglrons  in  the  core  and 
data  center.  Available  modules  include  the  10/100 
RJ-45  and  RJ-21  blades,  the  eight-port  GBIC  manage¬ 
ment  module  and  line  card,  and  the  10  Gigabit 
Ethernet  modules.  All  other  modules  will  be  avail¬ 
able  in  March  ■ 
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Sharpening  the  edge 


Services,  flexibility, 
performance  and 
scalability  define  the 
Cisco  7600  Series  router 


IN  TODAY’S  CAPITAL- 
CONSTRAINED  WORLD,  service 
providers  and  enterprises  must 
reduce  the  complexity  and  cost  of  their 
networks  while  at  the  same  time  dif¬ 
ferentiating  their  services  and  appli¬ 
cations  to  achieve  profitability  and 
sustainable  competitive  advantage. 

The  Cisco  7600  Series  Internet  Router 
provides  a  single,  extensible  platform 
designed  to  meet  these  goals. 

The  Cisco  7600  is  a  key  component  of  Cisco 
Systems'  high-performance  mid-range  router  prod¬ 
uct  portfolio,  where  flexibility  and  breadth  of  ser¬ 
vices  is  required  within  modular,  multiprotocol  platforms.  This  addition  to  the 
Cisco  7000  family  of  routers  offers  varying  points  of  performance,  services  and 
density  to  meet  customer  needs. 

By  deploying  the  Cisco  7600,  service  providers  can  offer  everything  from  high¬ 
speed  IP  WAN  links  to  SONET-  or  Ethernet-based  metropolitan-area  network 
(MAN)  services,  Internet  data  center  connectivity,  virtual  private  networks 
(VPNs),  frame  relay  and  ATM  services.  At  the  same  time,  service  providers  are 
able  to  support  different  levels  of  service  quality,  using  the  rich  QoS  features 
inherent  to  the  platform.  It  allows  network  providers  to  differentiate  between 
“Gold,  Silver  or  Bronze”  customers  and  thus  build  appropriate  pricing  models  for 
different  market  segments. 

"We  leveraged  our  most  successful  platforms,  the  Cisco  7500  Series  and 
Catalyst  6500  Series,  and  evolved  them  into  this  new  platform  targeted  at  the  edge 
of  the  network,”  says  Amit  Sanyal,  Cisco  7600’s  product  line  manager.  "The  Cisco 
7600  is  a  high-performance  routing  platform,  with  up  to  30  Mpps  of  packet  for¬ 
warding  and  bandwidth  that  scales  to  256  Gbps." 

Value-added  routing 

With  a  range  of  chassis  options,  interfaces,  and  service  modules,  the  Cisco  7600 
can  play  multiple  roles  in  a  network.The  platform  offers  WAN  bandwidth  ranging 
from  DS0  to  OC-48  and  Ethernet  LAN  connectivity  from  10/100  Mbps  to  10  Gbps. 
Its  array  of  interfaces  and  high-touch  packet  services  enables  the  Cisco  7600  to 
excel  in  WAN  edge  and  Metro  aggregation  applications.  For  Internet  data  center 
applications,  the  Cisco  7600  offers  service  modules  for  content  delivery  and  intru¬ 
sion  detection  today  with  storage-area  network  (SAN)  fiber  channel  connectivity 
and  additional  security  services  planned  forthe  future.  With  these  high-touch  ser¬ 
vice  capabilities,  the  Cisco  7600  offers  the  application  and  services  flexibility 
required  by  customers. 

To  minimize  operating  costs,  the  Cisco  7600  provides  a  comprehensive  network 
management  suite,  offering  centralized  provisioning  and  element  management 
tools. 

Customers  can  choose  from  three  NEBS-compliant  chassis  offering  three,  six  or 
nine  slots  (see  photo).  Each  provides  the  option  of  redundant  processors  and 
power  supplies  for  high  availability. The  FlexWAN  modules  enable  the  Cisco  7600 
to  support  most  port  adapters  used  with  the  Cisco  7200  and  7500  platforms,  pro¬ 
viding  investment  protection  and  a  smooth  transition  to  a  higher  performance 
platform.  A  range  of  optical  service  modules  (OSMs)  support  Packet  over  SONET, 
ATM,  Gigabit  Ethernet  WAN  and  channelized  interfaces.  Most  OSMs  also  include 
four  Gigabit  Ethernet  ports  to  complement  the  WAN  ports. 

The  Cisco  7600  supports  a  number  of  internetworking  services,  including 
Multiprotocol  Label  Switching  (MPLS).  MPLS  features  include  QoS,  Ethernet  over 
MPLS  and  MPLS  VPNs.  Cisco  will  add  to  the  platform  Any  Transport  over  MPLS 
(AToM)  features  such  as  frame  relay  and  ATM  over  MPLS,  and  traffic  engineering 
features  as  they  evolve.  Service  providers  will  be  able  to  build  one  network  while 
offering  different  services  to  different  customers,  thereby  reducing  operational 
costs  and  capital  expenditures  on  multiple  networks. 

To  address  security  concerns,  the  Cisco  7600  supports  not  only  the  MPLS  VPNs, 
but  also  firewall  and  intrusion  detection. The  Cisco  7600  pays  special  attention  to 


Access  Control  Lists  (ACLs),  which  are  key  to 
security  because  they  enable  customers  to  control 
access  to  applications,  data  and  services. 

Proven  security  performance 

Many  routers  lose  performance  when  they  are 
forced  to  conduct  ACL  lookups  in  addition  to  pack¬ 
et  forwarding.  Recent  tests  by  Miercom,  an  inde¬ 
pendent  product-testing  lab  in  Princeton,  N.J., 
demonstrated  the  Cisco  7600  had  no  such  perfor¬ 
mance  degradation. 

Miercom  tested  a  Cisco  7600  configuration  with  28 
OC-12  ports,  a  maximum  packet-forwarding  rate  of 
30  Mpps  and  a  large  ACL  with  15,000  unique  entries 
on  both  inbound  and  outbound  traffic. The  test  was 
configured  to  ensure  the  Cisco  7600  would  have  to 
look  at  each  of  the  15,000  entries,  because  only  the 
last  entry  would  allow  traffic  to  pass. 

To  assess  the  effect  of  the  ACL  on  performance, 
Miercom  first  ran  the  tests  using  40-byte  packets 
with  no  ACLs  applied  on  any  ports  and  found  the  Cisco  7600  delivered  a  maximum 
throughput  rate  of  28.7  Mpps.  Next,  Miercom  ran  the  same  test  with  the  15,000 
ACLs  applied  on  all  ports.The  Cisco  7600  delivered  an  identical  forwarding  rate  of 
28.7  Mpps,  proving  the  ACLs  had  no  effect  on  performance. 

Miercom  also  tested  the  effect  of  ACLs  on  processor  utilization  and  latency.  It 
found  peak  utilization  and  latency  were  identical  whether  ACLs  were  applied  or 
not.  (A  complete  report  of  this  test  is  available  as  a  printable  PDF  at 
www.cisco.com/go/7600miercom). 

The  performance  results  in  the  Miercom  tests  are  a  direct  result  of  the  Cisco 
7600’s  design.  Processing  is  done  by  a  combination  of  ASICs  and  programmable 
Parallel  Express  Forwarding  (PXF)  network  processors.  Packet  forwarding,  filter¬ 
ing  and  many  QoS  features  are  implemented  in  ASICs,  meaning  they  have  no 
effect  on  central  processor  utilization. The  PXF  complex  also  enables  customers  to 
upgrade  the  Cisco  7600  via  software  as  new  IP  services  evolve  in  the  industry  and 
become  available  on  the  platform.  This  is  a  huge  time-to-market  advantage  over 
the  length  of  time  required  to  "spin"  a  new  ASIC. 

Bob  Collet,  chief  technology  officer  for  Velocita  (www.velocita.com),  a  leading 
nationwide  broadband  networks  provider,  attests  to  the  benefits  of  the  Cisco  7600. 
"We  utilize  an  all-Cisco  solution  including  the  Cisco  7600,”  he  says.  "This  mini¬ 
mizes  our  implementation  risk  for  this  network,  reduces  our  overall  cost  of  opera¬ 
tions  and  gives  us  extensible  capabilities  for  network  services  and  growth.” 

In  summary,  the  Cisco  7600  offers  a  compelling  story  for  customers  that  is 
unmatched  by  its  competitors.  It  is  a  high-performance,  scalable  platform  that 
supports  all  the  popular  LAN,  WAN  and  MAN  interfaces.  It  supports  advanced 
services,  such  as  MPLS  and  QoS,  to  enable  service  providers  to  offer  differenti¬ 
ated  services  to  expand  their  revenue  streams.  It  offers  flexibility  with  applica¬ 
tion-specific  modules  for  content  delivery,  fiber  channel  connectivity  and  securi¬ 
ty.  At  the  same  time,  Cisco's  PXF  architecture  offers  rapid  delivery  of  new  fea¬ 
tures  to  position  service  provider  and  enterprise  customers  for  the  future. 

For  more  information  on  the  Cisco  7600,  visit:  www.cisco.com / go/ 7600. 


Cisco  7600  customers  can 
choose  from  three  NEBS- 
compliant  chassis  —  the 
7603, 7606  and  7609  — 
with  three,  six  and  nine 
slots,  respectively, 


CISCO  7600  SHINES  IN  ACL  TEST 
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!n  the  office:  Monday. 

In  the  hotel  room: 

Tuesday- 


Friday. 


Keep  them  running 


C“- 


Yes  you  can.  Introducing  Microsoft®  Windows®  XP 
Professional,  the  OS  that  takes  mobility  to  a  much 
higher  place.  For  starters,  users  don’t  even  need 
to  bring  their  PCs  when  they  travel.  The  Remote 
Desktop  feature  in  Windows  XP  provides  users  easy 
remote  access  to  their  work  PC  from  another  PC. 
They  can  work  with  files  and  folders,  check  and  send 
e-mail,  and  securely  do  from  the  road  virtually 
everything  they  can  do  while  sitting  in  front  of  their 
office  desktops.  When  users  do  travel  with  PCs, 
features  like  support  for  easy  wireless  network  access, 
Windows  Messenger,  secure  VPN  support,  and  the 
Encrypting  File  System  mean  road  warriors  are  doing 
what  they  need  to  do,  and  leaving  you  free  to  do  what 
you  need  to  do.  With  Windows  XP,  you  can. 
www.microsoft.com/windowsxp/itpro 


Microsoft  - 

Windows 

Professional 
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Web  portals,  Web  single  sign-on:  Two  growing  markets 


IDC  predicts  a  sharp  rise  in  the 
market  for  Web  enterprise  infor¬ 
mation  portal  software,  which 
has  been  dominated  by  Computer 
Associates,  BroadVision  and 
Plumtree  Software  . . . 

Web  portal  software  sales 
worldwide  (in  billions) 


. . .  while  Netegrity  and  Entrust 
have  been  the  leading  players 
with  products  for  Web  access- 
control  software. 

Web  access-control  software 
sales  worldwide  (in  billions) 


2000  2001*  2002  2003  2004  2005 

'Note:  2001  sales  are  projected. 
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Security 

continued  from  page  1 

“If  you  are  trying  to  assemble  your  own 
best-of-breed  architecture  and  pull  prod¬ 
ucts  and  suppliers  together,  you  are  assum¬ 
ing  any  risk  of  bumping  into  product  in¬ 
compatibilities, "says  Phil  Schaecter.an  ana¬ 
lyst  with  The  Burton  Group. 

Security  access  management  “is  not  our 
specialty  Plumtree’s  marketing  manager 
Nills  Gillman  says  as  he  describes  how  the 
Plumtree  Corporate  Portal  software  shares 
HTTP-based  “security  tokens”  with  SSO 
server  software  from  Netegrity,  Entrust,  Ob- 
lix,  IBM  and  RSA  Security 

Typically,  the  Web  SSO  software  performs 
the  authentication  and  access-rights  man¬ 
agement  function  before  a  user  is  allowed 
through  the  portal. 

For  its  part,  Epicentric  leverages  Neteg- 
rity’s  SiteMinder  and  RSAs  ClearTrust  by 
linking  them  into  the  “credentials  vault”  in 
its  portal  product,  Foundation  Server  4.0. 

The  alternative  for  users  is  to  purchase 
security  and  portal  components  from  one 
vendor,  whose  portals  often  have  tighter 
coupling  to  security  Computer  Associates, 
IBM,  Novell  and  Oracle  offer  Web  portal 
and  security-access  controls,  and  they 
promote  the  appeal  of  this  single-source 
capability 

“We  have  it  all,”  says  Barry  Keyes,  market¬ 
ing  vice  president  at  Computer  Associates, 
a  contender  in  the  portal  competition  with 
its  Jasmine  software.  “You  don’t  have  to 
worry  about  the  integration.” 

The  market  leader  of  Web  single  sign-on 
products,  Netegrity,  thinks  that  argument 
has  merit.  Late  last  year,  Netegrity  bought 
portal  vendor  DataChannel  to  go  into  the 


portal  business  itself. 

“We  are  creating  an  enterprise  suite  by 
combining  SiteMinder  access  control  and 
single  sign-on  with  a  portal,”  says  Deepak 
Taneja,  Netegrity’s  CTO. 

The  first  version  of  this  product,  called  In- 
terAction,  is  scheduled  to  debut  in  March. 
By  October,  Netegrity  plans  a  second  ver¬ 
sion  that  will  take  on  more  complex  secu¬ 
rity-management  tasks,  such  as  provision¬ 
ing,  an  area  in  which  CA,  IBM  and  start-ups 
such  as  Access360  compete. 

Netegrity  claims  it  will  continue  the  Site¬ 
Minder  technical  integration  work  with  its 
portal  competitors.  But  analysts  say  there  is 
anxiety  among  portal  vendors  because 
corporations  sometimes  buy  portals  based 
on  how  well  the  portals  work  with  the  Web 
SSO  product  they  have. 

“They  say, ‘Look,  I  already  have  a  system. 
Just  have  the  portal  look  out  to  that  sys¬ 
tem  instead  of  duplicating  the  configura¬ 
tion  and  the  management,  and  so  forth,’” 
says  Gary  Hein,  an  analyst  with  The  Bur¬ 
ton  Group. 

Buying  it  all  from  a  single  vendor  works 
for  some  but  not  others. 

The  auto  industry’s  online  supplier  ex¬ 
change,  Covisint,  uses  Oracle  Portal  but  in¬ 
stalled  a  separate  Web  SSO  product  be¬ 
cause  Oracle  authentication  and  access 
management  worked  only  with  Oracle  ap¬ 
plications,  such  as  its  database. 

“The  Oracle  Portal  has  security,  but  it 
just  doesn’t  work  with  anyone  else’s 
product,”  says  David  Miller,  information 
security  officer  at  Covisint,  which  has 
more  than  30,000  suppliers  and  manu¬ 
facturers  that  access  the  portal  using 
password  and  identification. 

Covisint  decided  to  use  the  RSA  Security 


ClearTrust  access-control  product  to  cen¬ 
tralize  authentication  in  the  U.S.,  Europe 
and  Japan  for  the  growing  number  of  ap¬ 
plications  available  through  the  portal. 

Others  find  buying  integrated  portal  and 
security  software  from  one  vendor  a  better 
approach.  Financial  planning  firm  J.P  Mor¬ 
gan  American  Century  bases  its  portal  on 
CAs  Jasmine  2.5. 

“With  the  earlier  version,  Jasmine  2.0, 
we  had  to  jury-rig  single  sign-on,”  says 
Bruce  Focht.data-mining  analyst  with  the 
firm.  “We  put  a  layer  up  front  where  the 
user  could  sign  on  and  then  would  pass 
that  through  to  the  portal.  But  that  is  now 
incorporated  into  the  current  version, 
Jasmine  2.5.” 

Focht  says  the  firm’s  earlier  effort  to  tie  a 
portal  to  a  separate  Web  SSO  product  had 
been  “a  lot  more  trouble  than  it  was  worth.” 

The  firm  gives  users  access  to  personal 
financial  data  plus  news  feeds  and  other 
information. 

Corporations  are  electing  to  set  up  Web 
portals  to  unify  information  access  and 
security  controls  where  once  they  had 
sprawling  departmental  intranets  or  first- 
generation  e-commerce  efforts  that  let  trad¬ 
ing  partners  into  particular  back-end  ser¬ 
vers.  The  cost  to  do  this  varies  widely,  ac¬ 
cording  to  Forrester  Research,  whose  sur¬ 
veys  indicate  that  it  can  range  from  $20,000 
to  $5  million. 

“It  is  a  multimillion-dollar  project,”  says 
Gail  Smith,  CIO  at  e-Scotia, Scotia  Bank’s 
e-commerce  division  in  Toronto.  Scotia 
Bank  selected  Epicentric  as  the  portal 
for  what  had  been  separate  consumer 
banking  and  brokerage  Web  sites,  while 
depending  on  the  iPlanet  LDAP  Server 
and  Entrust  certificate  management  for 
security. 

Integrating  separate  vendor  products 
takes  effort  in  terms  of  custom  coding, 
Smith  says,  but  she  prefers  this  approach 
because  doing  it  all  with  a  single  vendor 
“can  get  you  locked  in,  to  a  certain  extent.” 

Choosing  the  mix-and-match  approach, 


Smith  says,  makes  it  all  the  more  impor¬ 
tant  for  organizations  to  demand  “open 
architecture  and  open  systems,”  whether 
it  be  Java  or  security  standards  such  as 
the  XML-based  Security  Assertion  Markup 
Language  (SAML)  being  created  by  the 
Oasis  technical  group. 

Other  large  organizations  deploying  por¬ 
tals  agree. 

“With  Web  portals  and  security  vendors, 
their  commitment  to  standards,  such  as 
SAML,  is  what  matters  most”says  Steve  De- 
voti,  manager  of  directory  services  at 
CUNA  Mutual  Group,  which  chose  Oblix 
for  Web  SSO  in  part  due  to  Oblix’s  per¬ 
ceived  commitment  to  SAML. 

CUNA  Mutual,  which  provides  credit 
unions  and  their  members  with  financial 
services  through  a  portal,  has  to  tie  mul¬ 
tiple  applications,  including  PeopleSoft.Vig- 
nette  and  a  hosted  service  from  Yodele  ASP 
into  a  unified  portal.  SAML  would  make  it 
easier  to  share  authentication  and  access- 
management  information  among  different 
Web  SSO  and  portal  software  vendors  that 
might  support  it. 

But  SAML  is  a  year  from  completion  as  a 
standard,  and  in  the  meantime,  portal  buy¬ 
ers  say  they  will  pick  products  that  vendors 
have  tinkered  with  to  work  together. 

The  American  Institute  of  Architects 
(AIA),  which  has  had  its  Plumtree  Version 
3.51  portal  up  and  running  for  about  a 
year  for  10,000  visitors  weekly,  has  made 
do  with  Plumtree’s  simple  Web  access 
control.  But  now  that  AIA  is  integrating 
more  of  its  back-end  systems  into  the  por¬ 
tal  to  provide  a  wider  range  of  interactive 
services,  it  needs  a  more  advanced  SSO 
function. 

Giles  Jacknain,  AlAs  portal  administrator, 
says  the  organization  will  likely  use  Neteg¬ 
rity  or  IBM  because  these  vendors’ security 
products  are  offered  by  Plumtree. 

“The  cost  of  single  sign-on  is  included  in 
the  upgrade  to  the  new  version  [of  Plum- 
tree’s  portal]  so  we  probably  wouldn’t  look 
at  outside  vendors,”  Jacknain  says.  ■ 


Novell  adding  portal  punch 

Novell  is  readying  an  expanded  portal  package  that  comes  with  directory 
and  security  technologies,  and  boasts  consulting  services  aimed  at  getting 
portals  up  and  running  across  a  company  in  just  90  days. 

The  company's  Active  Information  Portal  (AIP),  which  provides  end  users  with 
customized  and  secure  access  to  applications  and  data,  builds  on  Novell  Portal 
Services,  a  do-it-yourself  offering  that  runs  on  a  Web  server  and  can  take 
months  to  roll  out.  Novell,  which  merged  with  Cambridge  Technology  Partners 
last  year,  is  exploiting  the  latter’s  consulting  expertise  to  deliver  AIP  across 
NetWare  and  other  networks. 

Part  of  Novell's  pitch  is  to  enable  customers  to  set  up  a  portal  without  neces¬ 
sarily  having  to  invest  in  a  lot  of  new  technology.  Those  with  Novell’s  eDirectory 
and  DirXML  directory  technologies,  or  its  iChain  authentication  and  access  con¬ 
trol  software,  can  build  their  portals  from  there.  Otherwise,  those  directory  and 
security  technologies  will  be  included  with  AIP,  along  with  third-party  products 
that  Novell  declined  to  specify. 

'  If  a  customer  can  take  a  relationship  with  a  company  that  it  already  has  and 
software  it  already  owns  and  upgrade  it  into  a  portal,  it  will  be  less  expensive 
than  going  out  to  a  new  company  and  bringing  in  new  software  that  it  has  to 
learn  how  to  use,"  says  Nancy  Tubb,  an  analyst  with  Delphi  Group. 

Forrester  Research  says  large  companies  spent  an  average  of  $650,000  on  por¬ 
tal  rollouts  last  year  and  the  price  could  rise  to  $2  million  as  more  technologies 
get  bundled  in.  Novell  says  the  cost  of  AIP  will  vary  based  on  the  customer  and 
what  pieces  of  AIP  the  customer  already  owns. 

—  Deni  Connor 
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BI02 


What  is  the  principal  business  activity  at  your  location? 

(check  ONE  only) 


OLD  Manufacturing  (Non-Computer/ 
Communications  OEM) 

02.D  Finance/Banking 
03. □  Insurance/Real  Estate/Legal 
04.  □  Health  Care  Services 
05.  □  Hospitality/Entertainment/ 
Recreation 

06.D  Media/TV/Cable/Radio/Print 
07.D  Retail/Wholesale 

Trade/Business  Services 
08.0  Transportation 


09.  □  Utilities/Process  Industries 
(Mining/Construction/ 
Petroleum  Refining/ 
Agriculture/Forestry) 

10. DGovemment/Military 

11.  □  Consulting  (Independent)  * 

12.  □  Education 

13.  □  Carriers/Voice/Data/lSP 
14.11]  Web  Hosting/HSP 
15.D  ASP/SSP/MSP 


^.□Manufacturing  (Computer/ 
Communications/OEM) 

17. D  Resellers/VARs/VADs/ 

Integrators/Distributors* 

(Computers/Communications) 

18. D  Other  (please  specify) 


*Attn  Consultants,  Integrators, 
Distributors,  Resellers:  Please  com¬ 
plete  form  based  on  ALL  clients  and 
your  own  business  needs 


P:  What  is  your  primary  job  function?  (check  one  only) 

S:  What  additional  job  functions  are  you  involved  in?  (check  all  that  apply) 

PS  PS 


□  l.D  Network  Management 

□  2.  □  CKVCTO/ISOT/MIS/ 

Systems  Management 

□  3.  □  LAN  Management 


□  4.  □  Datacom/Telecom  Management 

□  5.  □  Internet/Intranet/Weiy 

E-Commerce  Management 

□  6.  □  Engineering  Management 


□  7.  □  Corporate  Management 

(CEO,  COO,  CFO,  Pres.,  VP, 
Dir.,  Mgr.) 

□  8.  □  Consultant  (Independent) 

□  9.  □  Other  (please  specify) 


'  3  I  What  is  the  estimated  value  of  network  equipment  and  services  that  you  specify, 
recommend,  or  aoorove  the  purchase  Of?  (Please  print  the  appropriate  number  code  on 

1. 

$100  Million  or  more 

A 

_ Large  Systems 

H 

_ Intemet/Weh/E-commerce 

2. 

$50  Million  to  $99.9  Million 

(Mainframes/Minis) 

I 

_ Intranet/Extranet 

3. 

4. 

$25  Million  to  $49.9  Million 
$10  Million  to  $24.9  Million 

B 

p 

_ Desktops 

(Micros/Laptops/  Workstations) 
_ Mobile 

(including  PDAs,  Wireless) 

J 

_ Internetworking 

(including  Routers,  Switches) 

5. 

$1  Million  to  $9.9  Million 

l 

K 

_  Storage 

6. 

$100,000  to  $999,999 

D 

_ Servers 

L 

_ Remote  Access 

7. 

$50,000  to  $99,999 

E 

_ LANs 

M 

_ Peripherals 

8. 

Under  $50,000 

F 

_ WAN  Equipment 

N 

_ Software 

9. 

None  of  the  above 

G 

_ Carrier  Services 

O 

_ Service/Support  Services 

a 

1.  □  10 


rj  [■  j  What  is  the  total  number  of  sites  for  which  you  have  purchase  influence? 

(check  ONE  only) 


1.  □  100+  2.  □  50  to  99  3.  □  20  to  49  4.  □  10  to  19  5.  □  2  to  9  6.  □  1  7.  □  None 


Please  indicate  the  Web/Security/IAN/Internetworking/Wireless/Mobile/WAN  Equipment/ 
Carrier  Services  that  you  are  currently  involved  in  purchasing  or  plan  to  purchase: 


(check  ALL  that  apply)  A.  Currently  involved  in  purchasing  8.  Plan  to  purchase 


WEB - 

A  B  A  B  A  B 


□  01.  □  Web  Servers/Sofiware 

□  02.  □  Web  Traffic  Management 

□  03.  □  Electronic  Commerce  Tools 

SECURITY - 

A  B 

□  10.  □  Firewalls 

□  ll.D  Anti-Virus  Software 

□  12.  □  Private  Key  Encryption  Tools 


□  04.  □  Web  Development  Tools 

□  05.  □  Web  Content  Management 

□  06.  □  Web  Collaboration/ 

Groupware 

A  B 

□  13.  □  DES  Encryption  Tools 

□  14.  □  Authentication  Tools 

□  15.  □  Intrusion  Detection 


□  07.  □  Web  Acceleration/Cachin^ 

Load  Balancing 

□  08.  □  Web  Hosting  Services 

□  09.  □  Other 

A  B 

□  16.  □  Certificate  Authorities 

□  17.  □  Biometrics 

□  18.  □  Other 


LANs/INTERNETWORKING _ 

d  A  B 

□  19.  □  Fast  Ethernet 

□  20.  □  Gigabit  Ethernet 

□  21.  □  Layer  3-7  Switches 

□  22.  □  ATM  Switches 

□  23.  □  Routers 

□  24.  □  Network  Attached  Storage 

(NAS) 


A  B 

□  26.  □  Storage  Backup 

(Optical,  Disk,  Tape,  RAID) 

□  27.  □  Network  Test/Diagnostic 

Tools 

□  28.  □  Uninterruptable  Power 

Supplies  (UPS) 

□  29.  □  Network  Interface  Cards 

(NICs,  PCMCIA) 


A  B 

□  30.  □  Hubs/Intelligent  Hubs/ 

Stackable  Hubs 

□  31.  □  Cables.Connectors,  Baiuns 

□  32.  □  Wiring/Fiber  Systems 

□  33.  □  Net  Management  Systems 

□  34.  □  Voice  Over  IP  (VoIP)  Tools 

□  35.  □  Network  Analyzers 

□  36.  □  Other  Local-Area  Network/ 

Internetworking 


□  25.  □  Storage  Area  Networks  (SANs) 

WIRELESS/MOBILE  - 

A  B  A  B  A  B 

□  37.  □  Wireless  LANS  □  39.  □  Wireless  LAN  Extension  Tools  □  41.  □  PDAs 


□  40.  □  Mobile  Data  □  42.  □  Other  Remote/Wireless 

Equipment/Services 


A  B 

□  48.  □  Voice/Video  over  IP 

Gateways 

□  49.  □  Modems 

□  50.  □  Cable  Modems 

□  51.  □  xDSL  Products 

□  52.  □  Diagnostic/Test  Equipment 


A  B 

□  53.  □  DSUs/CSUs 

□  54.  □  PBXs 

□  55.  □  Call  Center  Tools 

□  56.  □  Videoconferencing  Gear 

□  57.  □  ISDN  Equipment/Services 

□  58.  □  Other  WAN 

Equipment/Services 


□  38.  □  Wireless/Cell  Phones 

WAN  EQUIPMENT - 

A  B 

□  43.  □  Frame  Relay  Equipment 

□  44.  □  Bandwidth  Managers 

□  45.  □  Bandwidth  Shaping/QOS 

Tools 

□  46.  □  VPN  Equipment 

□  47.  □  ATM  Switches 

CARRIER  SERVICES _ 

A  B 

□  59.  □  Internet  Access 

□  60.  □  Private  Lines 

□  61.  □  Frame  Relay  Services 

□  62.  □  ADSL/DSL 

□  63.  □  T-l/T-3  Services 


A  B 

□  64.  □  ATM  Services 

□  65.  □  Managed  Services 

□  66.  □  VPN  Services 

□  67.  □  LAN-Extension  Services 

□  68.  □  OC-3/OC-12 


A  B 

□  69.  □  Wavelength  Services 

□  70.  □  Dark  Fiber 

□  71.  □  Other  Carrier  Services 

A  B 

None  of  the  above  (1  -71)  □  72.  □ 


Please  indicale  the  Systems/Peripherals/Software/Applications/Business  Services 
that  you  are  currently  involved  in  purchasing  or  plan  to  purchase:  (check  all  that  apply) 

A.  Currently  involved  in  purchasing  B.  Plan  to  purchase 


SYSTEMS/PERIPHERALS  - 

A  B 

□  OLD  Laptops/Notebooks 

□  02.  □  Desktops 

□  03.  □  Intel-Based  Servers 

□  04.  □  Rise-Based  Servers 

□  05.  □  Print  Servers 

SOFTWARE/APPLICATIONS  _ 

A  B 

□  14.  □  Desktop/Server  Operating 

Systems 

□  15.  □  Network  Management 

□  16.  □  Systems  Management 

□  17.  □  Directory  Services 

□  18.  □  E-Mail 

□  19.  □  Groupware 


A  B 

□  06.  □  Fax  Servers 

□  07.  □  Remote  Access  Servers 

□  08.  □  Video  Servers 

□  09.  □  Mid-Range  Systems 

(including  workstations) 


□  10.  □  Mainframes 

□  ll.D  Printers 

□  12.  □  Enclosures/Racks/Fumiture 

□  13.  □  Other  Computers/ 

Peripherals 


□  20.  □  Database  Management 

Systems 

□  21. □  Customer  Resource 

Management  (CRM) 

□  22.  □  Enterprise  Resource 

Planning  (ERP) 

□  23.  □  XML  Tools 

□  24.  □  Desktop  Videoconferencing 


BUSINESS  SERVICES - 

A  B 

□  32.  □  Application  Service 
Provider  Services 


A  B 

□  25.  □  Middleware 

□  26.  □  Document  Management  Tools 

□  27.  □  Site  Metering  Tools 

□  28.  □  Software  Distribution  Tools 

□  29.  □  Data  Warehousing 

□  30.  □  Applications  Development 

Tools 

□  31.  □  Other  Software/Applications 


A  B  A  B 

□  33.  □  Systems  Integration/  □  35.  □  Other  Services 

Consulting  A  B 

□  34. □  Education/Training Services  None  of  t*le above  O-®)  ' 


Please  indicate  the  platforms  that  are  currently  installed/planned:  (check  all  that  apply) 

A.  Currently  installed  B.  Planned  for  purchase 


NETWORK  PROTOCOLS - 

A  B 

□  01.D  TCP/IP  v4 

□  02.  □  TCP/IP  vfi 

UN/WAN  ENVIRONMENT - 

A  B 

□  08.  □  Gigabit  Ethernet 

□  09.  □  Switched  Ethernet 

□  10.  □  Fast  Ethernet 

□  ll.D  Ethernet 

□  12.  □  ATM 

DESKTOP/SERVER  OPERATING  SYSTEMS 
A  B 

□  23.  □  Windows  2000 

□  24.  □  Windows  95/98 

□  25.  □  Windows  NT/Windows  2000 

□  26.  □  Novell  (NetWare  5JC,  4.X, 

3.X,  2.X) 

□  27.  □  LINUX 


A  B 

□  03.  □  SNA/APPC/APPN/LU6.2 

□  04.  □  Novell  IPX/SPX 


A  B 

□  13.  □  Token  Ring/Token  Ring 

Switching 

□  14.  □  Layer  3-7  Switching 

□  15.  □  FDDI 

□  16.  □  Fibre  Channel 

□  17.  □  Wireless  LANs 


A  B 

□  28.  □  Intel  based  UNIX 

□  29.  □  RISC  based  UNIX 

(incl.  SOLARIS) 

□  30.  □  IBM  MVS/VM/VSE/ESA 

□  31.  □  OS/400 

□  32.  □  Digital  VMS 

□  33.  □  Macintosh 


A  B 

□  05.  □  NETBIOS/NETBUE1 

□  06.  □  NFS 

□  07.  □  Other  Network  Protocols 


A  B 

□  18.  □  DSL 

□  19.  □  ISDN 

□  20.  □  Frame  Relay 

□  21.  □  Private  Line  Tl,  T3,  OC-3, 

OC-12 

□  22.  □  Other  LAN/WAN 

Environment 

A  B 

□  34.  □  Palm  OS 

□  35.  □  Windows  CE 

□  36.  □  Other  Network  Operating 

System 

A  B 

None  of  the  above  (1-  36)  □  37.  □ 


Continued  on  next  page... 


Continued  from  page  one... 


5. 

What  is  the  total  number  ot  Servers/Clients  installed/planned  at  your  location/in  your 
entire  organization?  (Check  ONE  box  in  each  column) 

SERVERS 

CLIENTS 

At  Location  Entire  Org. 

At  Location 

Entire  Org. 

A 

B 

c 

D 

□  L  50,000+ 

□ 

□  1. 

50,000+ 

□ 

□  2.  10,000  to  49,999 

□ 

□  2, 

10,000  to  49,999  □ 

□  3.  1,000  to  9,999 

□ 

0  3. 

1,000  to  9,999 

□ 

□  4,  100  to  999 

□ 

□  4. 

100  to  999 

□ 

□  5.  50  to  99 

□ 

□  5. 

50  to  99 

□ 

□  6.  10  to  49 

□ 

□  6. 

10  to  49 

□ 

□  7.  1  to  9 

□ 

□  7. 

1  to  9 

□ 

□  8.  none 

□ 

□  8, 

none 

□ 

1  rZ®  j  what  is  your  scope  and  involvement  in  purchasing  decisions  tor  network  products 

I  y|  and  services  for  your  enterprise? 

A.  Scope  (d>«k  ONE  only) 

CORPORATE/ENTERPRISE: 
l.D  Entire  Enterprise/  3.D  Division/Multiple 

Multiple  Enterprises  Divisions 

B.  Involvement  (check  ALL  that  apply) 

1.0  Create  Network/IT  4.0  Evaluate 

Strategy  Products/Services 

2. D  Recommend/Specify  5.0  Determine  the  Need 

Brand  6.D  None 

3. D  Approve  Purchase 

2.0  Multinational  4.  □  Department 

Enterprise  5.D  None 

For  faster  service,  subscribe  online  at: 

http://www.nwwsubscribe.eom/b  1 02 
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TCP/IP,  LAN/WAN  SWITCHES 
ROUTERS  ■  HUBS 
ACCESS  DEVICES  ■  CLIENTS 
SERVERS  ■  OPERATING  SYSTEMS 
VPNS  ■  NETWORKED  STORAGE 


VPN  gear  provides  customized  security 

NetScreen’s  new  hardware  and  software  allows  more  precise  security  parameters  to  be  set. 


The  NetScreen-208  boasts  eight  ports,  which  allows  for 
greater  flexibility  in  protecting  the  network. 


■  BY  TIM  GREENE 

SUNNYVALE,  CALIF  —  NetScreen  last 
week  introduced  VPN  gear  that  makes  it 
possible  for  users  to  tailor-fit  protection  for 
specific  network  resources  without  having 


■  Open  source  software  company 
Red  Hat  has  released  a  version  of  its 
Linux  operating  system  for  Intel's  64- 
bit  Itanium  processor.  Version  7.2  of 
Red  Hat  Linux  for  the  Itanium  proces¬ 
sor  uses  the  2.4.9  Linux  kernel  and  in¬ 
corporates  the  same  feature  set  as 
the  general-use  version  released  in 
October.  The  Linux  kernel  used  for  the 
Itanium  release  is  intended  for  use 
with  computers  that  have  more  than 
one  processor,  as  in  high-end  servers. 
Compaq,  Dell,  Hewlett-Packard  and 
IBM  last  year  said  they  would  ship 
Itanium-based  servers.  Linux  2.4  also 
includes  Ext3  journaling,  which  helps 
monitor  changes  to  a  file,  and  a  logical 
volume  manager  to  better  manage 
large  file  systems.  It  also  comes  with 
Sun's  StarOffice  5.2  office  applica¬ 
tions,  and  compilers  for  C,  C++,  Java, 
Python,  Perl  and  PHP  interpreters. 
Red  Hat  Linux  7.2  for  Itanium  is  avail¬ 
able  for  $500.  www. redhat.com 

■  Remote  monitoring  vendor  RLE 
Technologies  has  Web-enabled  its 
network  equipment  monitoring  hard¬ 
ware.  The  Falcon  monitors  operating 
parameters  such  as  temperature  and 
equipment  status  in  server  and  com¬ 
munication  rooms.  It  notifies  network 
administrators  of  problems  via  e-mail, 
SNMP  traps,  pager,  cell  phone,  dial-up 
or  across  the  network.  RLE  has  added 
Web-based  monitoring  to  the  Falcon 
—  it  accepts  an  image  from  any  Web 
camera  with  an  IP  address.  The  live 
image  will  then  be  displayed  on  the 
Falcon  Web  interface.  The  Falcon  is 
available  now  starting  at  $1,950. 
www.rletechnolog ies.com 


to  buy  multiple  boxes. 

Four  new  NetScreen  VPN  appliances 
have  at  least  four  10/100  Ethernet 
ports,  each  of  which  can  oversee  a  sep¬ 
arate,  independently  configured  secu¬ 
rity  domain.  Some  competitors’  gear 
comes  with  just  three  ports,  limiting 
users’  ability  to  customize  protection. 

Previously  if  NetScreen  users  wanted  to 
set  up  more  than  three  zones  they  would 
have  needed  more  appliances, says  Jeffrey 
Dell, security  officer  for  Seisint,a  data  min¬ 
ing  company  in  Boca  Raton,  Fla.,  that  uses 
NetScreen  firewall/VPN  devices.  “[The 
new  equipment]  allows  us  to  do  projects 
that  require  a  lot  of  ports  and  do  it  for  a  lot 
less  mone/ 

NetScreen  VPN  appliances  used  to  sort 
traffic  and  switch  it  through  only  three  pos¬ 
sible  ports,  each  preset  for  a  single  type  of 
traffic:  trusted,  untrusted  or  traffic  destined 
for  an  isolated  network  segment  called  the 
demilitarized  zone  (DMZ)  that  typically 
includes  mail  servers. 

The  new  appliances,  NetScreen-204,  Net- 
Screen-208,  NetScreen-25  and  NetScreen- 
50,  all  have  at  least  four  ports,  and  the  Net- 
Screen-208  has  eight.  A  new  version  of  Net¬ 
Screen’s  operating  system,  Screen  OS  3.1, 
lets  users  customize  each  of  these  ports 
with  any  combination  of  firewall, VPN  and 
attack-detection. 

The  four-port  boxes  could  be  used  to 
switch  among  the  trusted  corporate  LAN, 
the  untrusted  Internet,  the  corporate  mail 
server  in  the  DMZ,  and  a  wireless  LAN, 
which  is  trusted  but  vulnerable  to  drive-by 
hacking. 

Ports  on  other  vendors’  equipment,  such 
as  Cisco’s  and  Nokia’s,  can  also  be  cus¬ 
tomized.  Cisco’s  gear  is  more  difficult  to 
configure  than  the  new  NetScreen  boxes, 
and  Nokia’s  attack  detection  is  less  flexi- 


More  online! 


Read  about  VPNs  and  firewalls  in  a  white  paper  from 
NetScreen  titled  Next  Generation  Security  Solutions  for 
the  Braodband  Internet. 

DocFinder  7526 


ble,  Dell  says. 

Comparable  competitors’  gear,  such  as 
Nokia’s  IP330,has  only  three  ports.The  next 
size  up  is  Nokia’s  modular  IP440  that  sup¬ 
ports  up  to  16  ports,  which  may  be  overkill 
for  some  sites. 

NetScreen-204  and  -208  are  fixed-configu¬ 
ration  boxes  that  can  handle  1,000  IP 
Security  VPN  tunnels  and  128,000  total  IP 
sessions.  NetScreen-204  handles  200M 
bit/sec  of  VPN  encryption  and  has  a  fire¬ 


wall  speed  of  550M  bit/sec.  NetScreen- 
208  has  a  400M  bit/sec  firewall  and 
encrypts  at  200M  bit/sec.  Throughput 
on  a  Nokia  1P440  is  176M  bit/sec. 

NetScreen-204  and  -208  are  avail¬ 
able  with  Screen  OS  3.1  and  cost 
$10,000  and  $15,000,  respectively. 

NetScreen-25  supports  20M  bit/sec  VPN 
encryption  and  100M  bit/sec  firewall  pro¬ 
tection.  NetScreen-50  supports  50M  bit/sec 
VPN  and  170M  bit/sec  firewall. A  SonicWall 
Pro200  delivers  200M  bit/sec  firewall  and 
25M  bit/sec  VPN  throughput. 

NetScreen-25  and  NetScreen-50  cost 
$3,500  and  $6,000,  respectively,  and  are 
available  with  Screen  OS  3.0.  They  will  be 
available  with  Version  3.1  by  midyear. 

NetScreen:  www.netscreen.com 


Alcatel  offers  VoIP  pack 
for  remote  branches 

■  BY  PHIL  HOCHMUTH 

CALABASAS,  CALIF  —  Alcatel  last  week  announced  an  IP  voice  product  bundles  for 
enterprise  branch  offices  aimed  at  letting  users  tie  together  remote  and  central  phone  net¬ 
works  over  data  WAN  connections. 

The  OmniBranch  packages  are  aimed  at  offices  with  as  few  as  10  but  as  many  as  100 
users,  and  come  with  Alcatel  OmniAccess  512  routers  and  OmniStack24  workgroup 
switches. The  packages  could  be  used  to  quickly  deploy  a  centralized  voice-over-lP  net¬ 
work,  with  an  IP  PBX  at  a  central  site  and  a  mix  of  IP  and  traditional  phones  in  branch 
offices. These  deployments  would  require  an  Alcatel  OmniPCX  4400  IP  PBX  running  in  a 
central  site  providing  call  control  and  application  features  to  the  branch  office. 

Alcatel  says  its  voice-over-IP  equipment  will  let  businesses  set  up  a  mix  of  IP  and  digital 
voice  lines  at  branch  offices.This  is  done  with  the  OmniPCX  4400,  which  can  provide  call 
control  for  IP  and  digital  lines, and  the  OmniAccess  routers, which  can  trunk  digital  phone 
lines  and  route  IP  traffic. 

For  sites  with  up  to  10  end  users,  an  OmniAccess  router  would  be  configured  to  support 
12  IP  phone  lines,  four  ports  for  analog  phone  and  fax  devices,  and  two  trunk  lines  to  the 
public  switched  telephone  network  (PSTN). The  50-user  branch  package  supports  12  dig¬ 
ital  phone  connections,  12  analog  connections  and  36  IP  connections.The  100-user  bun¬ 
dle  provides  58  IP  voice  connections,  64  digital  connections  and  24  analog  links. 

According  to  Alcatel,  the  50-  and  100-user  versions  can  supply  back-up  voice  connec¬ 
tivity  and  PBX  functions  to  a  remote  office  in  the  case  of  a  WAN  link  failure.The  routers  in 
the  OmniBranch  50  and  100  packages  come  with  an  ISDN  port  configured  as  a  back-up 
connection  to  the  PSTN.  Software  also  lets  branch  offices  keep  features  such  as  call  trans¬ 
ferring  in  case  a  WAN  link  to  a  central  OmniPCX  is  lost. 

The  packages  are  comparable  with  branch-office  voice-over-IP  offerings  from  Cisco 
(Catalyst  4400  Access  Gateway  Switch),  Avaya  (Business  Communications  Server)  and 
Nortel  (Remote  Office  Communicator). 

The  10-user  branch  package  costs  $7,000,  while  packages  for  50  and  100  users  cost 
$1 1,170  and  $34 ,025,  respectively  Packages  do  not  include  Alcatel  IP  or  digital  telephones. 
All  three  are  available  now. 

Alcatel:  www.alcatel.com 
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Giving  HP’s  Fiorina  the  network  MVP  nod 


About  this  time  every  year  for  the  past 
five,  I  have  handed  out  the  Wired 
Windows’  Networking  Most  Valuable 
Player  award  to  the  people  who,  in  my 
opinion,  has  done  the  most  to  further 
their  organization’s  progress  in  the  net¬ 


work  or  directory  services  arena. 

Previous  winners  have  been  Novell’s 
Eric  Schmidt  (1997),  Directory  Enabled 
Networks  co-chairs  John  Strassner  and 
Steven  Judd  (1998),  Bowstreet’s  Frank 
Moss  and  Jack  Serfass  for  Directory  Ser- 


YOU  WANT  TO  MAKE  EXCUSES  FOR  YOUR 
WEBSITE,  THEN  CALL  CISCO  OR  F5 


YOU  WANT  TO  HANDLE  A  MILLION  WEB  HITS, 

THEN  CALL  NETSCALER 


Request  Switch 6000  Series 


Your  reputation  is  your  website’s  infrastructure.  Which  makes  the  results  of  the 
recent  Internet  traffic  management  test  critically  important.  NetScaler  established 
one  million  simultaneous  active  Internet  connections.  F5  could  only  muster  280,000. 
Cisco,  "couldn’t  establish  any  significant  connections,”  according  to  eTesting  Labs. 
We  trounced  them  in  content  switching.  Then  we  man-handled  them  in  load 
balancing.  To  view  the  eTesting  Labs  NetScaler  Request  Switch  6500  Performance 
Comparison  for  yourself,  call  1-800-NETSCALER  or  visit  www.netscaler.com 


And  manage  web  traffic,  before  it  manages  you. 


Innovation  to  Scale  the  Net 


vices  Markup  Language  (1999),  and 
Radiant  Logic’s  Michel  Prompt  for  his 
work  on  virtual  directory  servers  (2000). 
This  year’s  winner  is  a  first  —  she’s  get¬ 
ting  the  award  for  work  on  the  hardware 
front. 

Hewlett-Packard  CEO  Carly  Fiorina  is 
my  choice  for  Networking  MVP  for  2001. 
There’s  no  trophy,  just  the  bragging  rights. 

Fiorina  deserves  the  award  for  the  out¬ 
rageous  (as  seen  by  the  Hewlett  and 
Packard  heirs)  move  of  negotiating  a 
buyout  of  Compaq.  Anyone  familiar  with 
her,  familiar  with  HP  and  has  at  least  a 
nodding  acquaintance  with  the  network 
market  had  to  know  that  a  move  like  this 
would  happen. 

HP’s  computer  business  was  heavily 
tied  to  its  HP/UX  version  of  Unix.  Any 
initial  success  in  the  PC  network  server 
market  (HP  Netservers  won  many  a 
“best  in  class”  award  five  years  ago)  has 
gone  down  the  tubes  as  quality  began 
to  suffer.  Right  now,  Compaq  has  the  best 
reputation  for  Intel-based  server  hard¬ 
ware.  By  acquiring  that  expertise  and 
image  for  HPFiorina  immediately  places 
her  company  at  the  top  of  the  server  list 
once  again. 

HP  has  had  the  lion’s  share  of  the 
printer  market  for  decades,  it  seems,  but 
its  share  of  the  market  keeps  shrinking. 
It’s  also  been  a  major  player  in  the  sci¬ 
entific  instrument  field,  but  that  market 
is  also  shrinking.  For  HP  to  continue  as  a 
successful  —  or  even  viable  —  com¬ 
pany  there  needs  to  be  new  products 
serving  new,  growing  markets  such  as 
the  PC  server  market. 

Fiorina  has  not  let  the  parochial  inter¬ 
ests  of  the  HP  scions  deter  her  vision  of 
what  the  company  needs.  I  don’t  know 
how  the  shareholder  vote  will  eventu¬ 
ally  turn  out  on  the  acquisition  issue, 
although  I  do  believe  1  know  how  it 
should  turn  out.  I  know  who  the  good 
guy  is  in  this  situation,  and  she’s  getting 
my  vote. 

Kearns ,  a  former  network  administrator,  is 
a  freelance  writer  and  consultant  in  Silicon 
Valley.  He  can  be  reached  at  wired@vquill 
.com. 


Tip  of  the  Week 


Google,  the  Web  search 
engine,  has  just  released 
the  index  to  20  years'  worth 
of  Usenet  news  postings. 
Groups.google.com  builds 
on  the  pioneering  work  of 
DejaNews,  which  was  ac¬ 
quired  last  year  by  Google. 
It's  fascinating  —  if  some¬ 
times  embarrassing  —  to 
see  your  words  come  back 
to  haunt  you.  Go  ahead, 
search  for  your  posts. 
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SERVICES  AND  STRATEGIES 
FOR  TYING  TELEWORKERS  TO  THE  ENTERPRISE 


Remote  access  receives  a  boost 

Netilla  Virtual  Office  offers  an  easy  way  to  access  network  applications  and  data  over  the  Web. 


Net  Results 

Netilla  Virtual  Office 

TL  A  Company:  Netilla  Networks  (732)764-8858 
j  depending  on  configuration;  $600  per  mor 

service.  Pros:  Simple  administration  of  a\ 
RATING  over  the  Web.  Cons:  Does  not  support  us 

Cost:  $2,000  to  $3,000 
ith  for  10  users  as  a 
Dplications  for  delivery 
;er  groups. 

Office 

What’s  the  score? 

Netilla  Virtual 

Functionality  30% 

4.5 

Administration  30% 

3.5 

Ease  of  use  20% 

4.5 

Installation  10% 

4.0 

Price  value  10% 

3.0 

TOTAL  SCORE 

3.9 

Individual  category  scores  are  based  on  a  scale  of  1  to  5.  Percentages  are  the  weight  given 
each  category  in  determining  the  total  score.  ■  Scoring  Key:  5:  Exceptional  showing  in  this 
category.  Defines  the  standard  of  excellence)  4:  Very  good  showing.  Although  there  may  be  room 
for  improvement,  this  product  was  much  better  than  the  average.  3:  Average  showing  in  this 
category.  Product  was  neither  especially  good  nor  exceptionally  bad.  2:  Below  average.  Lacked 
some  features  or  lower  performance  than  other  products  or  than  expected  1:  Consistently  subpar, 
or  lacking  features  being  reviewed. 

■  BY  PAUL  FERRILL 

Remote  access  has  moved  up  the  list  of 
priorities  for  many  network  managers.Tra- 
ditional  products  —  including  remote 
dial-up,  VPNs  and  dedicated  WANs  — 
don’t  cut  it  because  of  high  cost  and  slow 
speeds.  Turnkey  solutions  with  low  ad¬ 
ministration  and  maintenance  costs  have 
the  highest  appeal. 

Netilla  Networks  recently  debuted  Net¬ 
illa  Virtual  Office.a  turnkey  remote  access 
product  built  around  Windows  2000  Term¬ 
inal  Server  and  a  Linux-based  access  box. 
Netilla  lets  any  application  that  works 
with  Terminal  Server  function  over  the 
Web.  All  network  traffic  uses  128-bit  Sec¬ 
ure  Sockets  Layer  security  for  maximum 
protection.  User  authentication  is  handled 
on  a  pass-through  basis  to  a  standard  Win¬ 
dows  NT  domain  or  a  Remote  Authen¬ 
tication  Dial-In  User  Services  server.  Fu¬ 
ture  releases  will  support  Lightweight 


■  The  nonprofit  Software  Pro¬ 
ductivity  Consortium  recently 
received  $3.4  million  in  federal  funds 
to  create  a  telework  demonstration 
lab,  initiate  pilot  programs,  and  con¬ 
duct  related  research  to  demonstrate 
how  deploying  high- bandwidth  (at 
least  10M  bit/sec)  Internet  access  will 
spur  telework  growth  by  enabling  on¬ 
line  video  collaborative  applications. 

■  Citrix  Systems  recently  released 
Citrix  Secure  Gateway,  an  add-on  to 
Citrix  MetaFrame  XP  for  Windows  or 
MetaFrame  for  Unix,  Citrix's  applica¬ 
tion  server  and  management  prod¬ 
ucts.  CSG  lets  users  access  server- 
based  applications  over  the  Web  via 
Citrix  NFuse  application  portal  soft¬ 
ware.  CSG  provides  secure  Web  ac¬ 
cess  to  applications  by  functioning  as 
an  Secure  Sockets  Layer  gateway 
between  MetaFrame  servers  and  Cit¬ 
rix  ICA  client  devices.  The  product  is 
available  to  MetaFrame  customers  at 
no  cost,  www.citrix.com 


Directory  Access  Protocol  and  Kerberos 
authentication  periods. 

Once  you  start  an  application  using 
Netilla  Virtual  Office,  it  looks  as  if  you’re 
running  it  on  a  local  machine.  Netilla 
delivers  one  of  the  simplest  solutions 
available,  and  it  is  worth  a  look  if  you 
need  to  give  your  teleworkers  seamless, 
secure  access  to  network  applications 
from  a  browser. 

Installation  included 

To  ensure  Netilla  Virtual  Office  is  config¬ 
ured  correctly,  Netilla  only  sells  it  through 
value-added  resellers  and  system  integra¬ 
tors.  A  Netilla  technician  helped  configure 
the  product  for  our  network. 

Our  installation  was  completed  in  less 
than  an  hour,  including  configuring  a 
handful  of  applications.  We  tested  the  box 
on  a  small  network  connected  to  the  Inter¬ 
net  using  a  DSL  modem  and  a  Linksys 
BEFW11S4  four-port  hub/router.  We  config¬ 
ured  the  router  to  treat  the  Netilla  Service 
Box  (NSB)  as  a  demilitarized  zone  host,  so 
all  inbound  Internet  traffic  would  pass 
directly  to  the  IP  address  of  the  Netilla  box. 

To  complete  the  configuration,  Netilla 
uses  a  site  survey  form  to  gather  neces¬ 
sary  information  including  IP  addresses  of 
the  internal  network,  gateway  interface, 
DNS  servers  and  a  dedicated  IP  interface 
for  the  public  interface  of  the  NSB. 

Next,  Netilla  configures  the  NSB  prior 
to  shipping  it  to  the  customer.  On  arrival, 
there’s  little  left  to  do  to  get  the  box  up 
and  running.  Some  testing  is  required  to 
make  sure  the  DNS  has  been  configured 
properly  and  that  the  box  can  be  seen 
from  outside  the  firewall.  You  must  in¬ 
stall  Windows  2000  Terminal  Server  on 
the  server  that  hosts  the  applications, 
and  you  must  obtain  one  Microsoft  Ter¬ 
minal  Server  Client  Access  License  for 
each  concurrent  user  connected  to  the 
Netilla  box. 

All  in  the  browser 

Once  the  NSB  is  configured, there  should 
not  be  any  need  to  touch  the  box  again.  All 
administration  functions  use  a  Web  brow¬ 


ser  from  the  internal  network  or  remotely 
via  the  Web. 

Unfortunately,  the  first  iteration  of  Netilla 
Virtual  Office  doesn’t  support  user  groups, 
requiring  you  add  to  each  user  by  hand,  as 
well  as  specify  what  service  each  user  will 
start  with  (My  Admin,  My  Apps,  My  E-Mail, 
My  Files),  whether  separate  windows  will 
be  used  for  different  applications,  and 
whether  to  flush  the  application  password 
cache  when  launching  applications. 

Administering  applications  is  a  breeze. 
Information  needed  to  configure  an  appli¬ 
cation  is  stored  in  the  directory  on  the 
server  along  with  the  executable  file.  Giving 
users  access  to  a  particular  application  is  a 
matter  of  selecting  the  user  name  from  a 
list  and  clicking  on  an  add  button. 

Netilla  Virtual  Office  also  includes  a  re¬ 
mote  control  feature  that  eases  manage¬ 
ment  by  making  all  the  standard  Win¬ 
dows  functions  available  through  a  Web 
browser. 

Beyond  application  serving,  My  E-Mail 
provides  a  Web-based  interface  to  any 
Internet  Message  Access  Protocol-based 
e-mail  server. 


User  experience 

The  true  measure  of  success  of  any  re¬ 
mote  access  product  comes  down  to  ease 
of  use  and  performance.  Netilla’s  ease  of 
use  is  top-notch.  It  presents  applications  as 
icons  similar  to  a  standard  Windows  desk¬ 
top.  When  you  launch  applications  or  ac¬ 
cess  files,  the  interface  is  identical. 

Using  Netilla  Virtual  Office  makes  it  possi¬ 
ble  to  leave  large  applications  on  the  serv¬ 
er  and  not  on  a  local  system,  which  could 
be  most  practical  for  serving  custom  or 
line-of-business  applications.  The  My  Files 
tool  makes  it  easy  to  move  files  between 
your  local  hard  drive  and  a  remote  net¬ 
work  drive. 

We  tested  the  access  from  different  types 
of  Internet  connections  from  a  56K  dial-up 
line  to  a  T-3  dedicated  line  and  found  the 
speed  more  than  adequate.  Over  dial  up, 
response  times  were  slower  but  the  prod¬ 
uct  was  still  usable. 

Ferrill  is  a  freelance  writer  in  Lancaster, 
Calif.  He’s  been  using  and  writing  about 
networks  for  more  than  15  years.  He  can 
be  reached  at  Paul.Ferrill@verizon.net. 
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SilverBack  exec  eyes  midsize  customers 


Originally  a  founding  member  of  the  MSP  Associa¬ 
tion,  SilverBack  Technologies  last  year  stopped  provid¬ 
ing  most  of  its  outsourced  management  services  and 
instead  began  focusing  on  selling  its  software  directly 
to  small  and  midsize  corporations.  The  company 
changed  its  business  model  in  January  2001  when 
Concord  Communications  executive  Daniel  Phillips 
joined  the  SilverBack  management  team  as  CEO  and 
chairman.  Phillips  recently  spoke  with  Network  World 
Staff  Writer  Denise  Dubie  about  why  SilverBack  made 
the  move  from  service  provider  to  software  vendor 
and  how  the  company  plans  to  compete  in  the  future. 


What  would  you  say  is  one  of  the  greatest  challenges  facing  SilverBack  and  other  network 
management  software  vendors  such  as  Computer  Associates,  Tivoli  and  Hewlett-Packard? 

I  had  been  thinking  for  the  past  few  years,  when  working  with  companies  such 
as  Concord,  Micromuse,  Computer  Associates, Tivoli  and  Hewlett-Packard,  about 
how  we  were  all  struggling  at  making  software  management  products  accessible 
to  [midsize]  customers,  or  the  lower-end  enterprise,  rather  than  the  Fortune  1000 
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companies.  [Those  companies’]  products  were  designed  years 
and  years  ago. They  are  very  large,  very  complex  and  very  expen¬ 
sive  products  that  take  an  extremely  long  time  to  deploy  and  re¬ 
quire  a  large  and  very  sophisticated  IT  staff.  Basically,  1  saw  what 
a  big  challenge  it  was  and  is  for  IT  management  companies  that 
started  with  software  years  ago  to  get  that  same  functionality  to 
midtier  customers. 


How  does  SilverBack's  software  management  product  differ  from 
those  designed  years  ago? 

We  have  an  architecture  and  a  technology  that  allows  us  to 
deliver  tightly  integrated  fault,  asset,  performance  and  security 
monitoring  for  network,  systems  and  applications  on  an  appli¬ 
ance  that  is  easy  to  install  and  costs  less  than  others  out  there. 

The  appliance  resides  on  the  customer  site,  and  [SilverBack] 
remotely  updates  and  maintains  the  software,  without  managing  the  customers 
IT  infrastructure.  We  take  away  the  most  complex  part  of  managing  IT  software, 
which  is  the  administration,  management  and  maintenance  of  the  software.  In 
terms  of  the  bottom  line,  the  cost  of  the  product  is  less,  but  more  important  in 
terms  of  the  consulting,  training  and  maintenance  budget  for  the  IT  staff,  the 

See  SilverBack,  page  22 


■  Sygate  Technologies  has  announced  Sygate  Personal 
Firewall  Pro  5.0  for  desktop  protection  against  hackers. 
The  latest  version  monitors  outbound  connections  for  mali¬ 
cious  programs.  Sygate  Personal  Firewall  Pro  2.0,  which 
costs  $40  per  seat,  will  ship  Jan.  21.  www.sygate.com 

■  Secure  Computing  last  week  announced  the  Side¬ 
winder  5.2  Appliance,  a  combined  hardware/software 
firewall  that  comes  preconfigured  for  installation.  Secure 
Computing's  first  firewall  appliance,  which  starts  at  $5,900 
for  a  25-user  license,  can  be  ordered  through  the  security 
firm  or  its  channel  partners.  The  Secure  Computing  appli¬ 
ance  will  be  built  to  order  by  Dell  on  its  PowerEdge  Server. 
www.securecomputing.com 

■  President  George  W.  Bush  in  late  December  signed 
into  law  a  congressional  resolution  that  would  let  health¬ 
care  organizations  delay  by  one  year  the  previously  re¬ 
quired  compliance  date  of  October  2002  for  the  first 
Health  Insurance  Portability  and  Accountability 
Act  (HIPAA)  regulations  for  electronic  data  standards. 
HIPAA  will  set  tough  rules  for  how  the  healthcare  industry 
and  its  business  partners  must  protect  patient  data.  The 
Department  of  Health  and  Human  Services,  which  issues 
the  HIPAA  regulations,  also  says  it  has  no  specific  date  to 
issue  the  long-delayed  security  regulations  for  HIPAA, 
which  had  been  expected  by  the  end  of  2001. 


Secure  instant  messaging  software 
coming  for  corporate  users 

■  BY  CAROLYN  DUFFY  MARSAN 


Secure  instant  messaging 

Vendors  offer  diverse  mechanisms  to  secure  IM: 


Vendor 

Product 

Security 

Bantu 

Bantu  Messenger 
and  Presence  Platform 

Proprietary  encryption 
or  SSL 

Divine  Software 

MindAlign 

Proprietary 

authentication 

Ikimbo 

Omniprise 

SSL  encryption 

Jabber 

Communications 

Platform 

SSL  encryption 

JabCast 

Secure  Realtime 
Communications 

DES  encryption 

The  market  for  secure,  business- 
grade  instant  messaging  software  is 
picking  up  steam,  with  several  start¬ 
ups  now  offering  packages  that 
automatically  encrypt  real-time 
chat  sessions  between  users.  How¬ 
ever,  these  packages  do  not  yet 
offer  secure  communications  with 
users  of  popular  consumer-orient¬ 
ed  instant  messaging  systems  from 
AOL,  Microsoft  and  others. 

Among  the  new  entrants  into  the 
corporate  instant  messaging  soft¬ 
ware  market  is  JabCast,  which  in 
December  shipped  the  JabCast 
Secure  Realtime  Communications 
(SRC)  client/server  software  suite 
to  trial  customers,  including  several 
law  firms.  JabCast  SRC  provides 
end-to-end  encryption  of  instant 
messages  without  a  noticeable 
time  lag,  company  officials  say 

JabCast  faces  a  slew  of  rivals, 
including  Bantu,  Divine  Software, 
Ikimbo  and  Jabber,  which  are  all 
angling  for  a  share  of  the  rapidly 


growing  corporate  instant  messag¬ 
ing  market. 

“About  70%  of  companies  have 
employees  that  use  consumer 
instant  messaging  services,  and 
[network  executives]  are  becom¬ 
ing  much  more  aware  of  the  chal¬ 
lenges  of  consumer  instant  mes¬ 
saging  services,  including  security’ 
says  Robert  Mahowald, senior  ana¬ 


lyst  for  IDC’s  Collaborative  Com¬ 
puting  group. 

Mahowald  says  consumer  instant 
messaging  services  create  well- 
documented  security  problems  in 
corporate  networks,  including  the 
ability  for  an  intruder  to  drop  a 
worm  behind  a  firewall.  He  also 
says  the  use  of  consumer  instant 
See  Instant  Messaging,  page  ?2 
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Now  that  the  season  for  fantasy  foot¬ 
ball  is  just  about  over,  maybe  it’s 
time  to  find  some  other  imaginary 
pursuits.  Such  pursuits  tend  to  cost  less 
and  take  less  energy  than  real  ones,  so 
they  can  be  taken  up  with  less  commit¬ 
ment  on  my  part.  In  addition,  sometimes 
doing  things  with  one’s  imagination  is  the 
only  way  they  will  get  done.Thus,  this  col¬ 
umn  about  effective  laws  to  limit  spam 
has  to  be  limited  to  imaginary  ones. 

There  seems  to  be  very  little  likelihood 
that  Congress  will  soon,  if  ever,  pass 
meaningful  laws  regarding  unsolicited 


Fantasy  lawmaking 


e-mail.  The  legislators  seem  to  be  para¬ 
lyzed  trying  to  balance  the  right  of  some 
slime  to  shout  obscenities  in  my  ear  and 
my  right  to  close  the  door.  So  far 
Congress  seems  to  think  that  the  rights  of 
the  slime  are  paramount  and  has 
defaulted  to  an  open-  (or  nonexistent) 
door  policy. 

It’s  not  that  there  is  no  reason  to  figure 
out  ways  to  deal  with  spam.  Since  Sept. 
1 1  there  has  been  a  significant  increase 
in  the  amount  of  spam.  Over  90%  of  the 
mail  to  one  of  my  e-mail  accounts  is 
now  what  I  classify  as  spam,  unsolicited 
and  unwanted;  six  months  ago  it  was 
only  20%.  At  this  rate  the  power  of 
Internet-based  communication  will  be 
destroyed  by  people  deciding  that  wad¬ 
ing  through  the  trash  is  not  worth  the 
few  legitimate  messages  found  and  just 
opting  out  of  e-mail  altogether. 

Some  states  have  started  to  implement 


laws  on  commercial  spam  that  the 
sender  knows  is  destined  for  someone 
within  the  state.  Noncommercial  dis¬ 
patches  —  for  example,  spam  expressing 
a  political  view  —  may  be  impossible  to 
regulate  under  the  U.S.  Constitution. 
California  and  Oregon,  at  least,  have 
such  laws  which,  so  far,  have  been 
upheld  in  court.  But  I’m  not  holding  my 
breath  for  Congress  to  act,  so  here  are 
some  fantasy  laws  to  fill  the  gap. 

•  I’d  ensure  that  there  was  an  opt-out 
list  that  people  could  put  their  names  on 
—  the  spam  industry  could  set  it  up,  or 
the  government  could  do  so  if  industry 
did  not  do  so  quickly. 

•  Any  commercial  spam  sent  to  an 
address  that  had  been  on  the  list  for 
more  than  five  days  would  be  a  criminal 
violation  subject  to  a  fine  of  not  less 
than  $100  per  recipient. 

•  Spam  that  did  not  include  an  easy 
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way  to  refuse  additional  messages  from 
the  company  sending  the  e-mail  (and 
from  the  company  the  e-mail  is  being 
sent  for)  would  result  in  a  fine  of  not  less 
than  $100,000  per  mailing. 

•  Spammers  that  use  an  opt-out  request 
to  validate  an  e-mail  address  for  future 
use  would  be  subject  to  a  fine  of  not  less 
than  $100,000  per  incident,  as  would 
those  sending  spam  from  a  forged  source 
address  or  knowingly  sending  spam  to 
an  e-mail  list  instead  of  an  individual. 

Well, you  get  the  picture.  Make  it  hurt  to 
be  slime.  But  now  back  to  reality  and  a 
full  mailbox. 

Disclaimer:  Reality  is  a  frequent  visitor 
to  Harvard,  but  the  above  is  my  own 
opinion. 

Bradner  is  a  consultant  with  Harvard  Uni¬ 
versity’s  University  Information  Systems.  He 
can  be  reached  at  sob@sobco.com. 


|M 

SilverBack 

,■  continued  from  page  21 

whole  IT  budget,  the  cost  is  signifi¬ 
cantly  reduced. 

Why  did  SilverBack  change  its  busi¬ 
ness  model  from  service  provider  to 
software  vendor? 

SilverBack  had  a  tremendous  archi¬ 
tecture,  but  the  business  model  was 
more  of  a  full-blown  MSP  In  addi¬ 
tion  to  providing  the  software, 
SilverBack  had  visions  of  also  pro¬ 
viding  a  lot  more  of  the  outsourced 
management  of  a  customer’s  IT 
infrastructure.  After  going  on  a  cou¬ 
ple  hundred  sales  calls  and  meet¬ 
ing  with  the  customers,  we  realized 
our  real  value  was  our  software 
and  our  architecture.  But  it  wasn’t 
our  ability  to  also  provide  out¬ 
sourced  IT  management. 

There  are  a  lot  of  other  compa¬ 
nies  out  there  doing  that,  a  lot  of 
good  companies,  but  we  made  the 
decision  to  focus  on  our  technol¬ 
ogy.  We  have  two  markets  we  focus 
on:  the  first  is  end  users,  and  the 
second  is  service  providers  that 
can  potentially  use  our  product  as 
a  delivery  vehicle  for  their  out¬ 
sourced  service.  Instead  of  Silver- 
Back  being  one  MSP  with  all  the 
others  out  there,  all  of  sudden  all 
those  MSPs  are  potential  partners 
for  us. 

What  problems  do  you  see  with  the 
MSP  business  model? 

All  MSPs  are  faced  with  the  same 
trade-offs  and  decisions  that  large 
enterprises  face.  Do  they  buy  HP 
OpenView  or  Micromuse  NetCool 
for  their  fault  [management]?  And 


do  they  buy  InfoVista  or  Concord 
for  their  performance  [manage¬ 
ment]?  And  do  they  buy  RSA  or 
Network  Associates  for  their  secu¬ 
rity  [management]?  Or  do  they  go 
spend  millions  of  dollars  with  a 
Tivoli  or  CA  to  get  it  all? 

Another  problem  with  that 
model  is  the  software  needs  to 
reside  in  the  data  center  so  it’s 
central  and  remote.  And  the  cus¬ 
tomers  need  to  move  their  data 
off-site,  which  they  don’t  like  to 
do. Then  there’s  the  single  point 
of  failure  in  that  they  typically 
need  to  have  a  T-l  connection  to 
each  customer  site  in  order  to 
poll  and  collect  the  data.  And  the 
end-user  customer  of  that  service 
provider  ultimately  gives  up  its 
control  of  the  IT  infrastructure. 
Lastly,  the  cost  of  buying  all  of 
those  tools  and  trying  to  integrate 
them  together  and  building  lots 
of  data  centers  forces  service 
providers  to  have  a  high  cost  of 
goods,  which  ultimately  means 
the  fee  they  charge  the  customer 
is  exorbitantly  high. 

How  does  changing  to  a  software  com¬ 
pany  ensure  SilverBack's  longevity? 

In  this  economy,  for  the  short  term, 
the  rules  have  changed.  And  if  you 
look  from  an  end  user’s  perspec¬ 
tive,  the  odds  are  very  very  good 
you  are  looking  at  how  to  reduce 
your  IT  budget.  And  you  are  look¬ 
ing  at  your  IT  budget,  in  terms  of 
cost  of  products  you  have  to  buy 
and  line  item  for  hardware,  for  con¬ 
sulting,  for  training  and  for  head 
count. 

Most  CIOs  are  faced  with  how 
to  cut  25%  out  of  those  budgets, 
and  it’s  a  painful  thing  to  do.  We 
provide  software  that  will  allow 


that  CIO  to  get  up  and  running 
quickly  in  terms  of  IT  monitoring 
and  then  will  be  extremely  easy 
to  use  for  a  less  sophisticated  IT 
staff.  For  that  CIO  to  not  have  to 
worry  about  the  administration  of 
the  software  —  which  purely  re¬ 
lates  to  head  count  —  while  also 
providing  good  IT  service  at  a  sig¬ 
nificantly  reduced  cost  —  is  a 
strong  value  proposition  in  to¬ 
day’s  economy. 

Have  you  changed  your  approach  to 
customers  in  the  tight  economy? 

We  made  it  clear  we  are  a  soft¬ 
ware  company  with  a  unique 
way  of  delivering  maintenance 
and  support.  Initially,  we  were 
really  focused  on  the  small  to 
midsize  company  that  had  a 
handful  of  point  tools. Those  cus¬ 
tomers  have  made  the  decision 
that  it’s  now  time  to  more  proac¬ 
tively  monitor  their  entire  infra¬ 
structure  and  look  at  their  net¬ 
work  and  systems  and  applica¬ 
tions  as  one. 

But  since  the  economy  has 
waned  over  the  last  few  quarters, 
we’re  finding  there  are  a  lot  of 
larger  companies  interested  in 
SilverBack. These  are  enterprises 
that  are  in  the  middle  of  trying  to 
deploy  CA  or  Tivoli,  or  to  a  lesser 
extent  HP  OpenView,  and  may 
have  already  spent  $500,000  to  $1 
million. They’ve  been  trying  for 
six  to  12  months  to  get  it  up  and 
running  and  deployed, and  they 
can’t  continue  to  wait.  What  we’re 
able  to  do  in  that  environment  is 
bring  in  a  product  that  provides 
probably  30%  of  the  other  prod¬ 
ucts  —  but  it’s  the  30%  of  the 
functionality  that  the  customers 
are  looking  for.  ■ 


Instant  Messaging 

continued  from  page  21 

messaging  services  in  the  workplace  prevent  the  capture  of 
important  information  into  knowledge  management  sys¬ 
tems.  By  migrating  to  business-grade  instant  messaging  sys¬ 
tems,  companies  can  solve  these  problems  and  take  advan¬ 
tage  of  the  integration  of  instant  messaging  and  presence 
information  into  other  applications,  such  as  CRM  and  ERP. 

Interest  in  a  secure  instant  messaging  system  from  one  of 
its  corporate  customers  is  what  prompted  biometric  ID 
card  manufacturer  SyntheSys  Secure  Technologies  to  cre¬ 
ate  JabCast  and  launch  a  new  company  to  market  it.  The 
customer  asked  SyntheSys  to  migrate  the  Jabber  open 
source  instant  messaging  technology  from  Linux  to  Win¬ 
dows  and  to  beef  up  its  security 

“Our  customer  had  a  problem  where  somebody  from 
their  IT  department  was  snooping  on  instant  messages 
between  the  personnel  department  and  CEO  of  the  com¬ 
pany  about  layoffs,”  says  William  Tabor,  a  principal  technol¬ 
ogist  at  JabCast.  “They  came  to  us  and  asked  if  we  could 
make  the  technology  secure.” 

The  end  result  —  JabCast  SRC  —  runs  on  Linux,  Unix, 
Windows  NT/2000  and  Compaq  OpenVMS.  JabCast  is  a 
client/server  software  system  that  encrypts  messages  at  the 
client.  The  server  software  maintains  a  database  of  mes¬ 
sages  for  administrative  purposes,  but  the  messages  are  en¬ 
crypted  there  to  prevent  unauthorized  access.  With  Jab¬ 
Cast,  users  can  send  unencrypted  instant  messages  to  users 
of  AOL,  MSN, Yahoo  and  ICQ  instant  messaging  systems. 

Pricing  for  JabCast  starts  at  $5,000  for  a  server  and  100- 
user  license. 

Rival  Bantu  is  further  along  with  its  corporate  sales,  hav¬ 
ing  shipped  secure  instant  messaging  systems  to  the  U.S. 
Army  Science  Applications  International  Corp.,and  Johns 
Hopkins  University,  among  others. 

Bantu  uses  a  lightweight  Java  applet  to  perform  encryp¬ 
tion  using  its  own  patent-pending  technology,  but  it  also 
supports  Secure  Sockets  Layer. 

“All  the  functionality  and  all  the  security  is  on  that  applet,” 
explains  Larry  Schlang,  Bantu’s  president  and  CEO.  “That 
means  there  is  no  client  software  to  install,  maintain  or 
upgrade.  And  it  works  across  different  devices,  including 
Windows,  Mac,  Linux,  Unix  and  wireless.” 

With  Bantu,  users  can  send  unencrypted  instant  mes¬ 
sages  to  users  of  MSN, Yahoo  and  ICQ  instant  messaging 
systems. 

Available  as  enterprise  software  or  a  hosted  service, 
Bantu  costs  less  than  $5  per  user  per  month.  ■ 
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■  THE  INTERNET  ■  EXTRANETS  ■  INTEREXCHANGES  AND  LOCAL  CARRIERS 

■  WIRELESS  ■  REGULATORY  AFFAIRS 


Sprint  PCS  launches  wireless  e-mail  service 


Wireless  access  to  corporate  e-mail 

Sprint  PCS’  new  service  lets  users  access  their  corporate  e-mail  servers 
from  Wireless  Application  Protocol  (WAP)-enabled  devices,  eliminating 
the  need  to  make  changes  to  the  corporate  application  server. 


Subscriber  clicks  an  e-mail 
icon  on  his  wireless  device, 
connecting  him  to  Sprint 
PCS’  data  center. 


0 


Sprint  PCS  data  center 


Sprint  PCS 
Mobile  Gateway 


System 
Seven  server 


WAP-enabled 

device 


Satellite 
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Leaving  the  PC  on  and  connected  to  the 
Internet  and  corporate  network,  the  user 
is  then  able  to  read,  respond  to  and  delete 
e-mails  using  his  wireless  device. 


The  user's  traffic 
is  funneled  through 
the  carrier's  System 
Seven  wireless 
application  server 
and  directed  to  the 
user's  PC  at  the 
corporate  office. 
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■  BY  DENISE  PAPPALARDO 

LAS  VEGAS  —  Sprint  PCS  announced  a 
new  service  last  week  that  lets  users  access 
corporate  email  without  making  changes 
to  their  internal  application  servers. 

The  wireless  service  provider  —  which 
has  some  experts  raising  security  concerns 
—  launched  its  Sprint  PCS  Business 
Connection  Personal  Edition  at  the  2002  In¬ 
ternational  Consumer  Electronics  Show  in 
Las  Vegas.  The  service  lets  users  directly 
access  the  same  e-mail  application  via 
wireless  device  that  they  access  via  desk¬ 
top  PC. 

Sprint  PCS  is  teaming  with  software  ven¬ 
dor  Seven  to  offer  the  service.  It  does  not 
require  internal  IT  manager  intervention, 
but  lets  users  read,  reply  and  delete  e-mail 
and  access  contact  lists  and  personal  cal¬ 
endars  via  mobile  phone  or  PDA. 

This  is  the  second  corporate  e-mail  ser¬ 
vice  offered  by  Sprint  PCS.The  wireless  ser- 


■  AT&T  announced  earlier  this 
month  it  is  laying  off  5,000  employees 
this  year,  in  addition  to  the  5,100  that 
were  let  go  in  2001.  The  telecom  giant 
says  more  than  half  of  these  employ¬ 
ees  are  in  management.  The  com¬ 
pany  is  incurring  a  $1  billion  charge 
against  its  fourth-quarter  2001  finan¬ 
cial  results. 

■  Web-hosting  company  Cervalis 
of  Stamford,  Conn.,  is  stepping  up  its 
disaster- recovery  and  business-con¬ 
tinuity  offerings  with  a  fully  man¬ 
aged,  hot-standby  site  service.  The 
service,  available  now,  provides  cus¬ 
tomers  with  a  mirrored  configuration 
of  their  origin  Web  sites,  including 
applications  and  data.  Cervalis  builds 
the  mirrored  site  in  one  of  its  data 
centers  and  then  monitors  and  man¬ 
ages  that  replica  24-7.  The  service  in¬ 
cludes  test  systems  and  transition 
services.  The  service  is  available  to 
Cervalis  customers,  companies  host¬ 
ing  Web  sites  internally  or  third-party 
vendors.  Pricing  is  based  on  user 
configurations. 


vice  provider  has  also  been  working  with 
Wireless  Knowledge,  which  hosts  Micro¬ 
soft  Exchange  and  Lotus  Domino  servers 
within  its  data  centers  and  lets  Sprint  PCS 
customers  access  these  application 
servers  from  wireless  devices  or  from  their 
desktop  via  the  Internet.  This  is  a  cor¬ 
poratewide  deployment  and  typically  in¬ 
volves  the  IT  and  the  telecom  departments 
from  one  company,  says  Jason  Guesman, 
Sprint  PCS’  director  of  business  marketing. 

“[Business  Connection  Personal  Edition] 
lets  users  simply  and  cost-effectively  ac¬ 
cess  their  corporate  email  without  going 
through  complex  network  changes  or  in¬ 
volving  their  IT  department,”  he  says. 

Sprint  PCS  has  deployed  System  Seven 
application  servers  within  their  wireless 
data  centers.  These  servers  are  connected 
directly  to  Sprint  PCS’  wireless  network 
and  the  Internet. When  a  Business  Connec¬ 
tion  Personal  Edition  customer  attempts  to 
access  his  e-mail  account,  he  is  connected 
to  the  Seven  servers,  which  establish  a 
secure  connection  to  the  user’s  PC  over 
the  Internet  using  Secure  Sockets  Layer 
and  a  propriety  encryption  technology, 
says  Bill  Nguyen,  president  of  Seven. 

The  connection  typically  will  pass 
through  a  customer’s  corporate  firewall, 


■  BY  MICHAEL  MARTIN 

DALLAS  —  Allegiance  Telecom’s  recent 
acquisition  of  Intermedia’s  Internet  assets 
from  WorldCom  gives  the  growing  compet¬ 
itive  local  exchange  carrier  its  own  IP 
backbone,  which  should  reduce  its  costs. 

Having  its  own  backbone  could  also 
help  Allegiance  offer  new  IP  services,  says 
spokesman  Jerry  Ostergaard. 

“We’re  still  in  the  process  of  reviewing 
what  this  will  mean  for  us,”  he  says. 

More  importantly,  notes  Kate  Gerwig,  a 
Current  Analysis  analyst,  the  purchase  in¬ 
cludes  Intermedia’s  peering  arrangement 
with  other  carriers. 

“This  could  really  help  launch  Allegiance 
into  the  Tier-1  ISP  status,”  she  says. 

Allegiance’s  purchase  includes  “essent¬ 
ially  all”  of  Intermedia’s  assets,  but  not  Inter¬ 
media’s  debt,  according  to  a  company 
statement.  Additional  terms  of  the  deal 
were  not  disclosed. 

WorldCom  was  forced  to  sell  Interme¬ 
dia’s  assets  as  part  of  an  agreement  made 


which  is  why  the  system  establishes  a  se¬ 
cure  link  over  the  Internet. 

The  user’s  PC  acts  as  a  proxy  server, 
Nguyen  says.  Users  are  required  to  down- 


with  the  U.S.  Department  of  Justice  when 
WorldCom  and  Intermedia  merged  last 
year.  The  only  assets  WorldCom  could 
keep  were  Intermedia’s  controlling  in¬ 
terest  in  hosting  provider  Digex  and  Inter¬ 
media’s  frame  relay  network. 

The  agreement  with  the  justice  depart¬ 
ment  gave  WorldCom  six  months  to  get  rid 
of  Intermedia’s  IP  assets,  and  that  deadline 
was  quickly  approaching.  There  had  been 
speculation  that  CLEC  McLeodUSA  was  in¬ 
terested  in  the  assets  last  year,  but  that  talk 
died  off  as  McLeodUSA  struggled  under  a 
heavy  debt  load. 

Gerwig  says  there  likely  weren’t  many 
CLECs  that  could  afford  to  bid  for  the  Inter¬ 
media  assets.“My  guess  is  Allegiance  got 
them  for  a  song,”  she  says. 

Allegiance  offers  local  and  long-dis¬ 
tance  phone  services,  data  connections 
and  Web-hosting  services  in  36  markets 
across  the  U.S.  Intermedia’s  backbone 
reaches  40  markets,  so  it  should  touch 
the  majority  of  Allegiance’s  service  area, 
Ostergaard  says.  ■ 


load  client  software  onto  their  PC,  which 
must  remain  connected  to  the  Internet  and 
their  corporate  LAN.  This  may  not  be  the 
most  convenient  setup  for  users  who  travel 
with  laptops.  In  such  cases,  Seven  recom¬ 
mends  downloading  the  client  onto  a  co¬ 
worker’s  PC  that  typically  remains  con¬ 
nected  to  the  Internet  and  the  LAN. 

Once  the  connection  between  the  Seven 
servers  and  the  customer’s  PC  is  estab¬ 
lished,  the  user  can  access  the  corporate 
e-mail  server  on  a  Wireless  Application 
Protocol-enabled  device. 

No  additional  software  is  required  on  the 
application  servers. While  the  service  offers 
users  an  easy  way  to  access  e-mail  without 
fussing  with  synchronization  when  they  re¬ 
turn  to  the  office,  the  method  may  raise 
eyebrows  from  a  security  standpoint,  says 
Stephen  Drake,  a  program  manager  at  IDC. 

“Security  is  one  of  the  biggest  issues 
across  all  mobility  applications,"  he  says.  In 
this  case,  users  are  accessing  their  corpo¬ 
rate  network  via  a  secure  connection  over 
the  Internet  that  their  IT  department  may 
not  have  approved. This  could  cause  prob¬ 
lems  internally,  Drake  says.  But  he  also 
notes  that  more  IT  departments  are  taking 
measures  to  approve  certain  wireless  de¬ 
vices  and  services  as  employees  become 
more  reliant  on  such  services. 

The  service  is  expected  to  be  available 
by  the  end  of  March.  Pricing  is  not  yet 
available.  ■ 


Allegiance  gets  a  backbone 


Service  Providers 


Q  NetwcrkWorid 


1/14/02 


www.nwfusion.com 


EYE  ON  THE 
CARRIERS 


Year  may  bring  fewer  but  better  choices 


providers,  they  will  look  at  adding  fea¬ 
tures  and  services  to  markets  served  by 
cable  modem  service.  Competive  local 
exchange  carriers  and  DSL  providers  will 
follow  suit,  but  they  also  will  carefully 
evaluate  the  short-  and  long-term  prof¬ 
itability  of  individual  markets. 

ILECs  will  consider  merging  with  major 
interexchange  carriers.  But  the  regulatory 
climate  won’t  be  receptive  to  a  merger  of 
this  magnitude  until  2003. 

On  the  services  side,  the  one  bright  spot 
is  2.5G  mobile  wireless  services. Service  de¬ 
ployment  will  reach  critical  mass  on  a  mul¬ 
tiprotocol,  multiprovider  basis  later  this 
year.  As  already  seen  with  the  adoption  of 
BlackBerry  and  instant  messaging  services, 
business  users  who  can  achieve  certain, 
short-term  productivity  benefits  will  consti¬ 
tute  the  bulk  of  U.S.  early  adopters. 

However,  revenue  from  2.5G  services  in 
the  U.S.  will  be  no  more  than  5%  of  total 
U.S.  mobile  services  revenue. 

Most  telecom  vendors  will  be  chasing 
fewer  dollars,  and  most  will  be  forced  to 
cut  budgets  even  more  than  they  did  last 
year,  which  may  further  affect  research  and 
development,  and  innovations  scheduled 
for  market  release  in  2003.  You  should  look 
for  Telecom  vendor  bankruptcies  and  mer¬ 
gers  to  continue  at  their  current  pace  at 
least  through  June. 

In  the  aftermath  of  Sept.  1 1 ,  user  interest 
in  remote  access  and  telecommuting  will 
remain  strong.  Adoption  will  increase  15% 
to  20%  year  over  year. 

But  at  a  macro  level, new  installations  will 
lag  demand  by  at  least  50%  because  of  con¬ 
tinued  supplier  and  support  problems. 

Use  of  videoconferencing  and  telecon¬ 
ferencing  will  increase  by  20%  or  more. 

Purchases  of  security  technology  and  im¬ 
plementation  of  enhanced  security  proces¬ 
ses  will  increase,  and  depending  on  the 
nature  of  the  organizations  business,  will 
comprise  up  to  17%  of  IT  expenses  this  year. 

For  customers, uncertainty  brought  about 
by  the  Federal  Communications  Commis¬ 
sion’s  “detariffing”  edict  requires  that  they 
take  a  close  look  at  outdated  language, 
terms  and  conditions  in  contracts.  Because 
many  organizations  will  continue  to  expe¬ 
rience  budget  pressures,  this  regulatory 
change  will  provide  additional  impetus  for 
customers  to  renegotiate  contracts  and 
prices  this  year. 

Providers  should  take  the  opportunity  to 
create  templates  for  typical  provisions,  with 
appendices  for  customer-agreed  prices  and 
abovestandard  servicelevel  agreements. 

My  outlook  for  the  year  may  appear  to 
be  grim,  but  there  is  also  good  news:supe 
rior  value  for  customers  in  the  form  of 
better  thought-out  and  delivered  (but 
fewer)  new  products  and  services.  Com¬ 
pared  with  the  deluge  of  ill-conceived 
products  and  services  we  experienced 
through  the  end  of  last  year,  it  may  be  a 
blessing  in  disguise. 
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Peer  Director 
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Peer  Director  optimizes  Internet  Routing  based  on  your 
traffic  loads  and  brandwidth  in  the  most  cost  effective 
manner.  Eliminating  the  need  for  manual  configuration, 
Peer  Director  automatically  tunes  and  configures  BGP 
parameters,  reducing  your  IT  overhead.  Optimize  your 
end-user  experience  and  IT  budget  with  Peer  Director. 
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Continuing  from  last  week’s  column, 
let’s  peer  into  the  crystal  ball  for  a 
glimpse  of  what  to  expect  from  the 
telecom  industry  this  year. 

Alternatives  to  incumbent  local  ex¬ 
change  carrier  (ILEC)  access  will  remain 


stagnant  for  most  of  the  year. 

The  slowdown  in  the  economy  will 
cause  cable  companies  and  DSL  provid¬ 
ers  to  focus  on  serving  the  needs  of  their 
existing  markets,  as  opposed  to  continu¬ 
ing  to  expand  geographically.  For  cable 
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Pierce  is  a  research  fellow  at  Giga 
Information  Group.  She  can  be  reached  at 
lpierce@gigaweb.  com. 
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Introducing  the  Ml  500— the 
first  scalable,  stackable  backup  solution  that 
QrOWS  with  your  customers. 


QuantumlATL  proudly  introduces  the  Ml 500,  a  modular  automated  tape  library  that 
represents  a  breakthrough  solution  for  enterprises  large  and  small. 

Dog-Gone  Good 

The  Ml 500  maximizes  your  data  storage  and  integration  investment,  in  part  because  its  compact 
design  offers  the  greatest  density  per  cubic  foot  available  in  the  enterprise  class.  With  easily 
installed  hot-swappable  tape  drives  and  fans,  the  Ml 500  offers  reliable  data  backup  and  highly 
available  data  protection. 

Ml 500  Grows  Up,  Not  Out 

Utilizing  Super  DLTtape™  technology  and  the  exclusive  StackLink’”  transfer  system, 


p2  the  M1500  can  stack  up  to  10  modules  high.  The  M1500  accommodates  up  to 


20  tape  drives,  which  can  be  added  individually  or  in  multiple-drive  increments,  and  boasts  a 
capacity  up  to  44  TB.  As  your  storage  needs  grow,  modules  can  be  added  without  extending  the 
minimal  amount  of  floor  space  the  Ml 500  occupies.  In  other  words,  it  grows  up,  not  out. 


To  enter  a  drawing  for  a  FREE  Portable  DVD/CD  Player  and  to  learn  more 
about  how  the  Ml 500  can  grow  with  your  business,  visit  us  at  our 
Ml 500  Web  site  or  call  us  toll-free  at  (866)  827-1500. 


Entertain  Yourself  With  An  Ml 500 
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Control  of  StackLink 
from  any  module 


Remove  & 
replace  units 
without 
interrupting 
operation 


Separate  linking  mechanism 
moves  cartridges  directly 
from  one  module  to  any  other 
in  less  than  3  seconds 
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Visit  www.M1500.com  for  details. 
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P.O.  Box  57100,  Irvine,  CA  92619-7100 


©2002  QuantumlATL  and  StackLink  are  trademarks  of  QuantumlATL  in  the  United  States  and  other  countries. 
Super  DLTtape  is  a  trademark  of  Quantum  Corporation.  All  other  trademarks  are  the  property  of  their  respective 
companies.  Specifications  are  subject  to  change  without  notice. 


GDNs  are  not  just  for  content  anymore 


■  BY  JENNIFER  MEARS 

Content-delivery  network  service  providers  hit  the 
scene  about  two  and  half  years  ago  with  much 
fanfare,  offering  a  revolutionary  way  to  move  con¬ 
tent  across  the  Internet.  But  since  then,  these  vendors 
—  including  market  leader  Akamai  —  have  traveled  a 
bumpy  road  as  they  watched  their  dot-com  customer 
base  erode. 

Don’t  be  fooled,  though.  Content-delivery  technology 
is  here  to  stay,  with  vendors,  analysts  and  users  predict¬ 
ing  it  will  play  an  important  role  as  organizations 
become  more  Web-enabled. 

“Ini  the  coming  year,  companies  will  have  to  grapple 
with  how  they’re  going  forward  with  Internet  applica¬ 
tions, ’’says  Peter  Christy, co-founder  of  NetsEdge  Research 
Group. “So  they’ll  also  start  grappling  with  how  do  you 
apply  the  same  kind  of  technology  that  made  CDNs  work 
to  help  make  complex  enterprise  applications  work.” 

CDNs  aren’t  just  for  content  anymore.  The  underlying 
problem  that  led  to  the  development  of  CDNs  —  bottle¬ 
necks  on  the  Internet  —  remain.  That  means  a  similar 
solution  will  be  needed  to  create  a  smooth  platform  for 
the  transmission  of  applications  over  the  Internet.  It’s 
just  that  the  basic  CDN  technology  will  become  smarter 
and  more  complex. 

Expect  CDNs  to  offer  more  support  for  XML  caching,  as 
well  as  Java  processing  at  the  edge.  CDNs  will  also  have 
to  support  Web  services  protocols  such  as  Simple  Object 
Access  Protocol  (SOAP)  and  Universal  Description, 
Discovery  and  Integration  (UDDI).  Other,  more  intelligent 
services  will  have  to  be  integrated  into  thousands  of  edge 
servers,  including  authentication,  access  rights  and  the 
sending  of  content  as  determined  by  a  user’s  location, 
called  geotargeting. 

Smarter  services  are  al¬ 
ready  emerging.  Digital  Is¬ 
land  and  Akamai  last  month 
each  unveiled  technology  to 
better  support  business 
transactions.Their  focus,  and 
that  of  other  CDNs  such  as 
Speedera  and  Mirror  Image, 
is  to  prove  that  they  can 
offer  reliability  and  scalabil¬ 
ity  for  important  enterprise 
applications,  beyond  the  sta¬ 
tic-image  delivery  with 
which  they  started. 

CDN  evolution 

CDN  technology  originally 
was  designed  to  improve  the 
performance  of  Web  sites  by 
pushing  graphics  and  em¬ 
bedded  images  out  to  a  net¬ 
work  of  edge  caching  servers,  thus  speeding  transmission 
times  by  delivering  that  content  from  the  server  geograph¬ 
ically  closest  to  the  end  user.  However,  as  enterprise  use  of 
the  Internet  increased,  demands  increased. 

Companies  realized  they  could  save  money  by  putting 
more  of  their  Web  sites  on  a  CDN,  getting  increased  reli¬ 
ability  and  scalability  without  expensive  hardware. 


Security  software  vendor  McAfee.com  uses  Akamai 
to  provide  quick  software  downloads  to  its  customers 
and  has  cut  costs  dramatically.  McAfee  CIO  Doug  Cavit 
wouldn’t  be  specific  about  the  savings,  but  says  he 
ditched  about  five  dozen  servers  at  collocation  facili¬ 
ties  and  runs  about  60%  of  his  traffic  off  the  Akamai 
network. 

While  McAfee  uses  Akamai’s  FreeFlow  service,  which 
pushes  static  content  to  the  edge,  other  companies 
wanted  to  move  out  dynamic  content,  such  as  fre¬ 
quently  changing  sports  scores  or  stock  quotes.  As  a  re¬ 
sult,  dynamic,  content-delivery  services,  such  as 
Akamai’s  EdgeSuite,  emerged. 

What  the  future  holds 

Looking  forward,  companies  will  want  more  than  sup¬ 
port  for  dynamic  content.  Cavit  expects  Akamai  to  han¬ 
dle  application  and  transaction  processing,  user  authen¬ 
tication  and  other  services, so  that  he  can  offer  McAfee’s 
services  from  the  edge. 

“In  a  lot  of  ways,  we  haven’t  explored  all  that  CDNs  can 
provide  and  do,”  Cavit  says.“0ne  of  the  things  I’m  inter¬ 
ested  in  that  I’m  working  with  CDNs  on  is  the  concept  of 
delivering  [Microsoft]  .Net  services  from  the  edge. So  in¬ 
stead  of  delivering  graphics,  pages  and  GIFs,  and  things 
like  that,  you  can  take  and  operate  a  Web  service  as  an 
edge-delivered  service. You  don’t  have  to  run  it  out  of  a 
single  data  center.” 

CDNs  appear  to  be  destined  to  act  as  the  enabling 
technology  for  Web  services,  small  pieces  of  application 
code  that  can  communicate  with  each  other  over  the 
Internet. C.J.Stumpf,  CTO  at  Digital  Island, says  CDNs  will 
morph  into  distributing  computing  networks  that  will  be 
essential  to  the  smooth  operation  of  Web  services  from 
vendors  such  as  Microsoft,  IBM,  Sun  and  BEA. 

“We’re  seeing  a  paradigm 
shift,”  Stumpf  says,  noting  that 
companies  no  longer  are  con¬ 
tent  with  static  Web  sites.  Con¬ 
tent  is  now  used  as  a  driver  to 
make  sales.  “So  you’re  moving 
from  driving  informational  bro¬ 
chureware  to  driving  viable  bus¬ 
iness  transactions.” 

As  CDNs  take  on  more  com¬ 
plex  responsibilities,  they  will 
have  to  give  companies  peace 
of  mind.  Expect  to  see  en¬ 
hanced  security  features,  bet¬ 
ter  storage  capabilities,  and 
monitoring  tools  that  let  busi¬ 
nesses  track  how  their  Web 
sites  are  performing  even  as 
most  processing  happens  out 
at  the  edge  of  the  Internet. 
These  service  providers  will 
also  make  it  easier  for  private  CDNs  on  enterprise  WANs 
to  hook  into  their  public  networks.  Akamai  plans  to  offer 
its  technology  as  a  managed  service  behind  corporate 
firewalls. The  company  may  even  license  its  technology 
for  use  in  private  enterprise  CDNs,  says  Kieran  Taylor, 
director  of  product  management  at  Akamai. 

“The  next  logical  step  is  to  bring  Akamai  servers  in- 


* *  In  the  coining  year,  companies 
will  have  to  grapple  with  how 
they're  going  forward  with 
Internet  applications.  So  they'll 
also  start  grappling  with  how  do 
you  apply  the  same  kind  of  tech¬ 
nology  that  made  GDNs  work  to 
help  make  complex  enterprise 
applications  work." 

Peter  Christy, 

Co-founder,  NetsEdge  Research  Group 


New  horizons 

Content-delivery  networks  will  continue  to 
evolve  in  a  number  of  ways,  including: 

Application  processing  at  the  edge: 

Moving  content  was  just  the  beginning;  the  real  need  is 
to  speed  up  application  transaction  times. 

Better  integration  with  enterprise  WANs: 

CDNs  will  become  an  extension  to  internal  network 
acceleration  systems. 

Ability  to  handle  and  store  data: 

As  applications  move  to  the  edge,  the  need  to  move 
large  file  systems  will  grow. 

Enabling  infrastructure: 

CDN  technology  will  become  the  platform  that  helps 
distributed  Web  services  work. 

A  new  name: 

The  CDN  moniker  will  likely  give  way  to  application  or 
Web  acceleration  network  as  the  technology  moves 
beyond  its  content-delivery  roots. 


side  the  firewall  and  enable  the  creation  of  an  enter¬ 
prise  CDN, ’’Taylor  says. “Be  it  a  company  with  a  number 
of  regional  offices  or  a  large  company  with  a  lot  of 
international  locations,  they’re  all  coming  to  Akamai 
and  are  very  interested  in  a  platform  that  enables  them 
to  have  secure  and  reliable  communications  across 
the  Internet.  And  that’s  our  bread  and  butter.” 

Douglas  Parrish,  CTO  at  Walt  Disney  Internet  Group, 
which  owns  ABCnews.com,  ESPN.com  and  ABC.com, 
says  public  CDNs  will  remain  vital  in  determining  how 
new  forms  of  content  are  delivered.  As  broadband  and 
high-speed  connections  into  the  home  become  more 
prevalent,  he  says  his  Web  sites  will  be  able  to  offer 
more  kinds  of  content. 

“And  our  desire  is  to  get  those  things  the  user  com¬ 
munity  needs  and  wants  in  front  of  them  as  fast  as  pos¬ 
sible,”  Parrish  says. 

CDNs  will  continue  to  deliver  basic  content,  but  will 
evolve  into  more  complex  delivery  platforms.  Already, 
they  are  the  platform  that  is  making  streaming  media 
work. Telecom  companies  have  recognized  the  impor¬ 
tance  of  CDN  technology  and  are  getting  in  on  the 
action  with  companies  such  as  AT&T  and  Qwest  al¬ 
ready  offering  content-delivery  services. 

While  CDN  technology  is  evolving,  the  CDN  name  may 
not  be  around  much  longer. 

“It  may  very  likely  disappear  and  be  replaced  by 
terms  that  better  capture  the  idea  of  distributed  edge 
services,” says  Gordon  Smith,  a  vice  president  at  Speed- 
era.  “There’s  still  a 
tendency  to  look  at 
CDNs  in  the  simplis¬ 
tic  sense  —  that 
CDNs  are  used  to  do 
caching. 

“We  already  know 
they  do  vastly  more.”  ■ 


'■£p& ijgvWft- 


■  See  Tech  Update  on 
CDN  global  load  balanc¬ 
ing  and  switching, 
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Integral  increases  voice,  data  support 

New  module  for  integrated  access  device  sports  three T-ls. 


■  BY  JIM  DUFFY 

CHELMSFORD,  MASS.  —  Integral  Access 
last  week  unveiled  a  three-port  T-l  module 
for  its  integrated  access  device  that  the 
company  says  will  triple  the  amount  of 
data  and  double  the  amount  of  voice  traf¬ 
fic  the  platform  can  handle. 

The  new  module  for  Integral’s  PurePacket- 
OUTburst-SB  1AD  is  targeted  at  carriers 
bundling  integrated  voice  and  data  ser¬ 
vices  over  IP  Multi-protocol  Label  Switch¬ 
ing  (MPLS)  networks  for  small  and  mid¬ 
size  enterprise  customers.  The  three  T-l 
access  links  can  be  bonded  together  to 
form  a  virtual  4.5M  bit/sec  trunk  with 
failover  and  load-balancing  capabilities 
among  the  physical  ports,  Integral  says. 

Previously  the  PurePacket  IAD  supported 


Takes 


■  Alidian  Networks  last  week  said 
it  will  provide  its  OSN  4200  add/ 
drop  multiplexer  to  Merit  Net¬ 
works  lo  upgrade  a  backbone  trans¬ 
port  network  that  serves  more  than 
500,000  users  per  day.  According  to 
Alidian,  the  boxes  will  be  configured 
as  single-wavelength  systems,  each 
providing  2.5G  bit/sec.  Merit  says 
that  Internet  traffic  in  its  area  has 
been  doubling  every  13  to  14  months 
during  the  past  10  years,  which  ne¬ 
cessitates  the  upgrade.  Merit’s  back¬ 
bone  is  currently  composed  of  OC-3 
and  OC-12  leased  lines. 
www.merit.edu; www.alidian.com 

■  Network  services  company 
EngineX  last  week  announced  that 
it  now  provides  design  and  imple¬ 
mentation  services  for  Redback 
Networks  gear.  Specific  services 
that  EngineX  will  offer  to  Redback 
customers  include  the  design  and 
implementation  of  multivendor  oper¬ 
ations  support  system  architectures, 
systems  integration,  network  archi¬ 
tecture  design,  staging,  installation 
and  post-deployment  support. 
www.exn.com; www.redback.com 


a  single  T-l  for  access  from  the  enterprise 
into  the  carrier  IP/MPLS  network  with  24 
voice  channels, or  1.5M  bit/sec  fordata.The 
new  module  doubles  the  number  of  voice 
channels  to  48  while  simultaneously  sup¬ 
porting  4.5M  bit/sec  of  data,  Integral  offi¬ 
cials  say 

“It  allows  service  providers  to  increase 
the  throughput  and  the  potential  number 
of  users  they  can  support,”  says  Claudia 
Bacco,  an  analyst  with  Telechoice. 

The  voice  channel  count  on  the  new 
three-port  module  is  limited  by  the  two  cus¬ 
tomer-facing  plain  old  telephone  service 
(POTS)  interfaces,  which  only  support  up 
to  12  Foreign  Exchange  Station  or  Foreign 
Exchange  Office  lines  apiece. 

The  PurePacketOUTburst-SB  natively  sup¬ 
ports  IP  services,  such  as  voice  over  IRvideo 
over  IP  voice  over  DSL,  IP  VPNs,  and  LAN 
interconnect,  as  well  as  POTS,  PBX  inter¬ 
connect,  frame  relay  and  private  line, 
Integral  says.  It  can  be  equipped  with  up  to 
three  interface  modules,  in  addition  to  a 
built-in  10/100Base-T  Ethernet  port. 

Two  configurable  customer  premises  in¬ 
terfaces  can  be  equipped  with  modules  for 
DS-1  or  E-l  for  connecting  to  a  PBX,  and 


V35/X.21  for  serial  data  connections,  in 
addition  to  the  POTS  lines. The  carrier  net¬ 
work  interface  can  be  configured  with  a 
DSL, T-l, E-l  or  the  new3xT-l  module  to  con¬ 
nect  to  Integral’s  PurePacket  Node  in  the 
point  of  presence,  which  aggregates  T-ls 
coming  into  the  network  from  multiple 
PurePacket  IADs. 

The  PurePacketOUTburst-SB  operates 
with  softswitches  via  the  Media  Gateway 
Control  Protocol,  supports  Class  5  voice 
networks  using  the  GR-303  protocol,  and 
interfaces  to  ATM  and  IP/MPLS  networks. 
Services  bound  for  or  aggregated  from 
small  and  midsize  businesses  can  be 
routed  to  the  PSTN,  a  softswitch-enabled 
Signaling  System  7  packet  telephony  net¬ 
work,  or  kept  on  the  IP/MPLS  backbone, 
according  to  MPLS  label  constraints  that 
indicate  path  or  destination. 

The  PurePacketOUTburst-SB  includes  a 
built-in  firewall,  Dynamic  Host  Configur¬ 
ation  Protocol  server  and  network  ad¬ 
dress  translation  capabilities.lt  is  1U  (1.75 
inches)  high  and  19  inches  wide,  and 
wall-  or  rack-mountable. 

The  3xT-l  module  is  available  now.  The 
upgrade  module  for  existing  PurePacket- 


More  is  better 

Features  of  Integral’s  3xT-1  module 
for  the  PurePacketOUTburst-SB 
integrated  access  device  are: 

•  ThreeT-1  links  can  be  bonded  into 
a  virtual  4.5M  bit/sec  trunk. 

•  Triples  data  capacity,  from  1.5M 
bit/sec  to  4.5M  bit/sec. 


•  Doubles  voice  channel  count  to  48 
lines. 


OUTburst-SB  units  is  about  $1,400.  Base 
pricing  for  the  PurePhcketOUTburst-SB  is 
about  $1,900. 

integral:  www.integralaccess.com 


New  group  forms  to  promote  3G  nets 

Newco's  goal  is  to  help  make  sense  of  wireless  marketplace,  technologies.  . 


■  BY  TERRI  GIMPELSON 

WASHINGTON,  D.C.  —  An  alliance  has  formed  to  help  the  indus¬ 
try  sort  through  3G  wireless  technology 

The  group,  known  as  the  Americas  Body  or  Newco  (new  com¬ 
pany),  was  created  by  a  group  of  North  and  South  American  wire 
less  service  providers  and  equipment  vendors,  including  AT&T 
Wireless, Cingular  Wireless, Compaq,  Ericsson,  Lucent,  Motorola  and 
Nokia.  Its  efforts  will  focus  on  what  it  calls  the  most 
popular  3G  technologies  —  those  that  make  up  the 
GSM  Communications  portfolio. 

GSM  technologies  include  General  Packet  Ra¬ 
dio  Service,  Enhanced  Data  rates  for  Global  Evol¬ 
ution,  and  Wideband  Code  Division  Multiple 
Access  (WCDMA). 

Newco  officials  state  that  their  group  is  committed 
to  developing  a  common  evolutionary  path  to  3G. 

“This  will  culminate  in  WCDMA,”  says  William 
Plummer,  vice  president  of  industry  affairs  and  gov¬ 
ernment  relations  at  Nokia.“What  we’re  here  to  do 
is  promote  an  understanding  of  this  migration.” 

He  likens  Newco's  work  to  the  Universal  Wireless 
Communications  Consortium,  the  now  defunct 


organization  that  sought  to  promote  Time  Division  Multiple  Access 
technology 

Dave  Williams,  vice  president  of  strategic  planning  for  Cingular 
Wireless  and  ad  hoc  chairman  of  Newco,  says  the  alliance  will  be 
customer  driven. 

“We’re  really  looking  to  drive  the  vendors  in  the  direction  we 
want  them  to  go,”  he  says.“We  want  to  simplify  things.  People  want 
mobility  and  ease  of  use,  and  we  want  to  help  vendors  develop 
products  to  simplify  this  desire." 

Williams  says  that  while  Newco  is  not  a  standards 
body,  it  will  work  closely  with  existing  standards 
bodies  to  improve  the  simplicity  and  understand¬ 
ing  of  3G.  “We’re  really  about  building  links  to  the 
standards  bodies  rather  than  doing  the  work  our¬ 
selves,”  he  says. 

Newco  is  scheduled  to  have  the  first  of  its  quar¬ 
terly  meetings  at  the  Cellular  Telecommunica¬ 
tions  and  Internet  Association  show  on  March  18- 
20  in  Orlando. 

The  group  is  also  contemplating  a  new  name 
for  itself  that  more  accurately  reflects  its  mission. 
It  expects  to  complete  that  process  by  the  end  of 
this  month.  ■ 


More  online! 


Read  about  the  challenges  facing  the 
implementation  of  3G  and  the  measures 
adopted  by  vendors  and  carriers. 

DocFinder  7525 
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It's  time  to  establish  secure  links  to  any  user,  anywhere.  With  Cisco  VPN  solutions, 
you  can  add  network  flexibility  while  reducing  costs  —  enabling  you  to  safely 
utilize  the  Internet  for  your  critical  applications.  With  Cisco  AVVID  enterprise 
architecture,  you  can  do  all  this  without  any  disruption.  This  standardized 
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SOLUTIONS  FOR  YOUR  NETWORK  ▼ 


Your  Virtual  Private  Network  goes 
All  is  secure  on  the  network. 

Discover  all  that's  possible  on  the  Internet, 


live. 
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cisco.com/go/vpnsecurity 


enterprise  architecture  allows  you  to  seamlessly  integrate  voice,  video,  wireless  and  data  applications  on  a  single, 


Empowering  the 
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scalable  network.  This  includes  new  and  existing  technologies  alike.  Whether  you're  building  your  enterprise 
network  or  extending  it  with  Cisco  Powered  Network  services,  take  advantage  of  the  tools  below  to  get  it  done  right. 


1  VPN  Savings  Calculator 

Case  Studies 

Learn  About  Security 

Newsletter  Sign-up 

Join  Discussion 

Cisco  Powered  Network 

FINALLY,  THE  ONE  THING  APACHE 


HAS  BEEN  MISSING  ALL  ALONG. 


Covalent  Enterprise  Ready  Server,  powered  by  Apache  2.0 

First  we  helped  create 

the  world's  most  widely  Centralized  browser-based  management  of  hundreds  of  servers 

deployed  Web  server. 

Enterprise  grade  Web  server  security 

Now  we  make  it  work 

for  your  enterprise.  Built  on  Apache  for  proven  reliability 


Visit  www.covalent.net/apache20  and  find  out  how  to  save  30% 
on  your  Web  infrastructure  today.  Or  call  us  at  800/444-1935. 
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SHAPING  YOUR  NETWORK 


GDN  switching  adds  flexibility 


GDN  switching 


Combining  load  balancing  and  CDN  switching  lets  a  customer  mix  and 
match  between  its  own  Web  site  and  one  or 
more  content-delivery  providers. 


Internet  traffic  to  origin  Web 
server  in  Chicago  exceeds  the 
predetermined  threshold.  Load 
balancer  and  CDN  switch 
redirect  excess  traffic  to  CDN 
providers. 


Traffic  origin¬ 
ating  from  the 
East  Coast  is 
redirected  to 
CDN  based  in 
New  York. 

-^pr 


Web 
server 
in  Los  , 
Angeles 


Traffic  from  the  West 
Coast  is  redirected 
to  CDN  based  in  Los 
Angeles. 


When  traffic  drops  down  below 
threshold,  links  to  CDNs  are 
shut  down  and  origin  server 
handles  Web  traffic. 


■  BY  BRYAN  SKENE 

Wide-area  load  balancers  with  content- 
delivery  network  switching  technology 
let  companies  use  public  CDN  services 
to  extend  global  availability  and  content 
distribution. 

Think  of  CDN  switching  as  a  bridge  that 
organizations  can  extend  to  CDNs  of  their 
choice,  on  a  pay-per-use  basis.  CDN 
switching  lets  organizations  take  advan¬ 
tage  of  shared  public  services,  and  lets 
them  leverage  those  shared  services  when 
they  wish. 

CDN  switching  and  wide-area  load  bal¬ 
ancers  create  a  more  efficient,  cost-effec¬ 
tive  use  of  global  networks,  ensures  scal¬ 
able  content  distribution,  and  provides 
end  users  with  a  better  Web  experience 
—  one  they  will  be  willing  to  seek  out  and 
pay  a  premium  for. 

These  two  technologies  also  let  organi¬ 
zations  control  the  decision  of  which 
CDN  or  third  party  to  peer  —  they  can 
choose  to  utilize  an  alliance  of  CDN 
providers,  a  single  provider,  or  multiple 
unaligned  providers,  depending  on  crite¬ 
ria  such  as  price,  geographic  reach  of  the 
CDN  and  performance. 

Organizations  can  also  choose  under 
which  conditions  or  thresholds  to  utilize  a 
CDN  or  third-party  network,  then  easily 
and  dynamically  change  the  conditions, 
because  they  control  the  settings.  For 
example,  within  the  wide-area  load  bal¬ 
ancer,  organizations  can  select  a  setting 
that  specifies  that  when  a  data  center 
reaches  a  capacity  of  10M  bit/sec,  the 
wide-area  load  balancer  overflows  all  sub¬ 


sequent  requests  to  a  third-party  network 
or  CDN  —  until  that  threshold  is  no  longer 
exceeded. 

A  content  provider  that  has  a  television 
advertisement  running  during  the  Super 
Bowl  broadcast  would  not  want  to  spend 
money  building  new  infrastructure  to 
handle  the  associated  one-time  increase 
in  traffic  to  its  site.  CDN  switching  would 
let  the  content  provider  create  an  over¬ 
flow  network  and  rent  additional  traffic 
capacity  from  the  CDN.  An  overflow  insur¬ 
ance  “premium”  would  be  paid  in 
megabits  per  second.  (That  is,  the  content 
provider  might  normally  pay  a  certain 
amount  of  money  per  megabit  per  to 
serve  content  from  its  own  infrastructure, 


but  pay  a  premium  when  it  expects  the 
origin  site  not  to  be  able  to  handle  traffic 
demands.) 

CDN  switching,  along  with  a  wide-area 
traffic  manager,  can  combine  client 
attributes  with  IP  addresses,  enabling  traf¬ 
fic  management  decisions  to  include  the 
client’s  continent,  country,  state  or  city. 
The  traffic  managers  can  direct  traffic 
from  specific  regions  to  the  content 
provider’s  network,  to  be  served  at  a 
lower  bandwidth  cost  —  or  to  various 
CDNs,  to  be  served  at  higher  premium 
rates  in  exchange  for  a  better  presence  in 
certain  regions.  For  example,  content 
providers  can  send  30%  of  their  traffic 
from  the  U.K.to  Digital  Island  and  50%  of 


their  traffic  from  the  western  U.  S.  to 
Akamai,  and  serve  the  rest  of  their  traffic 
from  less  expensive  infrastructure.  CDN 
switching  provides  this  detailed  control, 
letting  content  providers  spend  their  dol¬ 
lars  wisely,  build  where  it  is  cheaper  to 
build,  and  outsource  the  rest. 

Similarly,  a  content  provider  could  ex¬ 
tend  its  domestic  services  to  an  interna¬ 
tional  market, again  without  building  new 
infrastructure.  CDN  switching  allows  rules 
to  be  set  that  identify  traffic  originating 
from  an  international  market.  Content 
providers  could  easily  redirect  those  re¬ 
quests  to  a  content-delivery  service  that 
could  reliably  serve  those  geographic 
regions. 

CDN  switching  technology  can  also 
monitor  all  network  resources  for  perfor¬ 
mance  criteria.  When  that  criteria  is 
exceeded,  the  wide-area  traffic  manager 
can  kick  in  and  dynamically  redirect 
requests  to  a  CDN  service  until  the  criteria 
returns  to  a  nominal  state.  This  gives  con¬ 
tent  providers  traffic  overflow  capabilities 
and  lets  them  pay  only  for  actual  band¬ 
width  used. 

Finally  a  wide-area  load  balancer  with 
CDN  switching  gives  content  providers 
the  flexibility  to  negotiate  different  types 
of  agreements  with  different  service 
providers,  and  lets  them  send  a  propor¬ 
tionate  number  of  requests  to  each  ser¬ 
vice  provider  based  on  individually  estab¬ 
lished  pricing  models. 

Skene  is  a  product  development  man¬ 
ager  at  F5  Networks  in  Seattle.  He  can  be 
reached  at  b.skene@f5.com. 


Dr.  Internet 


by  Steve  Blass 


t 


We  are  a  therapy  center  with  four  offices  in  the 
city  and  want  to  connect  them  using  a  VPN 
through  Verizon  DSL  service.  Can  it  be  done?  Do 
we  need  special  VPN  software?  What  would  be 
the  speed  of  the  connection  if  each  office  had  at 
least  five  computers? 


According  to  www.verizon.net/dsl/biz/,  Verizon 
DSL  will  work  with  firewall/router  devices  and 
with  directly  connected  PCs,  so  you  should  be 
able  to  quickly  connect  your  office  networks  to 
the  Internet  using  standard  tools  and  practices 
The  easy  way  to  connect  your  offices  over  the 


Internet  is  to  choose  matching  DSL  firewall/ 
routers  that  support  network-to-network  VPN 
connections  and  let  them  do  the  work.  Other¬ 
wise,  constructing  your  VPN  with  server-based 
security  connections  will  probably  involve  in¬ 
stalling,  or  at  least  enabling,  VPN  software  on 
your  systems.  Windows  2000  provides  tools  sup¬ 
porting  the  Layer  2  Tunneling  Protocol,  Point-to- 
Point  Tunneling  Protocol  and  IP  Security  proto¬ 
cols.  Configuring  your  systems  to  support  your 
business  requirements  will  require  authentica¬ 
tion  and  authorization  services,  possibly  a 
Remote  Routing  and  Access  Services  server  at 


each  office,  and  security  policy  configuration  in 
your  servers  and  routers  to  tunnel  the  traffic 
across  the  Internet. 

The  perceived  speed  of  the  shared  DSL  con¬ 
nection  will  depend  oh  your  usage  patterns.  At 
best,  you  could  be  the  only  computer  using  the 
connection  at  the  time.  At  worst,  a  512K  bit/sec 
DSL  connection  shared  between  five  comput¬ 
ers  should  be  twice  as  fast  as  dial-up. 

Blass  is  a  network  architect  at  Changed) 
Work  in  Houston.  He  can  be  reached  at 
dr.internet(a>changeatwork.com. 
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It  must  be  something  to  do  with  the 
New  Year  starting  in  earnest.  The 
volume  of  spam  received  here  at  the 
ultra-top-secret,  underground,  nuclear- 
hardened,  fabulously  high-tech  but  still 
quite  cozy  Gearhead  Laboratories  in¬ 
creased  by  an  order  of  magnitude 
last  week. 

We’ve  had  a  half-dozen  Nigerian  “help 
us  move  this  money"  pitches  (otherwise 
known  as  the  “419  scam”  —  see  www. 
nwfusion.com,  DocFinder:  7532)  and  a 
flood  of  “business”  pitches  from  some 
idiot  going  by  the  name  of  “Dr.  Ragnar 
Atkinson”  (if  you  know  who  he  is, 
contact  us  —  we’d  like  to  send  our 
friend  “Vinnie”  around  to  have  a  “chat” 
with  him). 

Be  that  as  it  may  it  was  time  to  do  some¬ 
thing.  Thus  we  turned  to  SpamCop,  a  free 
service  (www.nwfusion.com,  DocFinder: 
7527)  run  by  Julian  Haight,  the  SpamCop 
sheriff,  assisted  by  a  score  of  deputies. 
SpamCop  provides  a  spam-reporting  ser- 


Technology  Update _ 

Copping  a  spam 

vice  as  well  as  e-mail  filtering. 

To  use  SpamCop  you  must  register. 
Once  you  are  a  bona  fide  user,  you  can 
submit  spam  directly  through  the 
SpamCop  Web  site  or  by  e-mail.  When 
SpamCop  receives  your  submission,  it 
parses  the  spam  message  header  looking 
for  the  source  of  the  message.  It  then  tries 
to  identify  the  system  responsible  and 
generates  a  complaint  e-mail  to  be  sent  to 
the  system  administrators  responsible  for 
the  spammer’s  Internet  access. 

The  SpamCop  FAQ  list  notes:  “Spam¬ 
Cop  uses  a  combination  of  Unix  utilities 
[dig,  nslookup,  finger]  to  cross-check  all 
the  information  in  an  e-mail  header  and 
find  the  e-mail  address  of  the  adminis¬ 
trator  on  the  network  where  the  e-mail 
originated.  It  then  formulates  a  polite 
request  for  discipline,  including  all  the 
information  the  admin  needs  to  track 
down  the  user  responsible.” 

As  an  aside,  we  noticed  a  very  interesting 
tool  that  SpamCop  uses  for  its  FAQ  called 
Faq-O-Matic  (www.nwfusion.com,  Doc¬ 
Finder:  7528).  Faq-O-Matic  is  a  Perl  script 
that  was  designed  and  built  for  Unix  sys¬ 
tems,  although  the  Faq-O-Matic  FAQ  notes 
that  it  has  been  successfully  run  under 
Windows. 

Faq-O-Matic  can  be  used  like  a  regular 
FAQ  except  that  it  is  far  easier  to  main¬ 
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tain.  But  the  software  really  shines  when 
user  contributions  to  the  FAQ  are 
allowed  (it  is  a  configuration  option). 
Then,  comments  and  additional  infor¬ 
mation  can  be  added  by  authorized 
users  —  potentially  a  powerful  tool  in  a 
corporate  environment.  But  I  digress, 
lets  get  back  to  our  story. 

When  the  SpamCop  complaint  is  ready 
to  be  sent,  SpamCop  sends  you  a  message 
with  a  link  to  a  dynamic  page  on  the  Spam¬ 
Cop  Web  site.  There  you  can  review  the 
complaint  and  select  the  addresses  that 
your  complaint  will  be  sent  to  (SpamCop 
indicates  which  addresses  are  likely  to  be 
effective). 

Complaints  are  sent  from  a  “blind”  Spam 
Cop.net  e-mail  address  so  that  your  e-mail 
address  is  hidden  (however,  if  you  reply  to 
a  response  from  a  system  administrator  it 
will  reveal  your  e-mail  address).  So  far, out 
of  about  40  SpamCop  reports  we  have 
filed, only  one  ISP  has  responded  and  that 
reply  was  automated. 

So,  while  it  is  unlikely  that  you  will  actu¬ 
ally  find  out  if  you’ve  caused  trouble  for 
a  spammer,  there  is  another  benefit: 
Every  time  that  you  create  a  report, 
SpamCop’s  list  of  bad  servers  that  handle 
spam  is  updated.  Haight  says  SpamCop 
usually  knows  of  a  new  source  of  spam 
within  10  to  15  minutes  of  it  sending  out 


messages. 

As  we  noted,  SpamCop  is  a  free  ser¬ 
vice,  but  the  company  also  supplies  a 
fee-based  service  that  filters  your  e-mail 
for  you.  It  can  retrieve  your  mail  from 
your  ISP  by  Post  Office  Protocol  or 
you  can  have  your  ISP  forward  it  to  a  pri¬ 
vate  mailbox  on  SpamCop.  By  running 
SpamCop’s  continuously  updated  filters 
against  your  mailstream.the  service  can 
get  rid  of  a  huge  amount  of  spam.  For  an 
average  user  (0.5M  bytes  of  mail  per 
week),  this  will  cost  around  $12  peryear, 
while  a  heavy  e-mail  user  (around  3M 
bytes  per  week)  will  be  charged  about 
$78.  Check  out  the  SpamCop  pricing 
(www.nwfusion.com,  DocFinder:  7529). 
You  can  read  your  mail  on  SpamCop 
through  a  Web  interface,  POP  or  Internet 
Message  Access  Protocol. 

Haight  says  the  new  corporate  services 
will  provide  a  “black  hole”  list  (a  list  of 
spam  sources),  a  turnkey  server  solution, 
or  you  can  have  SpamCop  handle  all  of 
your  mail.  Pricing  is  planned  to  be  as 
low  as  $1  per  user  per  year  for  the  black 
hole  list.  We’re  impressed. 

If  you 've  tried  SpamCop  or  you  have  any 
thoughts  on  this  approach  to  spam  man¬ 
agement,  let  us  know  at  gearhead@ 
gibbs.com. 
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Lord  of  the  Things 


When  Apple  announced  its  iPod  dig¬ 
ital  music  player,  many  PC  users 
were  left  in  the  unenviable  position 
of  drooling  over  a  device  that  they  couldn’t 
get  (unless  they  “crossed  over”  and  bought 
an  iMac,  which  is  what  Steve  Jobs  wants 
you  to  do  anyway). 

Now  some  PC  users  can  get  revenge. 
E. Digital  recently  launched  its  Treo  10 
digital  audio  player.  The  Treo  10  has  a 
lOG-byte  embedded  2.5-inch  hard  drive 
(twice  the  size  of  the  iPod’s  5G-byte 
drive).  E.Digital  sent  me  an  evaluation 
unit,  and  the  device  cured  my  iPod 
blues. 

The  first  thing  you  notice  on  the  Treo  10 
(not  to  be  confused  with  Handspring’s 
Treo  communicator,  which  is  a  PDA/ 
phone  device)  is  its  weight.  While  9.9 
ounces  is  not  very  heavy,  when  com¬ 
pared  with  other  handheld  devices  it 
will  seem  a  bit  heavy.  Of  course,  you 
need  a  little  weight  when  you’re  carrying 
around  10G  bytes  of  music. 

The  Treo  10  includes  a  small,  backlit  LCD 
display  that  shows  the  artist,  album  and 


A  cure  for  the  iPod  blues 


song  you’re  listening  to. You  can  adjust  the 
length  of  time  that  the  backlight  stays  on, 
from  “never”  up  to  5  seconds.  Reduce  the 
time  to  save  battery  life,  but  most  likely 
you’ll  want  the  5  seconds  when  you’re  pick¬ 
ing  the  songs  because  without  the  back¬ 
light  it  can  be  tough  to  read  the  screen 
when  it’s  dark. 

The  Treo  10  comes  with  two  soft¬ 
ware  applications,  MXP  Music  Ex¬ 
plorer  and  Music  Match  Jukebox.The 
MXP  Music  Explorer  is  software  that 
lets  you  move  the  songs  over  from 
your  PC  into  the  device;  and  Music 
Match  Jukebox  is  the  software  you 
use  to  create  MP3  files  from  your 
existing  CDs  (remember  kids,  no 
Napster-like  file  sharing!). The  device 
connects  via  a  Universal  Serial  Bus 
1.1  cable,  and  you  also  need  the 
device  connected  to  the  AC  adapter 
when  transferring  music.  This  makes 
the  process  a  bit  “wire  happy” 
because  you’ve  got  cords  going  from 
the  PC  to  the  device  and  the  device 
plugged  in. 

This  is  also  where  iFbd  still  shines 
because  it  transfers  songs  much 
quicker  via  a  FireWire  cable.  Because 
FireWire  on  the  PC  is  still  in  its  infancy, 

I  can  see  why  e.Digital  went  with  the 
more  ubiquitous  USB.  With  the  slower 
cables,  it  takes  about  2  minutes  to 
transfer  between  10  and  13  songs. 


And  it  will  take  a  long  time  to  fill  up  the 
lOG-byte  hard  drive.  1  put  less  than  1G  byte 
of  songs  on  the  device,  about  13  CDs 
worth  of  music.  So  on  average,  you  should 
be  able  to  get  more  than  130  CDs  on  this 
device  before  you  begin  to  run  out  of 


space.  And  I  can’t  begin  to  calculate  how 
long  it  would  take  you  to  listen  to  all  of 
those  songs. 

You  can  listen  for  about  six  hours 
before  the  lithium  ion  battery  needs 
recharging.  More  energy  is  spent  on 
choosing  songs  or  adjusting  settings 
than  just  playing  the  songs. 

Finally,  the  best  part  —  the  Treo  1 0  costs 
$250,  about  $150  less  than  the  retail  price 
of  the  iFbd.  If  you’ve  been  Jonesing  for  a 
device  like  the  iFbd,  head  to  www.edigi- 
tal-store.com. 

And  there’s  another  device  out  there 
that  looks  to  raise  the  bar:  D-Link 
launched  the  Roq-it  MP3  Jukebox,  which 
features  a  lOG-byte,  embedded,  2.5-inch 
hard  drive  and  a  blue  backlit  LCD 
screen.  The  device  uses  a  USB  connec¬ 
tion  to  show  up  as  a  new  drive  letter  on 
the  hard  drive,  for  easy  drag-and-drop 
copying  to  the  player.  In  this  way, you  can 
use  the  player  as  an  external  hard  drive 
if  you  want  to  transfer  nonmusic  data 
files.  Included  with  the  Roq-it  are  head¬ 
phones,  shoulder  strap,  carrying  case, 
USB  cable,  lithium  ion  battery  and  AC 
power  adapter/charger.  The  Roq-it  costs 
$209,  and  is  available  through  retail  and 
reseller  channels.  Go  to  www.dlink.com 
for  more  information. 

Send  any  Cool  Tools  info  to 
kshaw@nww.  com. 


Describing  a  network  box  with  the 
word  box  “is  an  attempt  to  describe  a 
beach  by  looking  at  .  .  .  each  and 
every  grain  of  sand.” 

Geoff  Huston,  chief  scientist  at  Australian 
carrier  Telstra,  said  that.  Huston  was 
upbraiding  me  for  my  part  in  an  effort  to 
measure  quality-of-service  (QoS)  mecha¬ 
nisms  in  routers.  For  his  purposes,  he  was 
right:  Single-box  measurements  aren’t 
helpful  in  describing  service  levels. 

Huston’s  statement  underscores  a  key 
testing  issue:  Services  and  devices  are  dif¬ 
ferent,  and  the  right  metrics  for  one  may 
not  be  right  for  the  other. 

Consider  latency,  the  delay  added  by  a 
device  or  system.  It’s  a  vital  metric  in  assess¬ 
ing  the  performance  of  virtually  any  de¬ 
vice.  In  Gigabit  Ethernet  gear,  latencies  in 
the  tens  of  microsecs  are  common. 

Let’s  look  at  service  measurements.To  go 
across  the  U.S.  and  back,  a  beam  of  light 
traveling  through  fiber  takes  at  least  40 
msec.  Even  on  shorter  trips,  latency  won’t 
begin  to  degrade  application  performance 
until  it  reaches  up  in  the  milliseconds. 

Conversely,  uptime  is  one  of  the  most  im¬ 
portant  service  metrics,  yet  in  a  test  lab, 
where  test  durations  tend  to  be  in  sec¬ 
onds,  it’s  not  all  that  important. 

So  what  are  meaningful  box  and  service 
benchmarks? 

Let’s  take  the  service  case  first.  Reliability 
and  uptime  metrics  are  always  critical. 
Questions  to  ask  providers  include:  What 
percentage  of  time  is  a  circuit  available? 
How  many  outages  occur,  and  how  long 
does  it  take  to  restore  service? 

Throughput  is  also  useful,  but  a  more 
meaningful  predictor  of  application  perfor¬ 
mance  is  “goodput”  —  the  amount  of  user 
data  received  in  a  given  interval,  minus  any 
bytes  that  had  to  be  retransmitted. 

Latency  may  not  be  terribly  meaningful 
by  itself,  but  a  few  related  metrics  can  be. 
Jitter  —  variation  in  packet  arrival  times  — 
is  critical  for  voice  and  video  applications, 
where  even  small  amounts  of  change  can 
lead  to  severely  degraded  performance. 

Latency  distribution  is  another  useful 
way  to  assess  services.  While  jitter  des¬ 
cribes  packet-by-packet  variations  in  delay 
a  latency  distribution  histogram  describes 
a  service  at  its  best  and  worst. 

In  assessing  box  performance,  the  classic 
metrics  include  throughput,  forwarding 
rate,  latency  and  jitter.  For  applications  that 
are  sensitive  to  reordering  of  packets  (in¬ 
cluding  anything  running  over  TCP),  I’d 
add  sequencing  to  the  list. 

Latency  matters  for  boxes,  although  lately 
it’s  been  suggested  that  it’s  time  to  revise 
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standing  of  what’s  being  measured, and  the 
application  of  meaningful  metrics  to  de¬ 
scribe  it.  Without  the  latter,  the  raw  data  is 
just  so  many  grains  of  sand. 

Newman  is  president  of  Network  Test ,  an 
independent  benchmarking  and  network 
design  consultancy.  He  can  be  reached  at 
dnewman  @networktest.  com. 


It’s  simple,  really.  AT&T  Video  Gateway  service  provides 
seamless  connections  between  your  ISDN  (H.320)  video 
conference  platform  and  your  customers,  employees,  even 
suppliers  who  use  IP/Data  (H.323)  video  conferencing — 
all  with  the  click  of  a  mouse.There’s  no  new  equipment. 
No  costly  capital  outlay  to  upgrade.  Just  fast,  reliable 
connections  for  point-to-point  and  multipoint  calls. 

IP  to  ISDN.  IP  to  IP.  ISDN  to  IP.  It’s  all  here. 


AT&T  Video  Gateway  service  provides  an  innovative 
convergence  of  technologies.  For  Asynchronous  Transfer 
Mode  (ATM),  and  AT&T  Managed  Internet  Service  networks 
where  available,  AT&T  Video  Gateway  service  combines 
exceptional  Quality  of  Service  (QoS)  levels  with  the 
convenience  of  IP  connectivity.  It  even  simplifies  end-user 
operation  with  browser-initiated  video  sessions,  and  a 
graphical  user  interface  for  conference  coordination. 
AT&T  Video  Gateway  service: 

Keeping  your  business  on  track. The  fast  track. 


Call  AT&T  toll  free:  I  866  476-0532  or  visit  www.att.com/isdn 


©2002  AT&T.  All  Rights  Reserved. 
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Measure  for  measure:  Making  metrics  matter 
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the  standard  practice  of  measuring  only  at 
the  throughput  level.  It’s  also  useful  to  mea¬ 
sure  delay  with  lighter  loads. 

It’s  not  valid  to  label  as  latency  any  delay 
measurement  taken  where  loss  exists.  In 
this  situation,  what’s  really  being  measured 


is  queue  depth. Still,  it  may  be  valid  to  mea¬ 
sure  delay  where  congestion  exists,  espe¬ 
cially  when  assessing  QoS  mechanisms. 

Tests  can  produce  gigabytes  of  raw  data. 
Rendering  the  data  fit  for  human  con¬ 
sumption  requires  two  things:  an  under- 
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Although  the  job  of  ridding  the  Web  of  broken  links 
seemed  impossibly  grand,  in  the  end  LinkGuard 
was  tripped  up  by  economic  not  technical  hurdles. 
The  company,  which  Network  World  profiled  in  May 
2000  and  again  in  October  of  that  year  (www.nwfusion 
.com;  DocFinders:  7534  and  7535), scaled  down  opera¬ 
tions  last  June  and  pulled  the  plug  on  its  service  in  Nov¬ 
ember  after  realizing  the  cost  of  running  its  business  was 
going  to  outstrip  revenue  potential. 

To  refresh  your  memory,  LinkGuard  set  out  to  build  a 
database  of  all  known  Web  links  that  it  would  to  use  to 
offer  a  link-integrity  service. The  idea  was  to  fix  broken 
links  within  your  site  and,  more  importantly  links  to  your 
site  from  other  sites. 

For  example,  if  Novell  published  a  link  to  a  Network 
World  story  and  we  subsequently  moved  that  story,  in¬ 
stead  of  returning  an  error  message  to  the  Novell.com 
surfer,  Novell  could  redirect  the  request  to  LinkGuard. 
LinkGuard  would  look  up  the  proper  location  of  our 
story  and  either  notify  Novell  or  simply  go  into  No¬ 
vell. com  and  fix  the  link. 

The  first  stumbling  block  the  company  encountered 
was  it  underestimated  the  size  of  the  problem.  Instead  of 
the  Web  containing  20  billion  links, something  Link- 
Guard  could  map  in  an  8  terabyte  database,  it  contains 
100  billion  links  requiring  a  40  terabyte  database. 

Nevertheless,  founder  and  CEO  Franck  Jeannin  said 
LinkGuard  managed  to  map  the  Web  using  Microsoft’s 
SQL  Server  running  on  40  Dell  PowerEdge  servers. The 
company  used  Microsoft  Message  Queue  Server  and  a 
bunch  of  custom  code  to  stitch  the  resources  together 
into  the  final  product. “We  did  things  with  SQL  Server 
that  Microsoft  thought  impossible,”  Jeannin  said. 

But  it  was  all  for  naught.  In  the  end  the  company 
couldn’t  convince  customers  that  protecting  against 
bad  links  was  something  worth  paying  for.“Most  saw 
it  as  a  nice-to-have  vs.  a  need-to-have  [service] ’’Jean¬ 
nin  said. 

What’s  more,  it  was  clear  that  the  $3  million  it  cost  to 
run  and  maintain  the  map  was  going  to  outstrip  rev¬ 
enue  potential  for  the  immediate  future,  and  investors 
are  clamoring  for  faster  payback  these  days. 

So  LinkGuard’s  55  employees  are  gone.  All  that  remains 
is  Jeannin,  who  is  working  with  investors  to  tidy  up. The 
company  will  either  be  sold  or  its  assets  liquidated  and 
the  remaining  cash  returned  to  investors. 

Too  bad.  Ridding  the  Web  of  broken  links  was  a 
noble  goal. 
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IBM  billing  blues 

Regarding  “Users  cry  foul  over  IBM  bills”  (www.nw 
fusion.com,  DocFinder;  7522):  Customers  have  a 
right  to  be  concerned  about  sudden  cost  increases. 
However,  the  addition  of  unlimited  support  access 
to  the  software  package  is  a  valuable  one  and  will 
provide  IBM  customers  with  a  return  on  investment. 

I  have  found  IBM  support  to  be  more  knowledge 
able  and  more  responsive  than  anyone  at  Lotus  has 
ever  been. 1  am  often  called  on  to  troubleshoot  prob¬ 
lems  for  clients.  Several  times  per  year  I  get  hit  with 
something  for  which  I  have  to  contact  IBM  support. 
1  no  longer  feel  like  this  can  be  equated  with  getting 
a  tooth  pulled. 

As  far  as  consultants  who  fear  losing  business,  I 
must  admit  it’s  business  that  I,  as  a  consultant,  don't 
mind  losing.Technical  support  is  a  dirty  job  and  can 
be  emotionally  stressful.  It’s  also  a  pain  in  the  butt  to 
bill  —  15  minutes  here,  25  minutes  there.  Was  that 
call  long  enough  to  bill  for?  Do  we  have  a  standing 
support  contract  with  that  customer?  Do  we  refuse 
to  answer  simple  questions  if  we  don’t?  It’s  quite  a 
dance  to  protect  our  margins  and  keep  customers 
feeling  like  they  are  being  cared  for. 

Michael  Eaton 
Administrator/developer 
Boom  Vang  Consulting 
Portland,  Ore. 


I  disagree  with  the  IBM  officials  who  claim  “com¬ 
panies  that  already  purchase  maintenance  and 
support  services  will  have  similar  costs  under 
Software  Maintenance.” 

I  am  a  Passport  Advantage  customer  with  6,600 
Lotus  Notes  licenses.  Our  costs  will  be  rising  61.7%, 
from  $76,000  to  $122,900, in  July.  If  my  company  did 

E-mail  letters  to  jdix@nww.com  or  send  them  to  John  Dix,  editor  in 
chief.  Network  World,  1 1 8  Turnpike  Road,  Southborough,  MA  01772. 
Please  include  phone  number  and  address  for  verification. 


this  to  our  customers,  we  would  be  out  of  business. 
Because  of  this  increase,  we  will  be  looking  at  mov¬ 
ing  to  another  messaging  platform. 

Brian  Forsyth 
Pittsburgh 


IBM's  Software  Maintenance  is  another  stab  at  in¬ 
dependent  consultants,  who  are  already  suffering  in 
the  current  economic  climate.  IBM  is  simply  taking 
advantage  of  current  conditions  to  bury  small  con¬ 
sulting  firms  that  have  devoted  themselves  techni¬ 
cally  to  Lotus  products  over  the  past  10  years. 

Terry  Boyd 
Managing  director 
Saxon  Systems 
East  Ryde,New  South  Wales,  Australia 

Tell  IBM  to  continue  with  this  licensing  scheme.  1 
was  forced  to  go  on  Lotus  Notes,  and  have  had  noth¬ 
ing  but  dismay  over  local  utilization,  setup  and  use 
of  the  product.  The  server  seems  to  require  offline 
maintenance  at  least  twice  a  month,  and  Notes 
doesn’t  play  friendly  with  other  e-mail  clients.  As  a 
database  application,  Notes  makes  a  lousy  e-mail 
application. 

Carl  Atkins 
Network  analyst 
Virginia  Commonwealth  University 
Richmond, Va. 

IBM  is  doing  the  same  thing  that  Microsoft  has 
done  to  its  user  base  over  the  last  year  or  so.  If  these 
people  were  willing  to  put  up  with  it  from  Big  Bill, 
why  not  Big  Blue?  Perhaps  it’s  time  for  them  to  con¬ 
sider  something  radical,  like  migrating  from  IBM 
and  Microsoft  products,  and  doing  business  with 
companies  they  had  previously  forsaken. 

Dave  Bank 
New  York 


More  online!  www.nwfusion.com  Find  out  what  readers  are  saying  about  these  and  other  topics.  DocFinder  7521 


—  John  Dix 
Editor  in  chief 
jdix@nww.com 
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A  recent  flurry  of  stories  in  the  trade  press 
suggests  the  current  economic  decline 
has  heightened  interest  in  outsourcing. 
Analysts  forecast  a  surge  in  outsourcing, 
ranging  from  large-scale  contracts  to  newer 
forms  of  outsourced  services  such  as  Web 
hosting  and  VPN  services.  But  despite  the 
growing  arguments  in  favor  of  outsourcing,  network  executives  con¬ 
tinue  to  be  apprehensive  about  the  negative  implications.  As  a  con¬ 
sequence,  the  rate  of  outsourcing  growth  is  unlikely  to  match  indus¬ 
try  expectations. 

Network  executives  have  been  reluctant  to  outsource  all  or  part  of 
their  IT  operations  —  for  good  reason.  Gartner  has  estimated  that  80% 
of  major  outsourcing  deals  fail  to  achieve  their  original  business 
objectives  and  are  terminated  or  significantly  restructured  before  the 
contract  period  ends.  One  notable  case  of  a  deal  gone  bad  happened 
last  summer,  when  McDermott  International  ended  a  10-year  network 
outsourcing  contract  with  AT&T  after  less  than  two  years  because  the 
contract  no  longer  fit  corporate  goals. 

There  are  many  reasons  for  these  deals  coming  undone.  First,  many 
have  been  signed  without  sufficient  baseline  data  on  the  current  health 
of  the  client’s  IT  environment.  As  a  result,  the  outsourcing  companies 
are  making  promises  about  cost  savings  and  performance  improve¬ 
ments  they  can’t  keep.  Second,  outsourcers  make  money  by  automat¬ 
ing  IT  functions  and  delivering  generic  solutions  that  can  produce 


The  realities  of  outsourcing 


operating  efficiencies  and  reasonable  margins.This  doesn’t  leave  room 
for  the  continuous  changes  in  many  enterprise  organizations. 

The  current  economic  environment  is  forcing  companies  to  rapidly 
change  their  corporate  goals  and  operating  procedures.Traditional  out¬ 
sourcing  agreements  are  not  flexible  enough  to  accommodate  this 
level  of  change. This  has  led  to  a  new  wave  of  outsourcing  models,  in¬ 
cluding  application  service  providers,  management  service  providers 
(MSP)  and  Web-hosting  companies.  But  these  new  outsourcers  have 
also  had  their  problems.  A  recent  IDC  eWorld  2001  Survey  of  more  than 
2,100  respondents  found  that  only  15%  had  purchased  or  were  inter¬ 
ested  in  purchasing  MSP  services  in  the  next  12  months. 

Nonetheless,  the  research  firms  continue  to  forecast  double-digit 
growth  in  outsourcing.  How  will  the  growth  become  a  reality?  Two 
things  need  to  happen.  First,  outsourcers  need  to  repackage  their  offer¬ 
ings  to  give  their  prospective  clients  more  “bit-sized”  alternatives  to  the 
all-or-nothing  outsourcing  approach  of  the  past.  Second,  IT  executives 
must  overcome  their  fear  of  outsourcing  and  more  carefully  evaluate 
the  business  benefits  of  the  expanding  outsourcing  alternatives. 

Whether  they  like  it  or  not,  IT  decision-makers  should  recognize  that 
outsourcing  is  a  necessary  evil  that  can  bring  true  cost  savings  and 
performance  improvements  if  properly  structured.  Taking  the  right 
steps  and  demanding  the  right  solution  are  essential  to  success. 


The  current  eco¬ 
nomic  environ¬ 
ment  is  forcing 
companies  to 
rapidly  change 
their  corporate 
goals  and  operat¬ 
ing  procedures. 


Kaplan  is  managing  director  of  THINKstrategies,  a  consultancy  in 
Wellesley,  Mass.  He  can  be  reached  at  jkaplan@thinkstrategies.com. 


REALITY  CHECK 

Thomas  Nolle 


There’s  no  question  the  events  of  Sept.  1 1 
changed  the  way  most  Americans  feel 
about  security.  For  many,  the  deaths  of 
thousands  have  transcended  issues  of  priv¬ 
acy,  leaving  them  asking,  “Who’s  watching 
out  for  me?” 

It’s  a  tougher  question  than  it  seems.There’s 
a  Latin  phrase  that  distills  the  issue  of  our  time:“Quis  custodiet  ipsos 
custodes,”  which  means, “Who  will  watch  the  guards  themselves?”  The 
problem  many  have  with  measures  to  combat  terrorism  is  the  poten¬ 
tial  these  measures  have  for  abuse.  It’s  very  likely  the  Internet  will 
become  a  focus  for  this  debate  because  the  Internet  is  a  curious  com¬ 
bination  of  newspaper,  telephone  and  propaganda  organ. 

The  Internet  is  communications  populism  on  a  worldwide  scale. 
Everyone  can  have  access,  and  everyone  can  reach  out  and  touch  a 
neighbor  or  an  international  pal.  Unlike  broadcast  media  and  print, 
where  only  a  few  have  access  and  influence,  there  is  a  forum  for  every¬ 
one  on  the  Internet,  regardless  of  the  correctness  of  the  message  or  the 
economic  value  of  the  messenger. 

But  you  can  reach  out  and  touch  a  co-conspirator,  too.  Communi¬ 
cations  is  also  the  basis  for  plotting,  and  a  forum  where  plotting  goes 
undetected  is  a  legitimate  threat.  But  how  much  of  the  Internet's  bene¬ 
fits  are  lost  if  we  demand  authorities  be  allowed  to  track  messages  back 
to  their  sources,  read  e-mails  with  court  sanction,  or  even  close  down 
sites  that  publish  something  dangerous?  It’s  very  difficult  to  decide, 
which  is  why  we  need  to  be  very  careful  before  we  permit  these  tactics. 

For  one  thing,  the  Internet  is  global, and  U.S.law  isn’t. Our  antispam¬ 
ming  laws  have  done  a  lot  to  move  spamming  out  of  the  U.S.to  coun¬ 
tries  without  such  laws.  Because  those  countries  are  also  part  of  the 
Internet,  the  entire  antispam  legislative  process  may  have  been  little 
more  than  window  dressing.  The  moral  here  is  that  imposing  sanc¬ 
tions  within  the  U.S.  that  cannot  be  effectively  globalized  will  only 
penalize  our  legitimate  users;  others  will  flee  offshore. 

Another  problem  is  the  fluidity  of  the  Internet.  How  many  e-mail 
addresses  could  you  obtain,  free,  from  which  to  generate  spam  or 
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plot  crime?  Thousands,  at  least.  It’s  difficult  to  propose  an  effective 
strategy  for  e-mail  intercept,  but  easy  to  envision  a  very  invasive  one. 

Maybe  the  best  way  to  start  is  not  to  break  new  ground,  but  rather 
extend  accepted  concepts.  We  can’t  make  threatening  phone  calls 
without  prosecution.  Similar  protection  should  be  afforded  to  Inter¬ 
net  users.  We  can’t  plan  crimes  or  terrorist  incidents  using  the  tele¬ 
phone  without  risk  of  detection  by  court-supervised  watchers.  So  it 
should  be  with  the  Internet.  Make  it  harder  to  set  up  e-mail  accounts 
without  leaving  footprints,  and  provide  access  to  records  with  proper 
protection.  Set  reasonable  times  for  storage  of  messages.  Big  Brother 
doesn’t  have  to  watch  everyone  if  he  can  sort  out  who’s  who  in  some 
reliable  way. 

Regulation  of  this  sort  has  to  regulate  the  exception,  not  the  mass 
of  users.  Sure,  we  can’t  know  who’s  using  an  anonymous  e-mail  ac¬ 
count.  We  can’t  know  who  made  the  anonymous  call,  either,  but  that 
doesn’t  mean  listening  to  every  phone  call  is  a  good  idea.  And  Inter¬ 
net  monitoring  shouldn’t  extend  to  government  grazing  of  stored 
messages.  But  getting  specific  mail,  where  specific  threats  can  be 
proven  to  a  judge  —  we  do  that  now  for  other  forms  of  communica¬ 
tions,  and  we  should  expect  it  on  the  Internet,  too. 

We  as  a  society  have  already  accepted  that  some  curbs  on  rights  are 
needed  in  the  name  of  the  common  good.  Let’s  extend  those  time- 
honored  and  tested  curbs  to  the  Internet,  where  there  are  parallels  of 
use  between  the  ’Net  and  the  older,  more  regulated  forums  such  as 
telephony  or  the  mail. 

But  then  let’s  stop  and  take  stock.The  Internet  is  in  its  infancy  We’ve 
never  had  anything  quite  like  it,  and  we  have  no  idea  what  benefits 
it  may  present  to  us  —  and  what  it  might  take  to  compromise  those 
benefits  forever.  Before  we  call  for  new  rules  for  the  Internet,  let’s  be 
sure  the  old  ones  won’t  serve  us.  Because,  sadly,  we  know  too  well 
that  nobody  watches  those  guards  all  the  time. 


Imposing  sanc¬ 
tions  within  the 
U.S.  that  cannot 
be  effectively 
globalized  will 
only  penalize  our 
legitimate  users; 
others  will  flee 
offshore. 


Nolle  is  president  of  CIMI  Corp.,  a  technology  assessment  firm  in 
Voorhees,  NJ.  He  can  be  reached  at  (856)  753-0004  or  tnolle@cimi 
corp.com. 


Streaming  media  comes  of  age  as  corporate  training  and  communications  tool. 


Bandwidth, 
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Typically,  network  executives  will  not  intro¬ 
duce  a  new  application  until  it  has  been 
demonstrated  that  the  app  will  run  at 
peak  performance.  That  hasn't  been  the 
case  with  streaming  media,  however.  At 
large  stock  brokerages,  consultancies  and 
computer  companies,  individual  champi¬ 
ons  have  initiated  streaming  media  pro¬ 
jects  on  a  shoestring  and  have  waited  for 
the  user  demand,  the  technology  and  the 
bandwidth  to  catch  up. 
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Best  Practices:  Setting  up  streaming 
video  in  the  enterprise  involves  creating 
video  content,  managing  and  distributing 
it  to  end  users,  and  making  sure  the  band 
width  and  client  software  are  available. 
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Case  study:  When  it  comes  to  streaming 
media,  General  Mills  has  been  eating  its 
Wheaties.The  packaged  foods  company 
makes  executive  broadcasts  and  training 
sessions  available  to  10,000  end  users,  24 
hours  a  day,  seven  days  a  week. 


video  tools  catch  up  to  hype 


■  BY  CHRISTINE  PEREY, 

NETWORK  WORLD  GLOBAL  TEST  ALLIANCE 

Four  years  ago,  when  Todd  Dorff,  director 
of  Internet  marketing  for  KPMG  Consulting, 
began  looking  into  streaming  media,  he 
found  that  audiences  —  KPMG  clients,  con¬ 
sultants  and  employees  —  weren’t  ready  to 
receive  streaming  video  content  at  their 
desktops  . . .  yet. 

“We  knew  that  because  we  had  our  own  consultants  in  the 
field  working  with  our  clients  to  pilot  streaming  media  in 
various  business  applications. There  were  issues  they  were 
facing  for  which  we  didn’t  have  solutions  internally  or  that 
we  could  recommend  to  them,”  Dorff  recalls. 

But  Dorff  recognized  the  potential  of  streaming  media  for 
communications  applications  and  forged  ahead.  Working 
with  the  IT  department,  he  assembled  the  necessary  tech¬ 
nologies  —  client  software,  streaming  servers,  and  video-cap¬ 
ture  and  compression  hardware.  And  he  won  approval  from 
upper  management. 

The  kickoff  Webcast  in  late  1998  featured  CEO  Rand  Blazer 
rallying  employees  around  the  idea  that  KPMG  should  go 
public. “Just  by  trying  this,  we  demonstrated  that  we  were 
willing  to  take  a  risk,”  Dorff  says.“We  were  aware  that  there 
would  be  people  who  couldn’t  get  a  satisfactory  experience, 
especially  those  who  were  offsite,  but  those  who  watched 


what  we  did  with  what  we  had  were  impressed.” 

KPMG  Consulting’s  experience  with  streaming  media  is 
typical  of  what  is  occurring  at  many  large  financial  institu¬ 
tions,  consultancies,  and  communications  and  high-tech 
companies.  Usually  a  champion  within  the  company  pushes 
the  idea,  while  the  technology  to  create, store,  compress  and 
distribute  streaming  media,  not  to  mention  the  bandwidth 
required  to  view  it,  catches  up. 

Generally  speaking,  large  companies,  such  as  KPMG  Con¬ 
sulting  with  more  than  10,000  employees,  are  leading  the 
charge. That’s  partly  because  these  companies  made  signifi¬ 
cant  Y2K-related  infrastructure  investments  and  because  the 
more  global  and  dispersed  a  company  is,  the  more  it  stands 
to  gain  from  using  streaming  media  to  bring  training  and 
corporate  communications  to  far-flung  locations. 

Streaming  media  is  expected  to  trickle  down  to  midsize 
companies  in  2004  and  beyond. These  companies  will  use 
streaming  media  to  reach  employees  in  branch  and  remote 
offices,  but  they  are  less  likely  to  build  their  own  systems 
and  networks  than  larger  companies  are. 

Doing  it  yourself 

Communicating  a  “high-tech”  and  “high-touch”  services 
vision  at  a  company  with  22,400  employees,  1 1,900  registered 
representatives  and  7.8  million  active  clients  is  a  challenge 
few  undertake,  much  less  achieve.  But  with  Chairman  and 
founder  Charles  Schwab  leading  the  way,  the  Charles  Schwab 
Corp.has  become  a  pioneer  in  streaming  media. 

When  Schwab  wants  to  reach  employees  with  a  personal 
message,  he  rides  the  elevator  in  the  company’s  San  Fran¬ 
cisco  office  building  to  an  in-house  streaming  media  pro¬ 
duction  studio. 


Streaming  media  catches  the  wave  in  2001 


Expansion  of  streaming  media  pro¬ 
grams  in  2001  is  a  result  of  four  factors 
coming  into  place: 

IThe  cost  and  availability  of  IP  bandwidth  has 
.dropped  and  is  expected  to  become  a  com¬ 
modity,  available  in  small  and  variable  increments 
for  minimal  cost. 

2  Bandwidth  over  the  WAN  is  increasingly  man- 
.ageable,  and  can  be  used  efficiently  to  distrib¬ 
ute  media  via  IP  multicasting  to  network  caches  or 
reflectors.  Plus,  video-specific  traffic-monitoring 
software  (offered  by  BroadStream  as  a  service 
and  Inktomi  as  a  product)  is  available  to  route  ap¬ 
plication-level  traffic  without  manual  intervention. 
Therefore,  the  risk  of  bringing  down  mission-criti¬ 
cal  applications  with  bandwidth  congestion  is 
lower  and  the  likelihood  of  all  users  experiencing 


satisfactory  business-quality  video  at  their  desk¬ 
tops  is  greater. 

5  The  shortage  of  hours  in  the  day  for  critical 
.knowledge  workers  requires  reducing  the 
amount  of  time  anyone  spends  "in  transit."  At 
PricewaterhouseCoopers  Global  Risk  Management 
practice  Jim  Kelly  says  you  never  know  where  the 
next  risk  lies  and  you  can’t  have  your  experts  out  of 
reach.  "We're  faced  with  the  same  problem  as 
everyone  else:  time  famine,"  he  says.  With  stream¬ 
ing  media,  “we  can  conduct  a  lot  of  work  without 
disrupting  the  flow  of  business  by  having  to  travel.” 

“We  have  our  internal  experts  do  programs  about 
security,  threat  vulnerabilities,  cybercrimes,  risk 
management....  We  want  our  people  doing  every¬ 
thing  they  can  to  help  companies  to  minimize  their 
exposure  and  grow  their  organizations." 

If  a  new  computer  virus  strikes,  within  24  hours 
PricewaterhouseCoopers  sends  an  e-mail  to  invite 


field  consultants  to  participate  in  a  Webcast  on  the 
impact  of  the  virus,  recommending  what  compa¬ 
nies  should  do  to  protect  themselves.  The  Webcast 
is  then  archived  for  future  reference  and  for  view¬ 
ing  by  those  who  can't  attend  the  live  event  from 
their  desks. 

“We  leverage  our  human  capital,”  Kelly  says.  “We 
want  our  clients  to  think  of  us  as  their  source  of  in¬ 
formation  for  managing  their  exposure.  We  want 
them  to  think  that  we've  thought  of  everything  —  we 
are  in  effect  their  infinite  reservoir  of  knowledge." 

4  Finally,  early  adopters,  such  as  KPMG  Consul- 
•ting,  Cisco  and  Microsoft,  have  proven  that  video 
works  internally  and  have  expanded  their  reach  be¬ 
yond  the  limits  of  their  enterprise  networks.  By  using 
streaming  media  to  reach  their  external  audiences,  a 
community  of  business  partners  and  customers  are 
receiving  compelling  video  and  wondering  why  their 
company  isn’t  using  streaming  media. 
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“In  the  studio  we  can  produce  pretty 
much  anything  we  need  to  stream  —  on 
demand  or  live.  We  usually  have  a  two  to 
three  month  lead  time  to  plan  everything 
for  a  training  program,  for  example,  but 
that’s  not  to  say  that  we  can’t  create  content 
and  stream  it  on  the  same  day”  says  Tracy 
Behler,  director  of  e-messaging  development 
in  Schwab’s  Electronic  Brokerage  Group. 

Behler  says  executive  communications  was 
the  original  driver  for  streaming  media,  but 
that  has  been  expanded  to  include  video 
presentations  from  fund  managers  and  ana¬ 
lysts  streamed  directly  to  customers. 

“Our  mission  is  to  help  our  customers 
gain  access  to  people  they  normally  wouldn’t 
see  or  hear  from,  and  by  using  streaming 
media  the  customers  can  form  relation¬ 
ships,  they  connect  with  the  passion  and 
character  of  the  analysts  as  human  beings, 
not  just  text,”  she  says. 

Schwab  initially  offered  text  chats  be¬ 
tween  customers  and  analysts.  In  early 
2000,  these  were  moved  to  audiocasts.  At 
the  same  time,  the  studio  building  project 
began,  and  in  2001,  video  Webcasting  was 
introduced  for  those  who  wanted  to  see 
analyst  briefings  on  demand  or  live. 

“Live  events  are  much  more  difficult  to 
do,”  Behler  says.“You  have  to  put  the  band¬ 
width  and  the  technologies  together  prop¬ 
erty  with  the  people.  Working  with  a  wide- 
area  network  partner  like  Akamai  really 
helps  us  reach  global  audiences  without 
building  out  a  large  streaming  network.” 

She  says  everything  is  archived, so  cus¬ 
tomers  and  employees  can  search  through 
the  library  anytime  they  want. 

On-demand  access  is  where  the  big  return 
on  investment  is  found,  Behler  says,  especial¬ 
ly  among  people  on  the  go  who  can’t  adjust 
their  schedules  to  meet  a  set  broadcast  time. 

Jim  Kelly,  director  of  marketing  for  Price- 
waterhouseCoopers’  Global  Risk  Manage¬ 
ment  practice,  agrees.“With  on-demand 
media,  we  can  capture  content  at  the  con¬ 
venience  of  the  subject-matter  experts. 

And  playback  is  available  for  viewers 
when  it  is  also  most  convenient  and  rele¬ 
vant  for  them.” 

Kelly  was  the  champion  for  streaming 
media  at  PricewaterhouseCoopers.“I  had  a 
conviction  that  this  technology  would  work,” 
he  says. 

But  Kelly  faced  challenges.“We  still  had 
the  issue  of  technology  catching  up  to  the 
hype.There  were  so  many  shortages  in  infra¬ 
structure.  We  wanted  to  be  doing  this  when 
the  mainstream  user  could  get  in  with  a  cou¬ 
ple  of  clicks.”  It  took  a  while,  but  he  finally 
reached  that  point  about  a  year  ago. 

Kelly  says  a  key  lesson  he  learned  is  that  the 
IT  staff  needs  to  be  brought  in  early  in  the 
process.  IT  needs  to  understand  what  technol¬ 
ogy  is  being  used  so  it  can  monitor  the  net¬ 
work  and  respond  quickly  to  technical  prob¬ 
lems.  Also,  the  IT  staff  needs  to  be  onboard  to 
See  Streaming,  page  38 


Todd  DorfF,  director  of  Internet 
marketing  for  KPMG  Consulting, 
was  pushing  streaming  media 
well  before  the  technology  was 
fiilty  baked.  His  latest  initiative 
is  to  create  an  easy  way  for 
consultants  to  “self-publish" 
video  content. 
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help  set  up  connections  to  remote  loca¬ 
tions.  Kelly  is  ;>lso  using  Yahoos  Broad- 
rast.com  network  and  services  to  deliver 
video  to  large  audiences. 

Applications 

The  most  popular  internal  application 
for  streaming  media  is  the  executive  ad¬ 
dress.  When  the  merger  between  Boeing 
and  McDonnell  Douglas  occurred  in 
1997,  the  employee  base  doubled  from 
100,000  to  200,000.  CEO  Phil  Condit  lever¬ 
aged  the  combined  network  of  4,000  ser¬ 
vers  to  deliver  a  streaming  video  presen¬ 
tation  to  employees. 

Learning,  or  corporate  training,  ranks 
second.  Cambridge  Technology  Partners 
(CIV),  now  a  wholly  owned  subsidiary  of 
Novell,  does  “road  shows”  to  introduce 
new  products  to  its  salesforce.The  alterna¬ 
tive,  bringing  the  entire  salesforce  to  one 
location  for  a  weeklong  program,  would 
cost  at  least  $1  million, says  Jim  Conley, of 
the  learning  and  development  group,  CTP 

By  putting  a  dozen,  hourlong  sessions 
in  streaming  media  format,  adding  links 
to  relevant  documents  and  quizzes,  and 
requiring  that  employees  complete  the 
online  courses  prior  to  the  classroom 
training,  CTP  is  able  to  compress  tradi¬ 
tional  classroom  time  from  five  days  to 
two  days.The  value  proposition  was 
indisputable,”  Conley  says. 

CTP  works  with  a  company  named  Elo¬ 
quent,  which  developed  LaunchForce.a 
platform  and  application  suite  designed 
for  accelerating  product  launches  and 
reducing  their  cost. 

LaunchForce  manages  the 
distribution  of  content  tracks 
who  views  it,  and  quizzes  the 
participants  to  gauge  how 
well  the  content  is  being 
absorbed. 

Streaming  media  doesn’t 
replace  classroom  learning, 

Conley  says,  but  it  cuts  costs 
and  increases  the  value  of 
the  time  that  people  spend 
in  the  classroom. 

He  adds  that  one  of  the 
keys  to  the  program’s  success 
is  involving  the  IT  group.  In 
many  companies,  projects 


begin  with  interdisciplinary  teams  includ¬ 
ing  IT  but  funded  by  a  specific  business 
unit.  And  frequently,  the  pilot  project  is 
limited  to  areas  of  the  network  that  aren’t 
considered  mission  critical. 

At  National  Semiconductor,  there  al¬ 
ready  was  a  well-established  corporate 
video  group  that  did  live  events,  but 
Blaise  Gomes,  engineering  manager  for 
quality  and  reliability  wanted  to  “break 
the  rule  that  video  was  hard  to  do  and 
extremely  expensive.” 

He  started  with  a  $75  capture  card  and 
an  old  PC,  got  a  free  copy  of  Real  Pro¬ 
ducer  and  started  encoding. Then  he 
scraped  up  a  second  PC,  set  up  a  server 
and  got  the  attention  of  the  IT  group, 
which  agreed  to  support  the  project. 

Today,  Gomes  and  his  group  have  cre¬ 
ated  more  than  100  training  videos  that 
are  available  to  the  company’s  10,000 
employees.  In  addition,  employees  can 
make  videos  to  deliver  messages  to  co¬ 
workers,  for  example,  explaining  why  they 
made  a  particular  business  decision. 

“We  have  lots  of  experts  in  this  com¬ 
pany,”  Gomes  says.“We  have  people  who 
love  to  share  their  knowledge.  We’ve  cap¬ 
tured  these  people  on  video  and  now 
they  can  train  all  day  while  they  are  doing 
their  jobs.” 

He’s  now  using  Synchronized  Multi- 
media  Integration  Language  (SMIL)  tech¬ 
nology  to  allow  employees  to  jump  to 
specific  places  on  the  video.  And  stream¬ 
ing  media  has  been  integrated  with  e-mail 
so  employees  can  fill  out  an  evaluation 
form  and  send  it  back. 

At  MFS  Investments,  the  company’s  chief 
asset  is  the  knowledge  held  by  its  analysts 
and  fund  managers, says  Jerry  Potts,  senior 
vice  president  of  communications. 

“We  want  to  give  our  best 
people  the  option  of  commu¬ 
nicating  with  as  many  people 
as  possible,  without  leaving 
their  office,”  Potts  says. 

MFS  took  its  existing  video- 
conferencing  systems  and 
linked  them  into  a  delivery 
platform  that  integrates  Real 
format  video  files  with  a 
“dashboard”  application 
based  on  SMIL. 

Potts  says  customers  pick  the 
data  types  they  want  in  their 
window:  text, slides  or  video. 
Customers  then  can  choose  to 
host  the  content  and  applica¬ 


More  online! 
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Client  software  flows  to  the  desktop 


Today,  almost  everyone  with  access  to  a  networked  multimedia-ready  PC 
has  had  a  satisfactory  streaming  experience  over  the  Internet.  The  client 
component  of  the  technology  is  ubiquitous.  Software  applications  for  decoding 
and  displaying  streaming  media  are  available  from  Real  Networks,  Microsoft 
and  Apple.  Microsoft  has  embedded  support  for  streaming  media  in  every 
operating  system  release  since  Windows  98. 

Measuring  the  market 

Streaming  Media,  the  organizer  of  the  largest  semiannual  conference  on 
the  topic,  estimates  that  the  size  of  streaming  media  in  the  business  market 
was  more  than  $400  million  in  2001,  including  products  and  services. 

Gerry  Kaufhold,  principal  analyst  at  Cahners  InStat,  estimates  that  in  2001 
service  providers  that  hosted  and  delivered  streams  for  businesses  generat¬ 
ed  approximately  $900  million. 

An  additional  $734  million,  Kaufhold  estimates,  was  spent  on  servers  and 
technologies  for  streaming  that  were  deployed  directly  into  the  enterprise 
networks.  Cahners  InStat  forecasts  $7.7  billion  in  revenue  for  the  same 
markets  in  2005. 

Jupiter  Media  Metrics  estimates  that  businesses  spent  $140  million  on 
streaming  media  products  and  services  in  2000,  and  that  the  market  would 
grow  to  $2.8  billion  by  2005. 

Gartner  analyst  Lawrence  Orans  predicts  that  by  2006,  80%  of  Global  2000 
companies  will  support  live  and  on-demand  video  to  the  desktop.  Streaming 
media  can  also  be  used  for  corporate  security.  Installing  a  Webcam  in 
sensitive  areas  such  as  shipping  depots,  receiv-ing  areas  and  lobbies  can 
be  an  effective  way  to  control  vandalism  and  mischief. 


tion  internally  or  with  a  streaming  media 
service  provider.  Once  loaded  on  appro¬ 
priate  servers,  the  user  clicks  on  buttons 
that  are  linked  back  to  the  content. 

Looking  ahead 

The  customization  of  content  is  impor¬ 
tant  to  the  companies  creating  stream¬ 
ing  media.  In  the  most  advanced  pro¬ 
jects,  indexing  video  makes  it  searchable 
and  integrates  it  into  a  corporate  knowl¬ 
edge  portal. 

In  other  situations,  the  media  is  trans¬ 
coded  and  hosted  at  different  data  rates 
to  permit  transmission  over  a  variety  of 
different  last-mile  networks,  permitting 
someone  in  a  hotel  room  to  access  the 
same  content  in  lower  bandwidth  format 
as  someone  on  a  corporate  10M  bit/sec 
LAN  segment. 

Dorff  of  KPMG  Consulting  says  his 
agenda  includes  “searching  for  simpler 
and  lower-cost  options  for  our  experts  to 
self-publish  rich  media  content.” 

Another  area  of  expansion  is  the  level  of 
interactivity  supported  in  streaming 
media.Today,  there’s  already  the  ability  to 


chat  with  a  professional  during  a  live 
event  and  to  follow  up  with  e-mail  or  real¬ 
time  messaging  when  the  subject  matter’s 
content  is  being  viewed  on-demand. 

Links  with  databases  allowing  extensive 
searching  within  streaming  and  launching 
collaboration  between  users  during  a  ses¬ 
sion  will  continue  to  expand  the  range  of 
experiences  people  call  “streaming  media.” 

Perey  is  president  of  Perey  Research  & 
Consulting  in  Placerville,  Calif.  The  company 
provides  business  development  consulting 
services  and  conducts  market  research  on 
the  use  of  video  in  enterprise.  She  can  be 
reached  at  cperey@perey.com. 


Global  Test  Alliance 


■  Perey  is  also  a  member  of  the  Network 
World  Global  Test  Alliance,  a  cooperative  of 
the  premier  reviewers  in  the  network  indus¬ 
try.  For  more  Test  Alliance  information, 
including  what  it  takes  to  become  a  mem¬ 
ber,  go  to  www.nwfusion.com/alliance. 


Return  on  investment 


these  difficult  economic  times, 
llw  the  only  reason  to  implement 
new  streaming  media  services  in 
your  infrastructure  or  to  contract 
A'ith  a  content  delivery  network  is 
that  it  improves  the  bottom  line. 

However,  the  streaming  media  pio¬ 
neers  had  no  reason  to  expect  a  prof- 
kabie  return  from  making  their  ex¬ 
perts  seer,  and  heard  by  employees 


and  partners.  They  simply  believed  in 
the  benefits  of  improved  communica¬ 
tions  between  senior  management 
and  employees,  in  the  value  of  en¬ 
hanced  brand  equity,  and  in  the  per¬ 
ception  that  their  experts  are  the 
source  of  the  best  information. 

When  it  comes  to  costs,  many  of  the 
components  of  a  streaming  media 
deployment  —  routers  with  ample 


memory,  disk  space  for  storing  high- 
quality  original  footage  and  licenses 
for  streaming  media  servers  —  are 
dwarfed  by  the  cost  of  systems  inte¬ 
gration  and  access  to  professionals 
with  experience  to  manage  a  fail-safe 
network. 

Streaming  Media,  a  company  that 
conducts  conferences  on  the  topic,  sur¬ 
veyed  111  companies  and  found  that 


they  averaged  $954,328  to  establish  and 
operate  their  streaming  media  program 
in  the  first  two  years. 

Companies  may  achieve  increased 
return  on  investment  through  out¬ 
sourcing,  because  they  do  not  need 
to  make  upfront  capital  expenditures. 
However,  most  companies  today 
manage  their  streaming  infrastruc¬ 
ture  in-house. 


The  setup 

■  BY  CHRISTINE  PEREY, 

NETWORK  WORLD  GLOBAL  TEST  ALLIANCE 

hree  distinct  groups  of  technology 
must  be  combined  when  deploying 
streaming  media  in  a  corporation. 

Creating  content 

The  ability  to  create  streaming  media 
content  begins  with  video  or  audio  cap¬ 
ture  tools,  such  as  cameras  and  micro¬ 
phones,  followed  by  digitizing,  encoding 
and  compression  tools. 

Since  these  processes  are  computation¬ 
ally  intensive,  they  are  frequently  acceler¬ 
ated  with  hardware  from  ViewCast, 
Optibase,  Pinnacle  Systems  and  others. 

Managing  and  distributing  content 

Storing  streaming  media  content  during 
production  or  on  completion  does  not  re¬ 
quire  any  particular  storage  device.  How¬ 
ever,  it  is  likely  to  consume  significant  re¬ 
sources.  For  example,  one  minute  of  fin¬ 
ished  content  transmitted  at  100K  bit/sec 
will  take  up  approximately  6M  bytes.  If  the 
content  must  be  encoded  in  multiple  for¬ 
mats,  then  the  storage  requirements  must 
be  doubled. 

In  corporate  video  production,  the 
video  is  already  compressed  as  much  as 
possible  for  a  given  frame  rate  and  win¬ 
dow  size.  Secondary  compression  using 
nonvideo  tools  does  not  produce  satis¬ 
factory  results. 

Some  vendors  index  their  content  to 
make  it  easier  to  retrieve.  Other  platforms  or 
technologies  then  publish  content  to 
servers  designed  to  push  streaming  media 
to  users.  Generally,  a  publishing  “engine”  is 
manual  in  the  early  stages  of  a  deployment 
and  increasingly  automated,  using  tools 
such  as  Real  Producer  and  Microsoft  Pro¬ 
ducer,  as  the  number  of  events  increases. 

To  deliver  time-based  content  to  any  IP- 
connected  desktop,  bandwidth  needs  to 
be  available.  A  business-quality  streaming 
media  experience  in  a  quarter-screen  win¬ 
dow  at  20  frames  per  second  is  usually 
compressed  to  100K  bit/sec. 

For  on-demand  applications,  each  user 
connects  with  a  server  in  a  one-to-one 
relationship.  To  preserve  wide-area  band¬ 
width,  frequently  requested  files  are  pre- 
loaded  on  content  caches  on  the  edges 
of  the  network. 

Some  companies,  such  as  CacheFlow, 
Network  Appliance  and  Inktomi,  include 
streaming  media  management  layers  for 
their  standard  caches. 

Others,  such  as  Starbak,  Vividon  and 
Digital  Fountain,  offer  specialized  appli¬ 
ances  for  storing  and  delivering  media  to 
large  audiences.  These  accelerators  and 
streaming  servers  can  reside  in  a  network 
operations  center  or  in  racks  in  regional 
points  of  presence. 

Service  providers  are  often  involved  in 


the  delivery  of  streaming  media  to  large 
audiences. 

When  building  an  enterprise  network, a 
management  application  is  recommend¬ 
ed.  Companies  such  as  Digital  Pipe, 
enScaler  and  VideoSpheres  offer  special 
platforms  for  easy  event  and  network 
provisioning,  subscriber  addition,  cus¬ 


tom  content  groupings  and  the  ability  to 
filter  content. 

For  live  events,  IP  multicasting  is  widely 
recommended.  Companies  such  as 
Multicast  Technologies  offer  access  to  an 
IP  multicast  cloud  for  the  purpose  of  effi¬ 
ciently  delivering  video  to  multicast 
groups. 


Seeing  is  believing 

At  the  client,  the  software  for  decoding 
and  displaying  the  streaming  media  con¬ 
tent  (primarily  Real  Player  and  Windows 
Media  Player)  is  relatively  simple  and 
compatible  with  all  current  operating  sys¬ 
tems.  Speakers  or  headphones  are  an 
additional  requirement.  ■ 


p  Accelerate  millions 
of  SSL  transactions 

►  Update  content  and 
applications  on 
global  servers 
automati ca l ly 

►  Send  selected 
traffic  to  partner 
CDN  sites 

►  Automatically  route 
traffic  via 
intelligent  server 
load  balancing 

Cache  streaming 
media  for  better 
quality  and  speed 
at  lower  costs 

Centralize  management 
for  complete  control 
of  network  and 
appli cations 


Mission  critical?  That's  an  understatement.  eBusiness  or 
enterprise,  you  depend  on  your  network  like  never  before. 
You  need  F5  like  never  before.  Only  F5  Networks  —  not 
any  other  company  —  gives  you  an  end-to-end  Internet 
traffic  management  and  content  delivery  solution  that  is 
perfectly  scalable,  remarkably  integrated  and  ready  for 
anything.  Our  open  Internet  Control  Architecture,  iControl1" 
platform/API  and  suite  of  award-winning  products  help 
you  create  the  perfect  application-aware  network. 
And  keep  it  under  control.  Find  out  why  F5  is  the  leader. 
Visit  www.f5.com  or  call  1.-888-882-44*7. 
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General  Mills  cooks  up  streaming  media  programming. 


Video  network  of  champions 

■  BY  CHRISTINE  PEREY,  NETWORK  WORLD  GLOBAL  TEST  ALLIANCE 


For  Tom  Forsythe,  the  crowning  achievement  of  his  streaming  media  initiative  occurred  on  Nov.  1 ,  when 
the  General  Mills  acquisition  of  Pillsbury  took  effect. 

An  estimated  20,000  employees  from  the  combined  companies  tuned  in  to  a  special  live  broadcast  from 
General  Mills  headquarters,  Pillsbury  headquarters  and  the  floor  of  the  New  York  Stock  Exchange,  where 
the  company  chairman  rang  the  opening  bell.  Most  employees  based  in  large  facilities  watched  the  broad¬ 
cast  over  streaming  media  on  the  enterprise  network. 

After  the  40-minute  event,  the  broadcast  was  split  into  two  channels,  with  the  operations  group  taking  over 
one  channel  and  the  worldwide  sales  group  taking  over  the  other,  for  additional  live  meetings  with  employ¬ 
ees.  Forsythe  says  the  initiative  —  named  Champions  TV  after  General  Mills’ Wheaties, “the  breakfast  of  cham¬ 
pions” —  is  playing  an  important  role  in  creating  a  “unifying  culture”  at  the  combined  companies. 


But  Forsythe’s  foray  into  streaming  media  certainly  didn’t  start  out  so 
grand.  In  1998,  as  director  of  corporate  communications  at  General 
Mills,  his  goal  was  to  improve  on  the  existing  system  of  sending  out 
VHS  tapes  of  corporate  messages. 

He  went  to  conferences  and  talked  to  colleagues  in  search  of  “a 
solution  that  had  already  been  developed.’’  Unfortunately,  he  found 
that  “the  people  I  spoke  with  hadn’t  figured  it  out  either.” 

So  Forsythe  challenged  the  IT  group  at  the  $8.5  billion  packaged 
foods  company  to  figure  out  a  way  to  make  streaming  media  pro¬ 
gramming  available  to  employees  worldwide.  IT  came  back  and 
reported  that  the  infrastructure  to  support  streaming  media  wasn’t 
in  place  and  that  the  tools  to  create  and  distribute  streaming  media 
were  prohibitively  expensive. 


But  Forsythe  wasn’t  deterred.  He  used  in-house  resources  to 
develop  a  content  scheduling  tool,  and  with  help  from  Microsoft, 
the  IT  group  integrated  the  existing  video  studio  with  servers  and 
Microsoft  Windows  Media  technologies  built  into  existing  operat¬ 
ing  systems. 

Initially,  only  20%  of  the  company  could  access  Champions TV.“We 
chose  to  implement  something  that  on  day  one  not  everyone  could 
access,”  Forsythe  says.“Qur  view  was  that  in  time,  bandwidth,  routers 
and  everything  would  come  along.  We  created  demand  for  content 
and  service  that  would  drive  the  deployment  of  resources.” 

Today,  60%  of  the  company’s  employees  are  able  to  view  stream¬ 
ing  media  at  the  desktops  and  kiosks  at  70  locations.That  includes 
6,500  desktops  in  the  original  General  Mills  infrastructure  and  3,500 
at  Pillsbury. 


The  packaged  foods  company  streams  video  to  5,000  end 
General  Mills  users  at  corporate  headquarters  in  Minneapolis  and  an 
additional  5,000  remote  users. 
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•  Video  server  streams  content  at  110K  bit/sec  to  Cisco  routers. 

•  Video  stream  is  routed  across  three  campus  subnets  to  5,000  end  users  over  a  mix  of  shared  10M  bit/sec  and  switched  100M 
bit/sec  Ethernet  links  or  sent  to  5,000  remote  users  over  384K  bit/sec  frame  relay  links  and  dedicated  T-1  connections.  WAN 

links  extend  to  Canada,  England  and  China. 


Streaming  success 

Champions  TV  streams  24  hours  per  day,  every  day.  Programming  is 
created  in  eight-hour  blocks, so  people  on  every  shift  can  view  it.They 
can  also  search  and  retrieve  content  from  the  company’s  streaming 
media  archives. 

Even  today,  Champions  TV  doesn’t  transmit  at  30  frames  per  sec¬ 
ond,  the  equivalent  of  television  quality, and  the  speed  considered  a 
benchmark  for  most  viewers.  Forsythe  says  the  streaming  rate  is  typ¬ 
ically  20  frame/sec  and  sometimes  15  frame/sec. 

But  no  one  can  argue  with  the  success  of  the  initiative.  Regular  pro¬ 
gramming  includes  the  chairman’s  quarterly  report,  the  annual  com¬ 
pany  meeting,  departmental  meetings,  training  materials  and  product 
demonstrations. 

“Often  people  cite  saving  money  as  their  motivation  for  deploying 
streaming  media,  but  that  wasn’t  the  motivation  of  this  project.lt  was 
started  and  remains  a  communications-driven  project. The  objective 
with  communications  is  always  to  increase  reach,  quality  and  fre¬ 
quency.  Now,  with  streaming  media  we  have  these,  plus  the  intimacy 
of  interactivity’  Forsythe  says. 

Many  Champions  TV  live  events  let  employees  submit  questions 
via  chat  from  any  location  to  the  production  studio. 

Forsythe’s  concern  now  is  that  streaming  media  is  becoming  too 
successful.  “Our  next  challenge,  since  it  is  so  convenient  to  watch 
Champions  TV  from  your  desk,  is  that  it  might  have  a  negative  affect 
on  the  turnout  at  our  company  meetings.  We  want  to  make  sure  that 
we  have  good  live  attendance  at  these  events.”  ■ 
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Choosing  the  right  recruiter 

Despite  the  downturn,  now’s  the  time  to  cultivate  relationships  with  those  who  can  get  you  top-tier  IT  talent 


BY  TODD  HAND 


Vern  Brownell  understands  the  need  to  estab 
lish  relationships  with  the  best  recruiters. 
When  he  was  CTO  at  Goldman  Sachs, 
turnover  was  only  5%  per  year. 

Although  he  didn’t  have  to 
replace  many  departing 
employees,  Brownell 
arranged  for  a  few 
trusted  recruiters  to 
let  him  know  when 


they  found  an  out¬ 
standing  candidate 
regardless  of  whether 
there  was  a  job  opening 
at  the  investment  bank¬ 
ing  firm. 

“One  such  candidate  was  so  strong  that  we 
immediately  created  a  spot,  and  1  just  heard 
he  was  promoted  to  director,”  says  Brownell, 
who  is  now  CEO  of  server  blade  vendor  Egenera. 

He  knows  the  reason  Goldman  Sachs  has  such  a  star  is 
because  the  recruiter  understood  the  company  and 
knew  what  would  make  an  exceptional  employee. 

Brownell  realizes  the  single  most  important  job  of  man¬ 
agement  is  to  stock  the  company  with  top  talent.  High-impact  employees 
are  the  ones  who  make  suggestions  that  save  the  company  lots  of  money,  or 
solve  problems  executives  may  not  even  know  exist.  The  challenge  is  these 
senior-level  staffers  are  the  hardest  people  to  find  and  hire. 

Why  mention  recruiting  during  a  time  of  rising  unemployment?  First,  the  slowdown 
won’t  last  forever.  Economists  are  predicting  at  least  a  partial  turnaround  sometime 
this  year.  Second,  many  IT  positions  that  were  eliminated  to  save  costs  will  need  to  be 
filled  during  the  recovery. Third,  there’s  still  nothing  more  important  to  a  managers 
success  than  the  quality  of  his  team. 

Regardless  of  market  conditions,  there’s  always  a  direct  correlation  between  the  cal¬ 
iber  of  candidates  and  the  caliber  of  the  recruiters  who  find  them.  If  you  work  with 
the  best  recruiters,  odds  are  the  best  candidates  will  follow. 

Top-notch  IT  pros  want  to  see  a  company’s  commitment  to  hiring  other  quality  peo¬ 
ple.  Therefore,  higher-level  candidates  make  assumptions  about  the  company  as  a 
whole  based  on  the  quality  of  the  recruiters  the  firm  trusts  to  find  employees  and 
bring  them  on  board.  If  a  business  has  low  standards  for  the  recruiters  it  uses,  this 
sends  a  warning  that  the  company  also  has  low  hiring  standards. 

Generally  most  recruiters  fall  somewhere  along  a  continuum  of  two  extremes  —  those 
who  supply  resumes  found  on  the  Internet  but  add  no  more  value;  and  those  who  work 
with  their  clients, committing  their  resources, aggressiveness  and  expertise  on  behalf  of  the 
network  executive.  Here  are  several  things  to  consider  when  evaluating  headhunters: 


•  Know  your  needs  before  deciding  on  a  retained  or 
contingency  arrangement.  While  both  charge  a  place¬ 
ment  fee  of  between  20%  and  30%  of  a  new  hire’s 
salary,  a  retained  search  requires  you  to  pay  a 
portion  upfront.  Generally,  retainers  work 
better  for  higher-level  positions  that  are 
expected  to  be  difficult  to  fill,  and  contin¬ 
gency  recruiters  concentrate  on  filling 
lower-level  jobs. 

•  The  first  impression  the  recruiter 
leaves  with  you  is  the  same  one  that 
person  will  leave  when  presenting 
your  opportunity  to  top  candidates. 
High-impact  people  quickly  dis¬ 
miss  recruiters  who  have  lousy 
opening  pitches.  Look  for  those 
who  make  strong,  honest  first 
impressions. 

•  Seek  a  recruiter  who  can 
tell  your  company’s  story.  Ask 
recruiters  to  tell  you  about  one 
of  their  recent  placements.  Listen 
to  how  the  recruiter  describes  the 
opportunity,  the  company  and  the 
hiring  manager.  This  is  how  that 
person  would  describe  your 
open  job  to  candidates. 

•  Forthrightness  is  crucial. 
Recruiters  who  withhold 
negatives  about  candi¬ 
dates  and  don’t  advise  their  clients  against  making  a 
poor  hiring  decision  are  only  concerned  about  col¬ 
lecting  a  placement  fee.  Ask  the  recruiter  to  describe 
a  candidate  and  determine  if  he’s  provided  an  honest 
evaluation  of  strengths  and  weaknesses. 

•  Sending  job  board  resumes.Top  recruiters  don’t  send 
resumes  that  the  company  could  find  by  performing  a  simple 
keyword  search  on  the  Internet. 

•  A  common  mistake  managers  make  in  choosing  recruiters  is  to  focus  on 
short-term  savings  in  the  form  of  low  fees.  In  doing  so,  you  could  be  sacrificing  long¬ 
term  impact.  There’s  too  much  at  stake  not  to  pay  a  little 
extra  to  bring  in  the  top  talent. 

Because  candidate  quality  is  the  first  objective  when 
filling  a  job,  it’s  critical  to  maintain  high  standards  for 
recruiters  who  introduce  prospective  employees  to  your 
company.  Yet  outstanding  recruiters,  like  all  service  pro¬ 
fessionals,  can  be  difficult  to  find.  Do  some  digging  and 
ask  peers  which  recruiters  they  recommend  and  why. 

“The  best  recruiters  act  as  an  extension  of  my  com¬ 
pany”  Brownell  says. “They  have  a  good  grasp  of  what  the 
industry  is  doing;  know  my  peers  at  the  competition;  put 
us  in  the  best  position  to  land  the  best  candidates;  and 
have  my  best  interests  in  mind.” 


More  online! 


Hand  is  executive  managing  director  of  Talent  Capital 
Group,  a  retained  search  firm  in  Cambridge,  Mass.  He  can 
be  reached  at  thand@talentcapitalgroup.  com. 


Get  tips  on  choosing  a 
recruiter  who  can  help  you 
advance  your  own  career. 
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Look  for  these  other  great 
rack  accessories  from  APC: 

Fixed  and  Sliding  Shelves 
Cable  Management  Shelves 
Fans 

Keyboards/Keyboard  Drawers 
Stabilization  Kits 
Power  Distribution  Units 

Visit  www.apc.com 
for  more  information! 


High  quality  rack-mount  LCD  monitors  designed  to  maximize 
space  in  a  data  center  environment 

•  Provides  optimal  functionality  while  utilizing  only  1 U  (1 .75")  of  rack  space 

•  Includes  15”  LCD  monitor,  integrated  keyboard  and  integrated  pointing  device 

Cables _ 

•  APC  offers  a  comprehensive  line  of  cables  and  connectivity  solutions  to 
fulfill  the  connectivity  requirements  of  any  application  or  environment 


APC,  the  name  you  trust  for  power  protection,  also 
offers  a  comprehensive  line  of  non-proprietary  racks, 
rack  accessories  and  management  tools  that  provide 
you  the  flexibility  to  implement  a  highly  available, 
multi-vendor  environment.  APC  allows  you  to  create 
a  rack  environment  with  the  level  of  availability  you 


require,  and  provides  you  with  the  accessories  and 
management  tools  to  maintain  that  level  of  availability 
over  time.  Our  expert  Configure-to-OrderTeam  can 
custom  tailor  a  complete  rack-mount  solution  to  suit 
your  specific  requirements.  Contact  APC  today  and 
protect  your  rack  application  with  Legendary  Reliability  ”. 


Environmental  Monitoring  Unit 

UPS  card  for  network  administrators  to  monitor  environmental 
conditions  in  rack,  computer  room  and  data  center  environments 

•  Sensors  continuously  monitor  the  temperature  and  humidity  of  equipment  _ 

•  Four  user-definable  external  inputs  allow  use  with  sensors  for  fire, 
water,  smoke,  unauthorized  entry  and  physical  security 

•  Communicates  information  in  a  variety  of  formats  to  ensure  that  your  application  is  supported 


ProtectNet® 


Data  line  surge  suppressors  for  comprehensive  network/PC  system  protection 

•  Protects  against  surges  and  electrostatic  discharge  traveling  through  data  lines 


LCD  Monitors 


NetShelter®  VX  Enclosures 


Next  generation,  high-quality  enclosures 

•  Fully  ventilated  front  and  rear  doors  with  enhanced  ventilation  pattern  maximize 

•  Overhead,  base  and  side  cable  access  provides  easy,  integrated  cable  management 

•  Rear  Cabling  Channel  (42”deep  versions  only)  allows  for  easy  installation, 
access  and  serviceability  of  both  data  cables  and  power  distribution  cables 

•  Available  in  multiple  configurations:  35.5"  deep,  42"  deep,  beige  or  black 
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KVM  Switches 


Server  switches  designed  to  increase  system  availability  and  manageability 

•  4  and  8  port  models  available:  expandable  to  support  up  to  64  servers 

•  Models  available  that  support  Sun,  USB  and  PC  servers  simultaneously 

•  Built-in  scanning  feature  allows  you  to  automatically  monitor  your 
computers  without  intervention 

•  On  Screen  Display  (OSD)  functionality,  advanced  security  features 


NetShelter®  Open  Frame  Racks 


Economical  open  frame  solutions  for  wiring  closets  and  data  center 
networking  applications 

•  Designed  to  accommodate  networking  devices  such  as  hubs,  routers  and  switches 

•  Industry  standard  7'  high  design  provides  45U  of  equipment  mounting  space 

•  Self-squaring  design  allows  one-person  assembly 

•  Made  of  high-strength  6061 -T6  structural-grade  aluminum 


MasterSwitch™  Series 


Remote  power  distribution  for  network  administrators 

•  Users  can  configure  the  sequence  in  which  power  is  , 
provided  to  individual  receptacles  upon  start-up 

•  Built-in  Ethernet  interface  for  direct  connection  to  LAN 

•  Individually  control  8  on-board  power  outlets  for 
complete  and  flexible  management  of  attached  equipment 


APC  MasterSwitch  VM 
shown  mounted  inside 
a  NetShelter  VX 


APC:  UPSs  and  So  Much  More 


Configure  your  racks  with  APC.  Simply  visit  promo.apcc.com  today! 

Key  Code  d352y  •  Call  888-289-APCC  x6315  •  Fax  401-788-2797  _ 


Legendary  Reliability' 


©2002  American  Rower  Conversion  A#  Trademarks  are  the  property  of  the*  owners  APC4A1 ERUSa  •  Power  Fax  (8001 347-FAXX  •  Emad:  apcmfo@apcc  com  •  132  Favyounds  Road.  West  Kingston,  Rl  02892  USA 
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Bravo,  Raritan! 

fyskrful  Suitcltes 


A  full  range  of  server  management  products 

For  more  than  1 2  years,  the  toughest  critics  -  over  25,000  IT  professionals  - 
hove  experienced  the  beautiful  music  of  Raritan  KVM  solutions.  Every 
Raritan  KVM  switch  includes  a  dedicated  microprocessor  for  every  port  to 
prevent  keyboard/mouse  lock-ups  and  premium  circuitry  for  top  quality 
video,  providing: 

Tefal  Scalability  -  Whether  you  require  access  for  l  or  32  simultaneous 
users,  manoging  2  computers  at  your  desktop  or  2,000  systems  at  a  server 
farm,  Raritan  has  a  scalable  solution. 

Total  Out-of-Band  Control  -  BIOS-level  access  to  servers,  even  when  the 
network  is  down  -  no  network  bandwidth  required. 

Total  Convenience  -  Plug  and  play  set-up  with  coax  or  Category  5  UTP 
cable,  multi -platform  support,  on-screen  user  interface,  and  non-blocked 
access  to  all  connected  devices  -  without  software  or  a  separate 
administration  network. 

Total  Security  -  "Bullet-proof"  security,  with  1 28-bit  SSL  encryption  for 
KVM  access  over  IP. 

Total  Choice  of  Access  Method  For  large-scale  IT  environments,  Raritan's 
Paragon-TeleReach  solution,  winner  of  Network  Computing's  Editor's 
Choice,  provides  superior,  secure  direct  access,  with  KVM  access  over  IP 
when  you  need  it.  Direct,  or  "over  IP"-  the  choke  is  yours. 
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Raritan. 

www.raritan.com 

800-724-8090 


Rorifon  ond  Porogon  ore  registered  trademarks  of  Ranlan  Computer,  Inc. 


Authorized  Reseller 

Buy  Sell  Lease  Repair 

New  Refurbished  Used 


Routers 

Switches 

Hubs 


Nortel 

Memory 

ISDN 


DSU/CSUs 

3Com 


1  877  231  2451 


DATAPRODUCTS! 


www.wdpi.com 

Email:  cisco6@wdpi.com 
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Server  Manage) 


CONSOL  IT 

ECUREJT 


MANAGE  IT 

FROM  ANYWHERE 


Rose  Electronics  KVM  switches  allow  single  or 
multiple  workstations  to  have  local  or  remote  access 
multiple  computers  located  in  server  rooms  or  on 
desktop. 

Rose  is  a  leading  KVM  switch  manufacj 
most  complete  range  of  server  manager^ 

A  KVM  industry  pioneer,  Rose  is  known* 
technically  superior  and  price  comi 

Zwif/mir.  — 

From  simple  access  to  complex  configurations; 
provides  easy  server  management  solutions. 


Vista™ 

Low  cost  single-user  KVM  switch 
Supports  up  to  64  computers 


flHView  Pro™ 

Professional  single-user  KVM  switch 
Supports  up  to  256  computers 


Serial 


UltraMatrix™  X-series 
Enterprise  class  multi-user  KVM  switch 
4  -  250  KVM  stations  to 
1 ,000s  of  computers  or  servers. 


UltraLink™ 

KVM  digital  remote  access 
over  Ethernet  or  modem 


CrystalView™ 

Extends  your  KVM  station 
up  to  1,000  feet  away 
from  your  computer  using 
a  CAT-5  cable 


RackView  ™ 

Rack  mounted  1 U  or  2U  KVM  drawer 
with  optional  KVM  switch 

0. 

ELECTRONICS 


ace 


The  Hub  of  the  Network  Buy 


device  server 


1/4/8/16/32/48  RS-232  ports  on  1U  of  rack  space 
First  Linux-based  Terminal  Server  in  the  market 
IP  Filtering,  RADIUS,  and  Secure  Shell  (SSHv2) 
Linux,  FreeBSD,  Sun,  HR  and  IBM  compatible 
No  unintentional  breaks  (Sun)  LINUX 

Off-line  data  buffering  inside 


s. 


The  Cydades-TS  Series  gives  me 
convenient  and  secure  access  to 
servers  and  network  equipment, 
whether  I'm  on  site  or  on  the  road. 

It  packs  up  to  48  ports  on  1 U  and  a 
combination  of  features  that  is  not 
offered  by  any  other  product  on  the 
market  today.  The  Cydades-TS  is  the 
COMPLETE  console  access  server. 


00® 

000® 

The  Leader  in 
LINUX 

Connectivity 


www.cyclades.com 
1.888.CYCLADES  1.888.292.5233 
510.770.9727 
sales@cyclades.com 
Fremont,  CA 


CYCLkDES 


My  job  .  .  . 

find  a  compelling  way  to  improve  my  IT  skills  and  get  certified. 


OnlineExpert.com 

by  LearnKey 


I  needed  a  convenient  way  to  sharpen  my  IT  skills  and  master  certification 
objectives.  What  I  found  was  a  dynamic  e-leaming  program  with  a  proven 
strategy  and  a  99%  certification  success  rate.  OnlineExpert  uses 
full-motion  video  to  bring  expert  instructors  right  to  my  desktop. 

Hands-on  labs  help  reinforce  learning  concepts  and  online 
mentors  are  there  to  keep  me  motivated  and  on  track. 

OnlineExpert  is  a  dynamic  learning  resource  for  IT  professionals  - 
I  wouldn't  be  certified  without  it. 

OnlineExpert.com  -  Find  it.  Use  it.  Like  it. 


Microsoft*  •  CompTIA*  *  Novell*  •  Cisco*  •  Lotas*  •  Adobe*  •  Linux  •  Corel*  LOdTO  FrOfll 

The  Experts  “ 


2  for  1  Online  Courses 
Corporate  Discounts 
e-learning  Deployment  Plan 
Try  it  FREE! 

www  leamkey.  conVnww 


1.800.865.0165  •  onlineexpert.com  *  limited  Ha*  ott*«,  torn*  r*str1dl**L 

©  2002  LearnKey,  Inc.  IK172801 
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EQUINOX 

PCI  Multi-modem  Adapters 

With  a  price  per  port  and  performance  that  can't  be  beat 
Equinox  PCI  Multi-modem  Adapters  deliver  flexible  and 
cost-effective  dial-access  connectivity. 


Compare  for  yourself! 

Equinox  PCI  Multi-modem  Adapters 
provide  a  44%  to  36%  savings 
over  the  leading  competitors 
of  similar  products. 


Our  PCI  Multi-modem  Adapters 
are  available  in  4  and  8-port  models 
and  are  scalable  to  32  ports  per  server 


SST-MM8P  PCI 


Equinox  Multi-modem  Adapters 
install  in  minutes  and  require  no 
interrupts.  They  are  compatible 
with  most  popular  operating 
systems  and  are  easily  deployed, 
highly  manageable  and  available 
at  a  price/performance  point 
that  is  truly  unmatched. 


Tty  before  you  buy! 

Call  Today!  800-275-3500,  ext.  615 
or  +1  -954-746-9000,  ext.  399 
for  your  FREE  30-day  evaluation. 
Email:  sales@equinox.com 


an  Avocent  Company 
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The  premiere  designer  and  manufacturer 
of  modular  ergonomic  computer  support 
furniture,  enclosures  &  cabinets. 

Racking  Systems  •  Enclosures  •  19"  Rackmount  • 
Relay  Racks  •  Personal  Workstations  •  KVM 

2-61  Borden  Ave.  L.I.C,  NY  11101 

www.hergo.com 


888.410.0671 


ax: 


Global  Technology  Associates,  developers 
of  firewall  products  since  1 994,  proudly 
expands  the  GNAT  Box  firewall  system 
offerings  with  the  RoBoX,  a  desktop 
appliance  for  remote  and  branch  offices 
at  an  affordable  price. 


•  10,000  concurrent  connections 

•  Stateful  packet  inspection 

•  Three  1 0/1 00  NICs  with  DMZ 

•  IPSec  VPN  with  mobile  user  support 

•  DNS  and  DHCP  services 

•  Dynamic  &  Static  NAT 

•  Broadband  ready  -  PPPoE  support 


Powered  by 

ICS  A  certified  GNAT  Box  System 


Sales:  (800)  775-4GTA 
Tel:  (407)  380-0220 
Email:  info@gta.com 
Web:  http://www.gta.com 


BoX 

Firewall 


% 


“Big  Security  in  a  Small  Box 
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^Global  Technology  Associates,  Inc. 

Firewall  developers  since  1994 
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tPlace 


The  Hub  of  the  Network  Buy 


Copyright  SharkRack.  Inc.  SharkRack  is  a  trademark  of  SharkRack  Inc.  All  rights  reserved  NetBotz  is  a  trademark  of  RackBotz  Inc.  HP  is  a  trademark  of  Hewlett  Packard,  Inc.  Compaq  is 
a  trademark  of  Compaq  Corp  Sun  is  a  trademark  of  Sun  Microsystems.  Inc  Cisco  is  a  trademark  of  Cisco  Systems.  Inc.  All  other  trademarks  are  the  property  of  their  respective  holders 


vSHARK  877-427-5722 
Ji  rAvK  www.sharkrack.com 
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SharkRack™ 
Systems  are  the 
leading  racking 
solution  for  multi¬ 
vendor  configura¬ 
tions.  We  rack 
Sun™,  Cisco™, 
Compaq™,  HP™ 
and  almost  any 
19”  El  A  standard 
unit.  Our  current 
Sun™  rack-mount 
kits  include: 

•  SunFire™  3800- 
4800  series 
servers 

•  E3500,  E4500 

•  A5000 

•  T-3 

•  Many  more, 
see  web  site 
for  details 


Wondering  How  To  Get  More 
Out  Of  Your  Data  Center? 


Try  SharkRacks™.  Our  rack-mount  units  will 
safely  house  virtually  any  19”  EIA  standard  unit. 
Have  Suns?  No  problem.  What  about  Cisco  gear, 
or  Compaq,  or  HP  servers?  Sure.  We  can  rack 
that.  With  SharkRack  you  get  a  great  looking 
cabinet.  Our  space  savings  and  cabling  features 
will  organize  your  systems.  Most  importantly,  with 
our  NetBotz  unit  watching  over  your  systems, 
you’ll  always  know  what’s  going  on.  Call  us  today 
or  log  on  for  more  details  to  see  how  we  can  help 
you  save  space,  keep  cool,  and  look  good. 


The  SharkRack  LCD  monitor  and 
keyboard  has  TFT  quality  video 
imaging  on  a  sliding  tray  that  is 
only  1.75”  high. 


The  NetBotz™  RackBotz  unit 
installs  in  a  cabinet  and  monitors 
internal  conditions.  If  a  problem 
occurs,  it  will  send  out  an  alert  by 
email,  pager,  or  other  device. 


Botz 


Sentry  :  PowerTower 


How  do  you  reboot  l6 
equipment  units... 


ft  Sentry  power  tower 


Your  Zero  U  Reboot  Solution 


16  remotely  addressable  power  outlets  - 
The  highest  density  available  of  any 
Remote  Power  Management  vertical  strip, 
jo-amp  pewe-  input  feed  distributed 
across  16  outlets. 

Mounts  vertically  In  your  equipment  rack  or 
cabinet  and  requires  Zero  U  of  rack  space, 
toad  Sense  provides  real-time  current 
monitoring  In  the  remote  screen  Interface 
ami  through  a  built  in  LEO  display  for  on¬ 
site  measurement. 

Power-up  sequencing  of  all  16  outlets 
prevents  an  In-rush  current  overload. 
ip.  Mcdein  or  RS-232  Internees  for  easy, 
c  atcure  power  management  of  remote 


Install  the  new  Sentry  Power  Tower  In 
your  data  center,  NOC  or  co-lo  facility 
and  gain  the  advantage  of  remotely 
rebooting  up  to  16  of  your  equipment 
units  -  without  occupying  any  space  in 
your  rack  or  enclosed  cabinet 

Try  the  New  Sentry  Power  Tower  in  your 
rack  or  cabinet  and  realize  the  benefits 
of  Intelligent  Power  Distribution  and 
Remote  Power  Management 


See  cur  complete  product  line  at  wwwjervertedi.com 
or  call  800.83j.1515  or  775^84.2000 
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Another  great  product  from 

Server  Technology,  Inc. 


Reading  someone 
else's  copy  off 
Network  World ? 

Apply  for  your  own  FREE 
subscription  go  to 

wiAiw.nwvtfSubscribe.com/pa 

and  subscribe  today! 

Week  after  week  Network  World 
gives  you  late  breaking  news 
and  in-depth  insights  on 
infrastructure,  carriers  and  ISPs, 
enterprise  applications,  technology  updates, 
security,  building  resilient  networks,  video 
conferencing  and  management  strategies. 


PLUS... 


•  Enterprise  level  product  testing 


•  Product  Buyers  Guides 


NetiMWorid 

E3 LEADER 
IN  NETWORK 
KNOWLEDGE 

|  Print  •  Dnli»«  •  Eviiu| 
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•  Management  surveys 

•  Signature  Series  Special  Issues 


Apply  for  your  FREE  Subscription  Today 

www.nwwsubscribe.com/pa 


Telnet  and  Dial-Up  Console/AUX  Port  Switch 

Cost  Effective  Terminal  Server  Alternative 


lOBase-T  Ethernet  Interface 


RS232  Ports 


(  Console  Management  Switch  (CMS) 


8, 16  or  32  RS232  DB-9  Serial  Ports 
Simultaneous  Telnet  Sessions 
Non-Connect  Port  Buffering  -  32K 
IP  Security  Features 

Modem  Auto-Setup  Command 
Strings  (User  Definable) 

NEBS  3  Approved 


UNIX 

CONSOLE 


ROUTER  DSU/CSU 

CONSOLE  CONSOLE 

mm 


REMOTE  ACMMSITWOR 


Telnet  and  Dial-Up  Network  Power  Switch 

Reboot  Locked-up  Equipment 


Local  RS232  Console  Port 


Dual  15  Amp 
Power  Circuits 


Modem  Port  for 


Individually  Controlled  Outlet  Plugs  (8) 


lOBase-T  Ethernet 
Interface 


19”  Rack  Brackets 
Allow  Front,  Back, 
or  Center  Mounting 


Out-of-Band  Management 


Power  Switch  (NPS) ) 


(  Network 

•  8  Individual  Outlets 

•  On/Off/Reboot  Switching 

•  Integral  lOBase-T  Interface 

•  Co-Location  Features 


•  Outlet-Specific  Password  Security 

•  Network  Security  Features 

•  115-VAC  (230-VAC  available) 

•  Power-Up  Sequencing 


□ 

□ _ WWW.Wti.com _ (800)  854-7226 

western  telematic  incorporated  Keeping  the  Net. .Working! 

5  Sterling  •  Irvine  •  California  •  92618-2517 
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Quickly  Pinpoint, 
Pre-solve  and  Prevent 
Network  Problems 


There  Is  A  Better  Way  To  Troubleshoot 
&  Manage  Your  Network — Observer® 
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i  ComPaI 

■Jar 


Observer — Identifies 
network  trouble  spots  and  costs 
thousands  less  than  expensive 
hardware-based  analyzers. 

Full  packet  capture  and  decode 

for  over  500  protocols,  including 
TCP/IP  (v4  &  v6),  NetBIOS/NetBEUI, 
XolP,  SNA,  SQL,  IPX/SPX,  Appletalk 
and  many,  many  more! 

*  Switched  mode  sees  all  ports  on  a  switch 
gathering  statistics  from  an  entire  switch  or 
capture/statistics  from  any  port(s) 

Long-term  network  trending  collects 
statistical  data  for  days,  weeks,  months, 
even  years 

Real-time  statistics  include  Top  Talkers, 
Bandwidth,  Protocol  Statistics,  and 
Efficiency  History 

Ethernet  ( 10/100/1000 ).  Token  Ring,  FDDI 

•  Windows •  98/Me/NT Y2000/XP 
compatible 

•  Over  4,000  frame  types  recognized 


Expert  Observer — Includes  all  of  the 
features  of  Observer  plus  real-time  and 
post-capture  expert  event  identification 
and  analysis — new  SQL  and  Frame  Relay 
experts  add  to  the  many  other  protocols 
covered,  time  synchronization  technology, 
and  modeling  of  network  traffic. 

Observer  Suite — Provides  a  full 
complement  of  tools  that  includes  all 
of  the  features  of  Expert  Observer  plus 
SNMP  management,  RMON  console/ 
Probe  and  Web  reporting.  Includes  one 
remote  Probe. 

If  you  have  any  network  problems . 
find  out  the  cause  with  Observer, 
Expert  Observer,  or  Observer  Suite. 


NETWORK 

INSTRUMENTS 


Observer 

ms 


Expert 

Observer 

$2095 


Observer 
Suite 
$ 3995 


Call  800-526-7919  or  visit  us  online  for  a  full-featured  evah.:V-or. 

www.networkinstruments.cori; 

US  (952)  932-9899  •  Fax  (952)  932-9545  •  UK  &  Europe  +44  (0)  1959  569880  *  far  +44  (5;  533  SS&tf  - 
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©  2001  Network  Instruments.  LLC.  Observer,  “Network  Instruments"  and  the  “N  with  a  dot"  logo  are  registers']  trademarks  of 
Network  Instruments.  LLC.  All  other  trademarks  are  property  of  their  respective  owners. 
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arketPlace 


The  Hub  of  the  Hetwork  Buy 


& 

Sell 


CISCO 


New  &  Used 

Fully  Guaranteed 

Se  habla  Espanol  W  S 

Overnight  Delivery 

Wlr  sprechen  Deutsch  III 

Routers 
Switches 
Interface  Modules 
Access  Servers 
Accessories 


800.451.3407 

SO  Castilian  Drive.  Suite  110.  Santa  Barbara.  CA  93117 


www.net  workhardwar€.com 

'  •  S'  ■  '  g 

BUY  ONLINE 


NETWORK  HARDWARE  RESALE 


>  CISCO  ►  Juniper  >-  Lucent 

V  www.  digitalwarehouse.  com  > 

DIGITAL  WAREHOUSE 

Your  Information  Superhighway  Discount  Sources 


>  Nortel 
Foundry 
>•  Extreme 


>  Marconi 
>•  Adtran 


Quick  Eagle 


Netfast  Communications  Inc.,  56  29  56 ^  Drive ,  Maspeth,  NY  1 1378  USA 
Phone:  1-888-892-4726  or  718-894  7500  Fax:  71 8  894  1 573 

Network  World  5/2001 


/  ~7s:l 

Network  Products  and  Services 
with  Network  World's  Marketplace. 
Call  800-622-1108  ext.  6507 


CISCO,  BAY/NORTEL,  3COM,  CABLETRON,  EXTREME,  FOUNDRY,  JUNIPER 


BY  ORDER  OF 

VALIANT  NETWORKS,  INC. 

Complete  Optical  Network  Design  &  Test  Faculty 

11AM,  TUESDAY,  JANUARY  22 

LOCATION:  6850  Santa  Teresa  Blvd.,  San  Jose,  CA  95119 

INSPECTION:  Mon.,  Jan.  21,  9am-5pm  &  Tues.,  Jan.  22,  9am  morning  of  sale. 


OVER  $15  MILLION  ACQUISITION  COST 

SUN  SERVERS,  CISCO  &  EXTREME  NETWORKS  SWITCHES  &  ROUTERS 
TELECOMMUNICATIONS  &  FIBER  OPTIC,  TEST,  MEASUREMENT,  & 
ANALYSIS  EQUIPMENT  •  100s  OF  DELL,  HP,  COMPAQ,  &  SONY 
NOTEBOOKS  &  PCs  •  (100+)  18.1“  LCD  MONITORS  •  HUNDREDS  OF 
17"-21"  MONITORS  •  COMPLETE  NETWORK  OPERATIONS  CENTER  • 
100s  OF  MODULAR  OFFICE  WORKSTATIONS,  ASSORTED  OFFICE  SEAT¬ 
ING,  COPIERS,  FAX  MACHINES,  PRINTERS,  SCANNERS  AND  MORE! 


mmUGEDBY  WLV/Jfll  ALEXANDER 

EQUIPMENT  GROUP 

ik  comm  m  CAM  AUCTION  SERVICES 


888-875-SOLD 

offices:  ios  mens  »  mm  *  wm  •  sm  tmisco 


Get  More  for  Today's  Budget! 

Contact  BIZI 
to  SAVE  up  to  80% 

•  50-80%  Savings  off  Retail  List  Prices 

•  120-Day  Warranty 

•  100%  30  Day-Money  Back  Guarantee 

•  Large  Inventory,  Same  day  Shipping 

•  Supplying  Quality  Networking  Products 
for  Over  10  Years  with  In-House  Technical  Support 

Request  a  Quote  on-line  at: 

http://www.bizint.com  or  info@bizint.com 

(877)  438-2494 

or  (315)  458-9606  fax:  (315)  458-9493 
We  Buy,  Sell,  Trade  and  Lease... 


Your  global  partners  In  new  &  quality 
pre-owned  networking  equipment 


Save  big  on  new/ used:  >  Routers  ►  Gigobit/FE/ATM  Switches 
>•  Access  Servers  >  Optical  Networking  >•  Wireless  BUY/SELL/RENT 


sic  our  wcbsiti  for  MORE  information:  www.CowanAlexander.com 


NORTEL  NETWORKS 
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m  Bay  Networks 
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Why  Are  We  The  Best? 


*  Nortel  Service  Contracts  •  Free  Technical  Support 

•  Nortel  Service  Renewals  •  Next-Day  Hardware 

Replacement 

•  Good  As  New  Gear, 

Same  as  New  Warranty 
-  at  Better  Than  New  Prices 

1 

Refurbished  Specials: 

ASN/2-J2mb  Refurbished  Advanced  Stack  Node  Bundle 

Indudes  AF0002E15-32mb  Redundant  Base  Unit 
lx  54000  Dual  Ethernet  lx  AF2t  1 1005  Quad  Sync 
j  tx  AA001 1004  Fast  Packet  Cache,  lx  AF2I040I3  128  bit  Compression  Module 

Special  $2,995 

j  Say  Stack  3S0T-HD  (AL2012E10)  24  Port  10/100  switch 

I  Rcfurtxshed  Grades  may  vary.  “A"  Grade  sale  price  $350.00 
|  One  Year  Warranty 

As  Low  As  $150 

j  Buys  tack  4S0J4T  (AU0I2FI4)  24  Port  10/100  Stackable 

Special  $895 

]  Backbone  Router  Special- AC  1004005 

Rehrt  kxt  includes  Dual  100BT  with  the  Fast  FRE2-060-64mb 

Special  $3,249 

Ooni  wr.m  used?  Try  our  low  prices  on  new!  Call  Today! 

ft r  ft$e  Quote! 

4~8t.ANWAN 

(831  852-6926)  - 

Nafiono’  IAN  Exchange  •  WWW.nle.com 


Products 
purchased 
as  a  result  of 
Marketplace 
ads. 

✓  Hubs 

/  Routers 

✓  Software 
training 

✓  Memorv 
products 

✓  Ethernet 
Cards 


✓  Netware 
pr<  xlucts 

✓  Modems 

✓  Testing 

equipment 

✓  Multiplexers 
/  File  Servers 

✓  etc. 

✓  etc. 


Systems/Features/Memory 


Also  Available:  wellfleet,  Bay,  Fore, 
Xylogics,  Livingston,  &  Ascend 

in  Stock  •  Fast  Delivery  •  No  Expedite  Charges 

COMSTAR,  INC. 

The  HI  Network  Remarketer 

612*835*5502 

Fax  612.8S5»1927  E-Mall:sales@comstarlnc.com 


For  more  information  on 
advertising  in  Network 
World’s  Marketplace  contact: 

Enku  Gubaie,  800-622-1108 
ext.  6465,  egubaie@nww.com 
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Cable  University 

(800)  537-8254 
www.CatileU.net 

FREE  online  training  in  network 
|  cabling  installation  &  maintenance! 

NetworkTraining.com 

|  (800)  NET-SKIL 
(800)  638-7545 
I  Network  Analysis  &  Tool  Training 
j  Certified  NetAnalyst  Testing 

BNETSYS  Inc. 

(800)  BNETSYS 
www.bnetsys.com 
Instructor  led  &  online  Cisco 
certification  training  @  no  charge 

To  Place  Your 
Listing  Here 
Call  Enku  Gubaie 
at  1-800-622-1108 


Contact  these  companies 
today  to  help  you  with  your 
training  needs! 


IT  CAREERS 

Advertising  Supplement 


IT  Careers  in  Security 


Every  cycle  of  the  economy  tends  to  produce 
some  opportunity,  and  such  is  the  case  with 
information  technology  security.  Even  prior  to 
Sept.  11,  companies  were  examining  how  to 
stage  themselves  for  a  new  understanding  of 
business  conducted  via  Is  and  Os.  With  the 
addition  of  national  security  to  the  mix,  IT 
security  represents  one  of  the  most  formidable 
areas  of  growth  for  IT  careers  for  2002. 

Jerry  Lewis,  a  partner  in  Dallas  with 
PricewaterhouseCoopers,  says  the  IT  security 
business  has  been  picking  up  for  the  past  eight 
months.  "With  the  slowdown  in  the  economy,  a 
lot  of  companies  are  stepping  back  and  looking  at 
what  they  want  in  terms  of  their  long-term  posi¬ 
tion  with  e-business,"  says  Lewis.  "For  many,  that 
means  developing  a  security  infrastructure  that 
will  support  growth." 

According  to  Lewis,  IT  security  was  viewed,  in 
the  past,  as  a  back  office  operation. That  has 
changed,  as  security  and  identity  management 
have  become  crucial  aspects  of  an  e-business 
operation.  Similarly,  government  agencies  are 
pushing  the  envelope  in  establishing  identity 
recognition  and  management  systems  for 


everything  from  basic  public  agencies  to  airport 
security.  Identity  management  includes  authenti¬ 
cation,  authorization  and  managing  access  of 
employees  and  business  partners. 

And,  while  security  is  the  critical  focus,  Lewis 
says  IT  security  has  other  uses.  "Companies  need 
to  be  able  to  take  advantage  of  what  security  and 
identity  management  can  do  for  them  as  a  com¬ 
ponent  of  their  e-business  strategy. They  need  to 
be  able  to  leverage  the  information  and  capabili¬ 
ties  enterprise-wide,"  Lewis  explains. 

PricewaterhouseCoopers  has  long  had  a 
dedicated  security  practice  within  its  Global  Risk 
Management  Solutions  unit. The  group  focuses 
on  analyzing,  designing  and  implementing  identi¬ 
ty  management  solutions. The  dynamic  situation 
in  identity  management  and  IT  security  is  present¬ 
ing  new  opportunities.  "We  will  double  the  size  of 
our  group  over  the  next  18  months,"  Lewis  says. 
"We'll  be  hiring  at  all  levels,  from  detail  technical 
architects  to  individuals  who  are  experienced  with 
IT  security  management.  In  addition  to  the  strong 
IT  skill  sets  traditionally  needed,  we  look  for  peo¬ 
ple  with  a  strong  understanding  of  business 
processes  and  operation." 


miDG 

Recruitment  Solutions 

For  more  job  opportunities  with  IT  security  firms,  turn  to  the  pages 
of  ITcareers. 

•  If  you'd  like  to  toke  port  in  an  upcoming  ITcareers  feature,  contact 
Janis  Crowley,  650.312.0607  or  jonis_crowley@itcareers.net. 

•  Produced  by  Carole  R.  Hedden 

•  Designed  by  Aldebaran  Graphic  Solutions 


Tcareers.com  is 


the  place  where  your  fellow  readers 
are  getting  a  jump 
on  even  more  of 

the  world's  best  jobs. 

Stop  in  a  visit. 

See  for  yourself. 


The  tech  game  can  change  all  it 
wants  to,  but  savvy  technology 
professionals  still  know  how  to  win 
with  Dice.com.  Show  change  who's 
the  boss.  Visit  Dice.com  today. 


"Revealing" 
"An  Industry  Standard" 


"Well  Researched" 


Compiled  from  our  more  than  100  offices,  our  salary  data  is  up-to-date 
and  comprehensive.  Call  today  for  your  free  copy  or  visit  us  online. 

ffff/CONSULTING' 

Technology  Professionals 

A  Robert  Half  International  Company 

rhic.com  •  800-793-5533 
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INFORMATION 
TECHNOLOGY 
.  .  .  .  OPPORTUNITIES 


The  Gillette  Company  is  the 
world  leader  in  more  than 
a  dozen  consumer  product 
categories  Global  World  Class 
operations  are  increasingly 
dependent  on  Information  Tech¬ 
nology  Exciting  opportunities 
exist  in  global  business  process 
integration  initiatives  We  are 
currently  seeking  the  following 
highly  qualified  professionals  to 
join  the  Gillette  IT  team  in  the 
Boston  area. 


The  following  positions 
commonly  require  a  Bachelor's 
degree  (or  equivalent)  in 
Computer  Science,  MIS, 
Business  Admin.,  or  similarly 
relevant  field,  and  3-5  years 
relevant  experience. 

!  Staff  Programmer  Analysts 

I  (SAP)  Staff  Basis  Adminis- 
trators/Con-figuration- 
Integration  Specialists/ 
Application  Developers 

!  Data  Warehouse  Architects/ 
Deveiopers/Database 
Administrators 

!  Telecommunications 
Analysts 

Starting  salaries  range  from 
$56,100  to  $119,000  per  year, 
together  with  paid  vacation, 
medical,  dental,  life  and 
disability  insurances,  and  other 
industry-competitive  benefits. 

Please  mail  /  email  resume 
to:  The  Gillette  Company,  1  Gillette 
Park,  Boston  Massachusettes 
021 27  ATTN:  Krisan  Pope,  Senior 
Human  Resources  Representa¬ 
tive  Email:  Krisan_Pope@ 
Gillette. Com. 

The  Gillette  Company  is  an 
equal  employment  opportunity 
employer 


Software  Engineer 
Duties:  Develop  S  fine-tune  digital 
signal  processing  techniques  to 
process  speech  driven  wireless 
messaging  gateways  focusing 
on  voice  waveform  compression/ 
decompression  Using  C,  Turbo 
Analyst  &  OpenRoad  4GL;  eval¬ 
uate  &  implement  algorithms  for 
speech  signal  analysis,  synthesis, 
scripting  &  processing  using  Tcl- 
Tk,  JBuilder  &  Pert  Scrtpts;  conduct 
voice  quality  improvements 
analysis  &  algorithm  refinements 
using  simulation  of  actual 
algorithms  with  Openlngres  & 
ClearCase.  Using  C  &  Assembly 
language  in  a  Unix  environment 
(HP-UX,  ULTRIX,  AIX),  design 
digital  signal  processing  appli¬ 
cation  to  operate  in  real-time 
embedded  environment:  research 
&  streamline  compression/ 
decompression  of  facsimile 
binary  images;  Develop  & 
perform  structured  analysis  & 
digitize  clients  logistics  systems 
in  design  &  production  of  chips 
to  provide  real-time  e-commerce 
sales  &  order  info,  with  Java,  Sun 
JDK,  Visual  Basic,  HTML,  Clipper, 
MS-FrontPage  &  Lotus  Notes. 
$63,500/yr.  40  hrs./wk„  8:00 
A  M  to  5:00  PM  :  B.S.  or  equiv. 
in  Comp.  Engg.  or  Comp.  Sc.  or 
Elect.  Engg  &  5  yrs.  exp.  in  job 
offered  or  rel.  field  or  5  yrs  related 
exp.  as  Electronics  Engineer  or 
System  Project  Engineer.  Exp.  in 
rel.  occ.  must  comprise  5  yrs. 
proven  exp.  performing  specified 
job  duties  above  MS  or  foreign 
equiv,  in  Comp  Engg.  or  Comp. 
Sc.  or  Elect  Engg.  &  3  yrs  exp. 
acceptable  in  lieu  of  BS  or 
foreign  equiv.  &  5  yrs  exp.  Job 
Location:  Atlanta,  GA  and  vicinity 
May  work  at  unanticipated  loca¬ 
tions  in  the  US.  Submit  resume 
to  North  Metro.  JO  #  GA 
70437282.  2943  N  Druid  Hills 
Rd.,  Atlanta.  GA  30329  or  the 
nearest  Dept,  of  Labor  Field 
Service  Office. 


Techlgy  Prof’ls-Sk  profls  w/techl 
exp.  Tech  Spec,  Systs  Prog. 
Systs  Adm,  Tech  Assoc,  Consult., 
Prog  Anal,  Systs  Anal/Devel, 
Web  Devel,  Systs  Engr,  Engr, 
Sftwr  Engr,  Proj/Tm  Ldr,  Systs 
Arch,  DB  Admin/Prog,  Netwk 
Spect/more  IT  pstns  Req  BS  or 
MS  in  Comp  Sci,  Engg  (any 
type).  MIS,  CIS,  Math.  Bus  Adm. 
or  related  field+1-5yrs  exp 
any/following:  Win  NT,  DOS, 
UNIX.  Sun  O/S,  SPARC,  LAN, 
Solaris,  HP-UX,  COBOL,  C++, 
Java,  SQL,  COBRA,  PL/1 ,  JCL. 
Prolog,  Visual  Basic,  HTML, 
SAP,  Oracle,  Sybase,  SAS.  DB2, 
Shell  Scripts,  Korn  Scripts,  Lotus 
Scripts,  GUI  Design  Real  Time 
Syst's,  RDBMs  Tech,  PL/SQL, 
SQRs,  SQL,  DB  Triggers,  Pro'C, 
SQLBase,  FoxPro,  IDL,  Natural 
Adabas.  NTPA,  Perk,  Active  X, 
PwrBldr,  Ntwkg  Protocols, 
Secrty/Frwl,  Lotus  Notes,  Peo- 
pleSoft,  People  Tools,  Adobe, 
Remedy  sftwr,  Designer2000, 
Dev2000,  SCCS,  SQR,  HPS, 
IMS,  CICS,  MVS,  Hyperion  API 
Prog'g,  CASE  Tools,  DIBS  & 
DBLibr'y  Only  qual  candidates 
contacted,  eo/aae.  Res:  Horizon 
Co’s,  2025  Lincoln  Hwy,  Ste  322, 
Edison.  NJ  08817. 


Vice  President  of  Research 
and  Development.  Design  & 
construct  innovative  bioinformat¬ 
ics  analysis  sys,  using  Java, 
SQL,  MySQL,  and  Oracle,  & 
Swing  interface;  construct  Web- 
based  &  client/server  delivery 
sys  for  bioinformatics  analysis; 
design  and  test  new  statistical 
techniques;  interview  &  hire 
technical  talent  for  programming, 
design,  &  systems  admin;  & 
manage  tech  projects.  Req:  BS, 
Comp.  Sci.,  or  related,  w /  1  yr. 
exp.  in  Java,  SQL,  Statistics 
(ANOVA  and  PLS),  Swing  (JFC), 
machine  teaming  (neural  networks 
&  Bayesian  belief,  etc.),  Java  2D, 
&  servlets,  &  6  mos.  exp.  w/ 
Oracle  and  MySQL.  Should  be 
familiar  w/biology,  chemistry, 
&  algorithms.  Contact  Linnea 
Gambino  at  (919)  484-7222. 


Senior  Data  Protection  Analysts. 

Responsible  for  research,  evalu¬ 
ation  and  implementation  of 
sophisticated  data  protection 
tools  and  services.  Requirements: 
bachelor's  degree  in  computer 
science,  math,  MIS  or  related 
field  plus  5  years  of  progressive 
experience  in  systems  develop¬ 
ment  ortechnical  services,  includ¬ 
ing  2  years  in  data  protection, 
plus  1  or  more  of  the  following: 
encryption  software;  firewalls; 
Perl;  C;  C++;  Linux/UNIX  admin¬ 
istration  and  scripting;  Windows 
NT  administration  and  scripting; 
Java.  Master’s  degree  may  offset 
2  years  of  data  protection  expe¬ 
rience.  Positions  located  in 
Memphis,  TN.  Submit  resume  to 
Denise  Burns,  FedEx  Corporate 
Services,  1000  FedEx  Drive, 
Coraopolis,  PA  15108. 
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MatrixOne,  Inc.,  a  leader  in 
product  development  manage¬ 
ment  software,  seeks  to  fill  the 
position  of  Managing  Director  of 
Professional  Services  in  their 
Chelmsford,  MA  office.  Position 
requires  a  degree  and  manage¬ 
rial-level  work  experience,  or  in 
the  alternative,  extensive  project 
management  experience  in 
a  demanding  consulting  organi¬ 
zation  employing  a  broad  sweep 
of  technologies  including  ERP, 
PDM,  CAD,  Viewers  and  Inte¬ 
grations.  Must  be  willing  to  travel 
95%  of  the  time  to  customer 
sites.  If  interested,  send  resume 
to:  Alison  Kiefer,  HR  Represen¬ 
tative,  MatrixOne,  Inc.,  Two 
Executive  Drive,  Chelmsford, 
MA  01824,  via  tax: 
978-441-0071,  or  e-mail  ali- 
son.kiefer@matnxone.com 


Financial  Database  Administrator 
Create  and  maintain  databases 
of  statistical  and  financial  infor¬ 
mation  for  use  by  HQ  and  facilities 
throughout  USA  using  knowledge 
of  business  and  accounting  prin¬ 
ciples;  develop  a  web-based 
budget  system  using  active 
server  pages;  create  reports 
using  database  software;  convert 
mainframe  data  to  PC  usable 
format;  create  and  run  reports  in 
FoxPro  based  on  databases 
maintained  and  compiled; 
develop  new  reports  based  on 
management's  requirements; 
work  in  a  fast  paced,  deadline 
oriented  environment;  facilitate 
budget  process  through  conver¬ 
sion  of  data  to  and  from  general 
ledger  system.  B.S.  in  Finance  or 
Business.  40  hours/wk.  Send 
resume  to  HR,  Olan  Mills,  Inc., 
4325  Amnicola  Hwy,  Chattanooga, 
TN  37406.  Refer  to  Job  Code 
FDA-001. 


Large  NYC  agency  seeks  Network 
Engineer  to  design  networks 
(LAN  &  WAN)  including  config¬ 
uring,  installing  &  upgrading  of 
Windows  NT  2000  &  Cisco 
routers.  Plan,  monitor  &  evaluate 
performance  of  network  systems 
&  make  recommendations  for 
improvement/upgrades.  Provide 
technical  assistance  &  resolution 
of  network  problems.  Must  be 
Microsoft,  Cisco,  &  HP  certified 
technician,  w/4  yrs  exp  in  similar 
duties.  Send  covltr/cv  to  Mr. 
Yasha  Katz,  Sr.  V.P.,  Electronics 
Interface  Associates,  22  West 
21st  Street,  11th  Floor,  New 
York,  NY  10010. 


Programmer  Analyst  to  evaluate 
and  design  gaming  applications 
for  Intranet  using  C/C++,  Java, 
TCP/IP  and  socket  on  Windows 
2000/NT/CE  platforms.  Analyze, 
review  and  alter  programs  to 
increase  operating  efficiency  or 
adapt  to  new  requirements. 
Write  documentation  to  describe 
development,  logic,  coding,  and 
corrections.  Required  MS  in 
Comp.  Sci.  or  a  related  field, 
strong  mathematical  analytical 
ability  and  proficiency  in  using 
C/C++  and  Java.  $71,000/yr. 
Send  resume  to:  Paul  Moriarity, 
1770  Corporate  Dr.  #  550, 
Norcross,  GA  30093.  Job  Code: 
WTD-BL. 


Software  Engineers  (multiple 
positions)  sought  by  New  Jersey 
based  Comp  S/ware  Consultancy 
Firm.  Must  have  a  Bach  or  equiv 
in  Comp  Sci  or  Engg  &  1  yr 
s/ware  exp.  Respond  to:  HR 
Dept,  Sysfour  Solutions,  LLC, 
3530  Route  27,  Suite  203, 
Kendall  Park,  NJ  08824. 


♦ 


SYSTEMS  ANALYST:  Plan, 
develop,  test,  document  programs; 
evaluate  for  feasibility,  cost,  time 
req.,  compatibility.  2  yrs  exp. 
Prevailing  wage;  9a-5p.  Resume: 
N.  Silverio,  Nick  E.  Silverio  & 
Assoc.,  6801  NW  77th  Avenue, 
#404,  Miami,  FL  33166. 


CONSULTANT 

Avery  Dennison  Corp.  seeks 

Sr.  Consultants  for  IT  positions 

tow  work  in  our  Framingham, 

MA  office.  Please  fax  resume  to 

508-383-4080  or  email:  FRMHR 

@  averydennison.com.  No  calls 

please. 

Sr  Programmer.  Design,  write, 
test,  document  computer 
programs  and  subroutines  to 
meet  project  objectives  and 
improve  an  application  area's 
automation  process;  maintain 
current  production  programs  to 
meet  expanding  needs  of  an 
application  area.  BS  in  Comp. 
Sci./Engineering/related  +  2  yrs 
exp  using  HP/3000,  COBOL, 
TURBO  IMAGE.  40  hrs/wk. 
Send  resume  to  Mgr.  Employment 
Relations,  BlueCross  BlueShield 
of  Tennessee,  801  Pine  Street, 
Chattanooga,  TN  37402.  Refer 
to  Job  Code  SP-02. 

Software  Engineer.  8a-5p.  40 
hrs/wk.  Dsgn,  dvlp,  test  &  implmt 
s/ware  applies  w/hardware  inter¬ 
face  using  VB  6.0,  Visual  InterDev, 
ASP,  IIS,  SQL  and  MQ  Tools. 
Masters  or  equiv  foreign  deg  in 
Comp  Sci  or  Engg,  Electronics, 
Electrical  or  related  branch  of 
Engg.  In  lieu  of  Masters,  US 
or  equiv,  foreign  Bach  deg  in 
specified  majors  &  5  yrs  of 
progressive  work  exp  as  prgmg 
/analysis  prof  1  accepted.  Resume 
to:  Web  Informatics,  Inc.,  7530 
Diplomat  Dr.,  Suite  201 ,  Manas¬ 
sas,  VA  20109. 

Hardware  Engineer,  wanted 
by  optical  networking  system 
developer  in  Oceanport,  NJ. 
Must  have  Master's  Degree 
or  equivalent  in  Engineering, 
Computer  Science  or  related 
field  and  3  yrs.  experience  in  the 
job  offered  or  Digital  and  Analog 
Circuit  Design;  or  Bachelor  of 
Science  Degree  or  equivalent  in 
the  same  field  of  study  and  5  yrs. 
exp.  in  job  offered  or  in  Digital 
and  Analog  Circuit  Design. 
Experience  must  include 
schematic  capture,  circuit  simu¬ 
lation  tools  and  practical  experi¬ 
ence  with  test  and  diagnostic 
equipment.  Respond  to  Doreen 
Sabol,  HR  Department  (ref# 
058),  Tellium,  Inc.,  2  Crescent 
Place,  Oceanport,  NJ  07757. 

Microcomputer  Support  Specialist. 
8a-5p,  40  hrs/wk.  Install,  configure, 
repair,  implmt,  test  Diebold  or 
NCR  ATM  microcomp  systms  & 
s/ware  on  n/work  using  TCP/IP 
protocols  &  MS  Win  NT ;  provide 
tech'l  assistance/training  to  ATM 
clients.  BS  or  equiv  foreign  deg 
in  Comp  Sci  or  Engg,  Electrical, 
Electronics  or  related  field  of 
Engg.  3  yrs  work  exp  can 
be  equated  to  1  yr  of  college 
education.  1  yr  exp  in  job  offd  or 
as  Systems  Support/Service 
Engr.  Resume  to:  King  Computer 
Corp,  2915  B-1  Courtyards  Dr, 
Norcross,  GA  30071 . 

Jr.  Programmers  (Telecom 
ConsultingJ-Pittsburgh,  PA. 
Optical  Networking  Software 
including-Sonet/SDH,  ADM, 
DWDM,  TDM.  Vx  Works,  TCP/IP, 
C,  C++,  Java,  OSI  and  TL-1 .  BS 
Computer  Science/Electrical/ 
Comm.  Engg.,  with  1  yr  exp.  in 
job  offered.  Prevailing  wage 
&  benefits.  Multiple  positions. 
Requires  travel  to  client  sites. 
Contact  HR,  Z-Tek  Consulting, 
LLC,  2704  Franklin  Dr., 
Pittsburgh,  PA  15241. 

Language  School  seeks  Systems 
Support  Specialist.  Bachelor 
degr.  in  comp  sci,  math  or  eng. 
plus  2  yr  of  exp.  as  a  Systems 
Support  Specialist  required. 
Send  resume  to  Belinda  Rondon, 
HR  Dept.,  Zoni  Language 
Centers,  22  West  34th  St.,  New 
York,  NY  10001. 

Computer  Troubleshooter/ 

Repairer;  Analyze  &  trouble 

shoot  Computer  system, 

using  elec,  equipment. 

Repair  &  test  computers, 

components  &  circuit  boards. 

req.:  2  yrs,  in  job,  or  2  yrs, 

as  Technical  Support  Tech. 

resume  to  Vision  Computers, 

5865  Jimmy  Carter  Blvd., 

Norcross,  GA  30071 . 

Software  Consultant-Analyze 
the  existing  system,  re-engineer 
using  Oracle,  Oracle  Forms, 
Oracle  Case,  Oracle  Reports, 
and  Oracle  HRMS.  Reqs:  Master's 
in  Computer  Science,  Computer 
Applications,  Mathematics,  Elec¬ 
trical/Electronic  Engineering  or 
its  foreign  ed  equiv  and  2  yrs  exp 
in  the  job  offered.  $66,700/yr,  40 
hrs/wk,  9a-6p,  M-F.  Send  2 
resumes  to  North  Metro,  Job 
Order  #GA7040406,  2943  N. 
Druid  Hills  Rd.,  Atlanta,  GA 
30329  or  the  nearest  Depart¬ 
ment  of  Labor  Field  Service 
Office.  An  employer  paid  ad. 
Must  have  proof  of  legal  authority 
to  work  in  the  US. 

SOFTWARE  ENGINEER  (Multiple 
Positions):  Develop,  Create  and 
modify  database-driven  Web 
applications  and  general 
computer  applications.  Analyze 
user  needs  and  develop 
software  solutions.  Design 
software  or  customize  software 
for  client  use  with  the  aim  of 
optimizing  operations  efficiency. 
Design  and  implement  new 
features,  requiring  changes  or 
additions  to  existing  databases. 
Reqd:BS  Comp.  Sci./Eng.  Or 
Info.  Systems  Or  Elec./Electron 
Eng.  w/2  yrs  exp.  Apply  to  : 
Multex.com,  Inc.,  100  William 
St„  New  York,  NY  10038. 

where  the  best  get  better 

1-800-762-2977 


Three  openings  available  for  a 
Functional  Analyst  to  design, 
develop,  and  implement  software 
proiects  related  to  legacy  systems 
migration  to  world  wide  web  and 
client-server  technologies  using 
C/C++  Microsoft  Visual  Basic. 
Oracle,  Cold  Fusion,  Honeywell 
COBOL,  Focus  and  UNIX. 
Frequent  travel  is  required. 
Applicant  must  possess  a  bach¬ 
elor  degree  or  its  equivalence 
and  two  years  of  experience. 
Competitive  Salary.  Send  resume 
to  PSI  International  Inc..  10306 
Eaton  Place,  Suite  400,  Fairfax. 
VA  22030. 


Several  computer  related 
positions  available  for  large 
transportation  and  logistics 
services  company  Degree,  tech¬ 
nical  skills  &  experience  vary 
per  positions.  Send  resume 
to:  vivianirizarry@ups.com  or 
United  Parcel  Service,  P.O.  Box 
833,  Mahwah,  NJ  07430,  Attn: 
Vivian  Irizarry,  A-563,  Ref.  #1. 


Talent  is 
the  fuel  of 
the  new 
economy. 

Fill  up 
with 

ITcareers. 


ITcareers  and 

IT  careers.com 
can  pur  your 
message  in  front 
of  2/3  of  all  US 
IT  professionals. 
If  you  want  to 
make  hires, 
make  your  way 
into  our  pages. 
Call  Janis 
Crowley  at 
1-800-762-2977 


ITcareers 

where  the  best 
get  better 
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Programmer  Analyst  (Multiple 
positions,  St.  Louis.  MO)  will 
analyze,  design,  test  and  imple¬ 
ment  various  modules  of  infor¬ 
mation  management  system 
utilizing  Logic  and  Information 
Network  Compiler  (LINC),  LINC 
Design  Assistant  (LDA)  and 
Unisys  database  management 
system  (DMS).  Require  BS/BA 
or  the  equivalent  in  Comp.  Sci, 
Engr.,  Math.  MIS  or  in  a  closely 
related  field.  Mon-Fri  ,  8-5.  Com¬ 
petitive  salary  Send  resume  to: 
Ms  Karen  Lowry,  HR,  Government 
e-Management  Solutions.  Inc., 
121  Hunter  Avenue,  Suite  100, 
St.  Louis,  MO  63124,  No  call  / 
EOE 


SOFTWARE  ENGINEER  wanted 
by  consulting  &  Software  firm  in 
Houston,  TX.  Must  have  Master's 
in  Comp.  Sc.  or  Comp.  Engring 
plus  1  yr.  exp.  Multiple  openings. 
Respond  by  resume  to:  Director, 
Product  Development,  J/H-#10, 
Lukens  Energy  Group,  Inc., 
2100  W.  Loop  S.,  Ste  1300, 
Houston,  TX  77027. 


ITcareers  and 
ITcareers.com 
reach  more  than 
2/3  of  all  US  IT 
workers  every 
week.  If  you 
need  to  hire  top 
talent,  start  by 
hiring  us. 

Call  your 
ITcareers  Sales 
Representative  or 
Janis  Crowley  at 
1-800-762-2977. 

ITcareers 

where  the  best 
get  better 

ITcareers.com 


NETWORK  ADMINISTRATOR 
wanted  by  3rd  party  insurance 
administrator  in  Houston,  TX. 
Respond  by  resume  to  President, 
S/R-10,  Managed  Healthcare, 
Inc.  5300  Hollister,  Ste  320, 
Houston,  TX  77040. 


Software  Engineers  for  mid  and 
advanced  level  positions  with 
B.S./M.S.  degree  in  CIS.  Object 
oriented  tech.,  Visual  C++,  ATL 
COM,  MFC,  Win  32  API  skills. 
Send  resume  to  STS,  an  NSB 
Company,  400  Venture  Dr., 
Lewis  Center,  OH  43035, 
Attn:  Jess  Ramey  or  e-mail 
to  iramevi8nsb-us.com. 


G  Systems,  a  custom  system 
integration  co.,  seeks  Project 
Engineers  to:  design/dev.  custom 
s/w  applications  for  test, 
measurement,  &  control  systems 
using  LabVIEW,  LabWindows, 
&  C/C++;  perform  engineering 
design  validation/integration 
projects,  product  test,  quality 
assurance,  and  repair;  provide 
tech  support  for  bid  research/ 
preparation.  Requires  B.S.  degree 
(EE/CS/ME)  +  2  yrs.  exp.  Send 
resumes  to  hr@gsystems.com 
and  ref.  Code  PEZ01 


ITEC  seeks  Programmer/ 
Analysts  available  to  relocate  to 
various  unanticipated  worksites 
across  the  United  States. 


Send  resume's  to  Fritz  Smith  at 
fritz@itbcusa.com.  or  mail  to: 

ITEC 

17752  Preston  Road,  Suite  202 
Dallas,  TX  75252 

Process  Development 
Specialist 

BP  is  looking  for  a  Process 
Development  Specialist  with 
a  Master’s  of  Science  in 
Information  Management  with 
a  minimum  of  3  years 
experience  in  the  job  offered. 

To  apply,  send  resume  and 
salary  history  BP,  Attn:  John 
Diendorf,  150  West  Warrenville 
Road,  MC  L-2,  Naperville,  IL 
60563-8460.  Fax:  630-961- 
7948  Email:  diendojr@bp.com. 
Visit  www.bpfutures.com  for 
more  information.  EOE 


Computer/Info.  Systems 

Information  Systems 
Professionals 

To  lead  team  analysis,  problem 
solve  for  major  projects,  mentor 
junior  level  engineers,  serve  as 
senior  architect  for  design  and 
technical  implementation  of  pro¬ 
jects;  coordinate  and  manage 
team  of  professionals  to  ensure 
timely  and  high  quality  delivery 
of  product;  oversee  the  imple¬ 
mentation,  integration,  design, 
coding,  testing  and  documentation 
of  custom  application  software; 
evaluate  user  requirements  and 
consult  with  design,  coding,  test¬ 
ing  and  documentation  of  custom 
application  software;  evaluate 
user  requirements  and  consult 
with  design  team  to  identify 
current  procedures  and  needs; 
manage  the  support  and  training 
of  end-users.  Technologies/Plat¬ 
forms  used  include  UNIX, 
Windows  NT,  SQL  Server,  or 
Oracle  using  SQL,  C/C++,  Visual 
Basic.  Java,  Cobol  and  other 
appropriate  programming  lan¬ 
guages  in  Client/Server,  Network 
and  Mainframe  environments. 
Must  have  a  Bachelors  degree  in 
information  systems,  computer 
science,  engineering  or  related 
field.  Send  resume  to:  Human 
Resources,  Knightsbridge  Solu¬ 
tions,  500  W.  Madison  Ave., 
Suite  3100,  Chicago,  IL.  Email: 
knightsbridge  @  hiresystems.co 
m  Code:  444.  EOE. 


♦ 


Full-time  Programmer  Analyst 
position  available.  $45.00  per 
hour.  Job  Duties  include:  Design¬ 
ing,  developing,  and  maintaining 
AS400  programs  (using  COBOL 
and  DB2)  to  extract  data  from 
Student  Information  Management 
Systems  for  Data  Warehouse;  in¬ 
corporating  data  into  E-Scholar 
Database;  analyzing,  reviewing, 
and  rewriting  programs  to  adapt 
the  AS400  to  requirements  for 
use  district  wide  in  school  ad¬ 
ministrations.  Web  development 
work  also  required,  including 
web  design  as  well  as  writing 
various  software  programs,  in¬ 
cluding  a  conversion  program 
from  IBM  4381  mainframe  to  the 
AS400,  utilizing  COBOL,  JCL 
and  DB2.  Bachelor  of  Science 
Degree  required  with  a  major  in 
Computer  Science/Engineering 
or  the  equivalent.  Experience  on 
AS400  Platform  using  COBOL, 
JCL  and  DB2,  and  SDLC  princi¬ 
ples  and  procedures  required. 
Prior  job  experience  of  a  minimum 
of  3-4  years  required.  Please 
submit  resumes  with  social 
security  number  to  the  Indiana 
Workforce  Development,  ION. 
Senate  Avenue,  Indianapolis,  IN 
46204-2277,  Attn.  Mr.  Tim 
Lawhorn.  include  ID  #8137958 


Technical  Services  Engineer 
needed  by  a  Computer  Service 
&  Integrator  company  in  Lincol- 
nwood.  IL.  Must  have  an  Associate 
Degree  in  Computer  Science 
with  1  yr.  exp.  in  computer  technical 
support  with  Microsoft  Certified 
Professional  Certificate.  Respond 
to:  President,  Compuelectronics, 
6512  North  Lincoln  Ave.,  Lincol- 
nwood,  IL  60712. 


Solid  results,  record  speed  -  IDG  Recruitment  Solutions. 
Call  Janis  Crowley  at  1-800-762-2977  9  IDG 


Recruitment  Solutions 


Microcomputer  Support  Specialist 
for  Comp  S/ware  Co,  configure, 
install,  modify  &  make  minor 
repairs  to  comp  hardware, 
peripheral  components  &  s/ware 
systm  to  fit  client's  needs, 
answering  client  questions  & 
training  systms  users.  Frequent 
overnite  travel  reqd  throughout 
NW  States  to  client  sites.  Bach 
in  Comp  or  equiv,  2/yrs  exp.  req., 
9A-5P,  40  hrs/wk.  Send  resume 
to:  Eclipse,  Inc.,  100  Beard 
Sawmill  Road,  Ste  210,  Shelton, 
CT  06484.  Attn:  A.  Crocco. 


Getty  Images  seeks  DB  Devel¬ 
oper  for  HQ  office  in  Seattle. 
DESC:  Dsgn,  dev,  &  impl. 
RDBMS  &  internet/web  imaging 
apps.  util.  SQL,  PL/SQL,  VB,  & 
COM  on  WinNT  o/s.  Perform 
data  mining  &  warehousing  to 
gen.  reports  &  data  summaries 
on  website  downloads,  traffic, 
transactions,  &  purchases.  Provide 
Oracle  dev.  support  w/in  Oracle 
Financials  &  HRIS  sys.  REQS: 
BS  in  Engr,  CS,  Math,  or  Physics 
+  2  yrs.  of  exp.  dsgn.  &  impl.  Oracle 
RDBMS  &  Oracle  financial  & 
HRIS  modules  &  apps.  util.  SQL, 
PL/SQL,  &  VB  on  UNIX  &  WinNT 
o/s.  Prem.  sal.  +  benes.  Pis.  reply 
to  D.  Brown,  Job#GI-101, 601  N 
34th  ST,  Seattle,  WA  98103. 


Computers.  ITGSSI  has  openings 
in  Culver  City,  CA  for  software 
project  managers  &  engineers. 
BA/BS  (or  equiv)  req'd  +  exp  in 
C++  &  OO  methods.  Managers 
req  2  yr  exp  design  complex, 
large  scale  software  projects. 
Fax  resume  to  213-270-7983  or 
email  to  hr@  itgssi.com.  No  calls. 


PurchasePro  seeks  Sr.  Prod 
Engr  for  Las  Vegas,  NV  office  . 
DESC:  Wrk  w/  Sr.  execs  &  depart 
mngrs  to  dev  new  strat's  &  initia¬ 
tives  for  prod  dev,  marketing  & 
sales.  Serve  as  tech  lead  for  s/w 
engring  teams  to  resrch,  enhance 
&  maintain  strat  sourcing  s/w 
prod's.  Dsgn  &  dev  app  interfaces 
to  integrate  var  B2B  market 
places.  REQS:  BS  in  C.S.  +  exp 
in  dsgn,  dev,  impl  &  optim  full  life 
cycle  enterprise,  c/s  &  internet 
based  app's  &  progs  util  Oracle 
RDBMS,  PL/SQL,  C++,  Java 
prog  tools,  XML,  Designer/2000, 
Unix  &  NT  based  platforms.  Exp 
may  be  gained  concurrently.  Pis 
send  resumes  to  O.Boyd,  OB-1 01 , 
7710  W.  Cheyenne  Ave,  Las 
Vegas,  NV  89129 


♦ 


Full  time  Senior  Analyst  respon¬ 
sible  for  analyzing  and  access¬ 
ing  current  standards,  languages 
and  implementation  strategies 
for  streamlining  and  use  for 
clients.  Develop  test  case  sce¬ 
narios  and  build  scripts  as 
necessary  to  support  the  Software 
Quality  test  environment.  Perform 
bench  marking  analysis  between 
different  language  approaches 
and  identify  client  system  re¬ 
quirements.  Design  and  develop 
system  and  user  workflow  models 
and  system  processing  modules. 
Must  have  a  bachelor's  degree  in 
CS  or  any  engineering  discipline. 
Must  have  2  yrs  of  exp.  in  the  job 
offered.  Salary  $73,430/yr.  Send 
resume  to:  Hubert  Bares  Intec 
Telecom  Systems  2711  LBJ 
Freeway  Ste.  512,  Dallas,  TX 
75234. 


Askme  Corp  seeks  Sr.  S/W 
Engr-lead  for  Seattle:  DESC: 
Dsgn.  dev  &  test  web  enabled 
app's  util  Java,  ASP,  VBScript, 
JScript,  XML,  &  Win  o/s.  Dev  & 
impl  test  tools,  test  scripts,  &  test 
plans  to  ensure  products  &  com¬ 
ponents  meet  perform  &  dsgn 
spec's.  REQ:  MS  or  BS  in  Engr, 
C.S.,  Math  or  Phys  +  exp  dsgn, 
dev  &  test  commercial  s/w  util 
HLL  Win  o/s  &  prov  sys  &  netwrk 
admin  &  security  util  TCP/IP  & 
netwrk  protocols;  2  yrs  exp  in 
internet  prog  util  Java,  JScript.  & 
VBScript.  Prem.  sal.  avail  +  bon. 
&  benes.  DOE.  Pis  send 
resumes  to  N  Wright,  3290 
146th  Place  SE,  Suite  D, 
Bellevue  WA  98007  &  refer  to  job 
#  NW-103. 


SAP  Systems  Analysts/ 
Programmers 

Analyze  user-requirements,  pro¬ 
cedures  &  problems  to  integrate 
&  customize  SAP's  client-server 
software  systems  for  clients. 
Based  in  San  Francisco;  some 
travel  (employer  paid). 

Send  resume  to: 

Global  Enterprise  Solutions,  Inc. 
4040  Civic  Center  Drive,  Ste.  200 
San  Rafael,  CA  94903 


Sr.  Director  of  SW  Development 

Will  lead  SW  engineering  teams 
in  the  design  &  implementation 
of  network  management  and 
SW  embedded  applications 
for  high-speed  packet  switches. 
Requires  MS  degree,  6+  yrs 
experience  w/NMS,  OOD,  data 
switching,  and  3+  yrs  of  mgt 
experience,  (code  CB01) 

Lantern  Communications 
21 1  River  Oaks  Parkway 
San  Jose,  CA  95134 
hr@lanterncom.com 


Software/Hardware  Consulting: 
Various  locations  in  US.  SW 
Engr.  Prog/Anlyst,  DB  Devp  & 
Admin.  Tech  Supp.  Syst  & 
Netwrk  Admin/Anlyst,  Hdwre 
Design  &  Dev.,  MIS,  ate.  Req. 
MS/BS  +  exp.  Exlnt  pay  &  benes. 
Send  copy  of  this  ad  +  your 
resume  to  Dir.  Recrmnt, 
CompuWizards,  1301  Vgnacio 
Valley,  #101,  Walnut  Creek, 
CA  94598,  or  visit  www. 
compuwizardsusa.com 


MARKETING  RESEARCH 
DIRECTOR  for  designer/ 
manf/support  of  project 
mgmt,  resource  &  financial 
planning  software  company. 
Send  resume  to:  Fo  Harris 
Business  Engine  430  N 
Vineyard  Ave  4th  Floor 
Ontario,  CA  91764 


Call  your 
ITcareers  Sales 
Representative 
or  Janis  Crowley. 

1-800-762-2977 


Senior  Oracle  Applications 
Database  Administrator  sought 
by  company  in  Boulder.  CO 
specializing  in  professional 
consulting  services  to  work  in 
various  unanticipated  job  sites  in 
the  US.  Responsible  for  technical 
aspects  of  installing  and  imple¬ 
menting  Oracle  applications,  as 
well  as  architecture  design 
&  review.  Design  &  develop 
customization  &  interfacing 
to  legacy  data,  upgrading  to 
accommodate  recent  software 
releases,  database  tuning,  system 
sizing  8  database  administration. 
Responsible  for  designing  & 
developing  interfaces  of  the 
standard  Oracle  application  with 
other  available  processes.  In 
UNIX  &  Windows  NT  environ¬ 
ments,  use  Designer  &  Develop¬ 
er  2000,  including  Oracle  Forms 
4.5,  Oracle  Reports  2.0  &  2.5, 
SQL-  Plus,  PL/SQL,  SQL* 
Loader  Tools,  &  Oracle  Applica¬ 
tions  11,11 .0.3.  Requires  master's 
or  foreign  equivalent  in  comp, 
sci.,  eng.,  or  related  field  (incl. 
civil  eng.)  plus  3  years  of  Oracle 
experience;  or,  a  bachelor's 
degree  or  foreign  equivalent  in 
comp.sci.,  eng.,  or  related  field 
(incl.  civil  eng.)  plus  5  years  of 
Oracle  experience;  working 
knowledge  of  SQL-  Plus,  PL/ 
SQL,  Oracle  Forms  4.5,  Oracle 
Reports  2.0  and  2.5,  UNIX  & 
Windows  NT.  8am-5pm,  M-F; 
$95,000/yr.  Respond  by  resume 
to  James  Shimada,  CO 
Dept,  of  Labor  &  Employment, 
Employment  &  Training  Division, 
Tower  II,  #400,  1515  Arapahoe, 
Denver,  CO  80202.  &  refer  to 
Job  Order  Number  CO5007286. 


SOFTWARE  ENGINEER 

Experienced  in  the  complete 
software  development  life  cycle 
including  analysis,  design,  code, 
test,  and  documentation  Essential 
skills:  strong  background  in  C++ 
computer  networking,  object  ori¬ 
ented  design  techniques,  multi¬ 
threaded  programming,  commu¬ 
nications  protocols  (IP,  TCP, 
UDP),  Visual  Studio,  network 
programming,  MFC,  Winsock. 

Requires  BS  in  CS/Math/EE  or  a 
related  discipline  and  minimum 
of  2  years  software  development 
experience  utilizing  the  essential 
skills  above.  Assembly  level 
programming  required.  Prefer 
MS  and  knowledge  of  financial 
markets  and  data.  Proof  of  right 
to  work  in  the  US  required. 

To  apply  send  resume  and  cover 
letter  stating  Code:  ITC,  to  Human 
Resources,  CQG,  Inc.,  1050 
17th  St.,  Ste.  2000,  Denver,  CO 
80265.  EEO 


♦ 


F/T  Software  Support  Engineer: 
Provide  online  technical  support 
for  Advanced  Planning  &  Sched¬ 
uling/Supply  Chain  Manage¬ 
ment  software.  Enhance  & 
research  manufacturing  sched¬ 
uling  issues  for  customers. 
Assist  customers  w/the  develop¬ 
ment,  customization,  implemen¬ 
tation  &  modifications  of  database. 
Analyze  software  technical 
problems.  Debug  applications: 
fix  errors  in  software  &  enhance. 
Must  work  w/  manufacturing 
scheduling  systems. Visual  Basic. 
Visual  C++  &  SQLPIus,  Microsoft 
Access,  SQL  server  &  Oracle. 
Must  have  Bachelor's  degree 
in  CS,  Comp.  Info.  Systems, 
Business  Admin,  w/concentration 
in  Management  Info.  Systems  or 
related  field.  Foreign  degree 
equivalent  accepted.  Educational 
or  work  background  must  have 
included  the  above-referenced 
skills.  Salary:  $71,400.  Send 
resume  to  Jim  Pearce,  Thru-Put 
Corporation,  2099  Gateway 
Place.  Ste  240.  San  Jose,  CA 
95110. 
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Network  World  Seminars  and  Events 
are  one  and  two  day.  intensive  seminars 
in  cities  nationwide  covering  the  latest 

seminars  &  Events  -u  ,  k  wcr**:  ogies  ah  of  our  *m. 

mars  are  also  available  for  customized 
on  site  training.  For  complete  and  imme¬ 
diate  information  on  our  current  seminar  offerings,  call  a 
seminar  representative  at  800-643-4668,  or  go  to  www.nwfu 
sion.com/seminars. 


Publicize  your  press  coverage  in  Network 
World  by  ordering  reprints  of  your  editorial 
mentions.  Reprints  make  great  marketing 
materials  and  are  available  in  quantities  of 
500  and  up  To  order,  contact  Reprint 
Management  Services  at  (717)  399-1900  x124 
or  E-mail:  rtry@rmsrepnnts.com 


Delivering  content 

A  High  Tech  Resource  Consulting  Group  survey  of 
232  companies  found  internal  CDN  technology  use  on 
the  rise. 

Reasons  for  CDN  use  (within  the  enterprise) 

Better  performance  46% 

Return  on  investment/reduce  costs  31  % 

Ease  operations  1 3% 

Training  9% 

(Respondents  could 

Remain  competitive  4%  give  multiple  reasons) 


Akamai 

continued  from  page  1 


help  manage  internal  content-delivery  networks  (CDN).  But  ultimately 
the  company  wants  to  license  the  technology  so  companies  can  run 
it  on  their  own.  The  behind-the-firewall  package  will  include  a  moni¬ 
toring  and  managing  tool  that  will  let  customers  control  an  internal 
CDN  just  as  Akamai  manages  its  public  network.The  Akamai  technol¬ 
ogy  will  also  hook  into  customers’  existing  management  systems. 

“We  have  a  very  large  engineering  group  that’s  focused  on  taking  our 
technology  and  putting  it  into  an  environment  where  we  don’t  have  to 
manage  it  from  our  network  operations  center  [NOC],”  says  Mike 
Quinn,  an  Akamai  general  manager.  “Technically  what’s  being  devel¬ 
oped  is  something  that  stands  alone  behind  the  firewall.  Nothing  goes 
between  the  firewall  and  the  Internet,  and  nothing  goes  between  the 
firewall  and  our  [NOC].” 

Akamai  wouldn’t  say  when  the  technology  would  be  available,  only 
that  more  details  would  be  released  in  the  coming  months. 

The  move  is  a  major  shift  for  Akamai,  which  has  been  providing  con¬ 
tent  acceleration  services  on  the  Internet  since  launching  in  1999. 
Akamai  accelerates  Web  sites  by  pushing  static  and  dynamic  content 
to  its  network  of  caching  servers.  With  its  technology  companies  can 
reduce  hardware  and  bandwidth  demands,  as  well  as  improve  perfor¬ 
mance  by  pushing  content  out  to  servers  geographically  closest  to 
their  Web  site  visitors. 

In  a  corporate  scenario,  the  Akamai  technology  could  push  static 
content,  large  files  and  streaming  video  to  caches  a  company  would 
deploy  at  remote  offices,  thus  reducing  the  traffic  to  origin  servers. 

By  “productizing"  its  technology  Akamai  will  face  competition  from 
vendors  such  as  Cisco,  Inktomi,  Network  Appliance,  CacheFlow  and 
Volera,  which  offer  products  and  services  Get  more  jnformatjon  onljne 

for  building  private  CDNs.  KGW/  DocFinder:  7545 

Akamai:  www.akamai.com  \y__J  www.nwfusion.com 
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continued  from  page  1 

an  AOL  usage  [of  multimedia  in¬ 
stant  messaging]  to  either  swamp 
out  the  rest  of  the  Internet  or  to 
require  major  engineering  to  stop 
what  we  call  a  congestion  col¬ 
lapse,  where  you  cannot  send 
new  traffic  into  the  network,”  says 
Allison  Mankin,  co-chair  of  the 
IETF’s  transport  area.This  is  a  big 
enough  problem  to  need  urgent 
attention.” 

Demand  for  multimedia  instant 
messaging  is  expected  to  be 
strong.  Text-based  instant  messag¬ 
ing  is  popular  on  the  Internet  and 
private,  corporate  intranets.  With 
multimedia  instant  messaging, 
users  could  send  attachments 
along  with  chat  sessions. 

“Our  researchers  would  love  to 
have  voice  chat  integrated  with 
instant  messaging,  mainly  to  kill 
the  international  long-distance 
calls,”  says  Ross  McKenzie,  direc¬ 
tor  of  IS  at  Johns  Hopkins 
University.  “Our  dean  has  a 
research  center  in  Nepal.  I  know 
that  if  I  offered  that  service,  he’d 
be  on  it  tomorrow 

Johns  Hopkins  began  offering 
regular  instant  messaging  ser¬ 
vices  to  4,000  faculty  and  staff 
members  in  August.Today,  instant 
messaging  is  the  most  popular 
application  on  the  university’s 
Web  portal,  with  more  than  1,500 
users  racking  up  60,000  minutes 
of  instant  messaging  messages 
per  month. 

“If  we  offered  [instant  messag¬ 
ing]  attachments,  our  faculty 
would  be  exchanging  chapters 
out  of  books.  But  what  they’d 
really  like  is  voice,”  McKenzie 
says.  “Our  researchers  want  ad 
hoc,  integrated  voice  and  chat. 
They  want  it  in  Katmandu,  at 
home,  at  Starbucks  or  wherever.” 

Today’s  instant  messaging  ser¬ 
vices  use  what’s  called  a  paging 
mode,  where  the  signaling  infor¬ 
mation  that  initiates  the  chat  ses¬ 
sion  is  carried  along  with  the  text 
of  the  chat  session  using  a  single 
protocol. 

After  four  years  of  effort,  the 
IETF  is  finalizing  a  protocol 
dubbed  SIMPLE  (SIP  for  Instant 
Messaging  and  Presence  Lev¬ 
eraging  Extensions)  that  will  let 
the  paging  mode  work  across  dif¬ 
ferent  instant  messaging  service 
providers’  offerings.  Once  de¬ 
ployed,  SIMPLE  will  let  AOL  users 
exchange  text-based  instant  mes¬ 
sages  with  users  of  rival  instant 
messaging  services  from  Micro¬ 
soft,  Yahoo  and  others.  Both  AOL 
and  Microsoft  have  vowed  to  sup¬ 
port  SIMPLE. 


SIMPLE  uses  Session  Initiation 
Protocol  (SIP)  to  initiate  an  in¬ 
stant  message  and  to  transport  it 
on  a  hop-by-hop  basis  across  the 
Internet.  While  SIMPLE  can  han¬ 
dle  short,  text-based  messages  of 
up  to  1,000  characters,  IETF  par¬ 
ticipants  have  discovered  that  it 
cannot  carry  attachments  to 
instant  messaging  sessions.This  is 
because  of  an  inherent  problem 
in  SIRwhich  runs  on  TCP  or  User 
Datagram  Protocol  (UDP).  While 
TCP  features  built-in  congestion 
controls,  UDP  does  not. 

So  UDP  should  not  be  used  for 
sending  large  files.  And  SIP  can’t 
be  adjusted  to  eliminate  the  pos¬ 
sibility  that  large  files  would  be 
sent  over  UDP  That  scenario 


IM  attachments 

The  IETF  is  considering 
three  proposals  for  a 
transport  protocol  to 
carry  multimedia  instant 
messaging  attachments: 


•  RTP:  Real-Time  Protocol 
is  currently  used  with  SIP 
for  most  Internet-based 
telephone  calls. 

•  IMTP:  Instant  Messaging 
Transport  Protocol  is  a 
slimmed-down  version  of 
SIP  that  has  yet  to  garner 
much  interest  from  IETF 
participants. 


IMSX:IM  Simple  Ex¬ 
change  is  based  on  a 
novel  messaging  frame¬ 
work  called  BEEP  that 
was  created  by  Marshall 
Rose. 


would  be  catastrophic,  Mankin 
says.  “Imagine  the  after-school 
surge,  with  millions  of  teenagers 
online  and  sending  MP3s  to  each 
other,”  she  says.  “We’re  talking 
about  volumes  of  traffic  that  may 
be  half  of  the  backbone.” 

Mankin  says  even  if  AOL  were 
to  offer  multimedia  instant  mes¬ 
saging  attachments  only  to  its 
own  users,  that  could  still  cause 
congestion  problems  across  the 
Internet  if  this  issue  isn’t  resolved. 

“We  can’t  tell  AOL  what  to  do, 
but  they  use  all  the  major  back¬ 
bone  providers,”  she  says.  “If  UDP 
could  be  used  by  their  [multime¬ 
dia  instant  messaging]  service, 
that  would  be  a  serious  problem.” 

The  IETF  is  working  on  a  solu¬ 
tion  that  will  use  SIMPLE  to  initi¬ 
ate  multimedia  instant  messaging 
sessions  but  will  rely  on  a  differ¬ 
ent  protocol  with  built-in  conges¬ 


tion  control  to  transport  at¬ 
tachments.  So  far,  the  IETF  has 
identified  several  options  for  that 
transport  protocol,  which  will  use 
what’s  called  a  session  mode 
rather  than  a  paging  mode. 

The  cochairs  of  the  IETF’s  SIM¬ 
PLE  working  group  are  asking 
participants  to  submit  additional 
proposals  for  the  session-mode 
transport  protocol  this  month. 
The  group  hopes  to  select  one  of 
the  proposals  by  June. 

Jon  Peterson,  co-chair  of  the 
SIMPLE  working  group  and  a 
senior  technical  industry  liaison 
with  NeuStar,says  the  new  trans¬ 
port  protocol  will  scale  better 
to  carry  large  volumes  of  instant 
messages  and  multimedia 
attachments. 

“If  the  No.  1  and  No.  2  [instant 
messaging]  providers  were  going 
to  interconnect,  this  would  be 
really  useful  to  handle  the  high 
volumes  of  messages,”  he  says. 

Meanwhile,  government  regula¬ 
tors  could  prevent  AOL  —  the 
largest  instant  messaging  service 
provider  —  from  offering  multi- 
media  instant  messaging  services 
until  this  technical  glitch  is 
resolved.  To  get  approval  for  its 
merger  with  Time  Warner,  AOL 
agreed  to  delay  the  release  of 
multimedia  instant  messaging  ser¬ 
vices  until  it  opens  its  instant  mes¬ 
saging  system  to  rival  services. 

AOL  failed  to  return  multiple 
calls  seeking  clarification  of  its 
multimedia  instant  messaging 
plans.  But  AOL  vowed  last  sum¬ 
mer  to  use  SIMPLE  to  provide  in¬ 
teroperability  with  other  instant 
messaging  service  providers. 

The  rest  of  the  instant  messag¬ 
ing  industry  is  expected  to  adopt 
SIMPLE  too,  with  Microsoft  al¬ 
ready  shipping  SIP  support  in  the 
latest  release  of  its  MSN  Mes¬ 
senger  software. 

In  related  news,  the  SIMPLE 
working  group,  plans  to  submit 
documents  that  detail  how  the 
paging  mode  works  to  the  IETF 
leadership  for  approval  in  the 
next  few  weeks.  A  draft  standard 
could  be  approved  by  March. 

The  multimedia  instant  messag¬ 
ing  hurdle“is  not  a  show  stopper” 
for  SIMPLE,  says  Robert  Sparks, 
co-chair  of  the  IETF’s  SIMPLE 
working  group  and  a  senior  soft¬ 
ware  architect  with  Dynamicsoft. 
“It’s  new  functionality  that  a  lot  of 
people  really  really  want.  But  the 
[SIMPLE]  method  is  sufficient  to 
replicate  the  [instant  messaging] 
services  we  have  right  now”  ■ 
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BackSpin 


Mark  Gibbs 


Paying  attention  or  lip  service? 


L 


ast  week  in  this  august  journal, 
Shari  Loback  wrote  a  column 
titled  “Finding  grief  instead  of 
answers”  (www.nwfusion.com,  Doc- 
Finder:  7543).  In  this  piece,  Loback 
decried  the  uselessness  of  online 
support  forums,  citing  as  examples  the  forums  run 
by  Novell  and  Compaq. 

Loback  is  correct;  these  vendors  are  merely  paying 
lip  service  to  the  idea.  And  it  is  not  hard  to  see  why. 
Saying  you  have  an  online  forum  looks  good  and  is 
a  low-cost  marketing  exercise,  particularly  if  you  put 
next  to  no  effort  into  it  after  you  turn  it  loose. 

Pretty  much  every  vendor-sponsored  forum  I’ve 
checked  out  has  been  a  pathetic  sham. 

Another  joke  is  chat-based  support  services.  Here 
you  have  a  support  staff  juggling  a  number  of  users 
on  an  Internet  chat  system.  I  have  news  for  any  com¬ 
pany  using  or  thinking  of  using  this  kind  of  system:  It 
will  never  work.  It  feels  clumsy,  it  is  slow,  and  ultimat¬ 
ely  it  is  just  another  way  of  irritating  your  customers 
and  the  gods  know  you  are  probably  pretty  good  at 
that  already 

But  far  worse  than  online  forums  and  chat  support 
are  the  majority  of  vendors’  e-mail  technical  support 
services.  1  have  sent  messages  to  several  large  com¬ 
panies  regarding  their  products  and,  to  date,  not  one 
has  been  satisfactorily  handled. 


What  usually  happens  is  I  get  back  a  “We  got  your 
message  and  we’ll  get  back  to  you.”  Occasionally  I 
get  a  “Here  are  some  links  that  might  help  you  and 
we  parsed  your  message  and  here’s  a  section  of  our 
FAQ  that  might  be  relevant,  but  if  it  isn’t  then  you’ll 
have  to  message  us  again.” 

The  only  companies  that  have  successfully  dealt 
with  my  questions  and  bitching  are  small  ones 
where  1  was  able  to  build  a  relationship  with  individ¬ 
uals  working  there.  Once  you  know  it  is  Bill  or  Beth 
on  the  other  end  and  they  know  you  and  they  have 
responded  helpfully  you  feel  like  the  exchange  has 
value  and  you’re  not  wasting  your  time. You  also  feel 
more  positive  about  the  company,  even  if  you  are 
having  problems. 

Loback  also  commented, “Software  companies 
would  probably  argue  that  if  you  need  support  for 
their  product  you  should  purchase  support  con- 
tracts.Yet  how  many  IT  departments  are  going  to 
spend  thousands  of  dollars  per  year  to  ask  a  few 
questions?” 

The  answer  is  that  none  of  them  want  to,  but 
whether  they  like  it  or  not  that’s  what  they  are  doing. 
Every  time  the  product  does  something  they  don’t 
expect  and  can’t  live  with,  someone  has  to  run 
around  and  try  to  find  out  what’s  going  on. 

But  that’s  not  the  complete  cost  because  there  are 
lots  of  problems  that  end  users  deal  with  by  reboot- 
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ing  or  restarting. This  also  costs  money  but  essen¬ 
tially  is  a  hidden  cost.  It  is  not  until  IT  people  have 
to  find  a  solution  because  the  users’  work  is  seri¬ 
ously  affected  that  we  normally  associate  a  cost 
with  the  problem. 

I  think  it  is  time  that  we  all  started  taking  a  much 
harder  and  more  in-depth  look  at  what  computer 
products  are  really  costing  us.To  this  end  I  suggest 
you  consider  setting  up  some  kind  of  logging  system 
and  get  the  users  to  submit  event  reports  for  each 
and  every  problem  for  a  period  of, say,  one  month. 

The  survey  could  be  as  simple  as  a  form  on  a 
piece  of  paper  (you  could  do  it  on  the  computers  in 
question  but,  as  they  may  not  be  working  ...).The 
users  need  to  log  time,  date,  product,  brief  failure 
details  and  time  to  recover.  After  the  monitoring  per¬ 
iod  we  will  collect  our  results  and  then  summarize 
them  as  a  cost  analysis. 

The  results  should  all  be  forwarded  to  me,  and 
we’ll  see  whose  applications  are  causing  the  most 
financial  impact  —  which  should  make  for  a  fine 
column. 

I  also  suggest  you  summarize  your  own  results  and 
find  the  useless  online  forums  of  each  vendor  and 
post  your  results.Then  we’ll  see  if  the  vendors  are 
paying  any  attention. 

I'm  paying  attention  at  nwcolumn@gibbs.com. 
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Paul  McNamara 

Dial  “E"  for  espionage 

One  attraction  of  writing  this  column  is  getting  to 
yak  with  interesting  entrepreneurs,  even  if  their 
ideas  have  yet  to  make  an  impact  on  the  market  or 
corporate  networks. 

Dave  Derosier,  founder  of  Cell  Block  Technologies, 
is  one  such  fellow.  You  may  recall  from  a  May  7,  2001 
item  here  that  Derosier's  company  is  developing 
technology  that  creates  cell-phone-free  zones  for  customers  concerned  about 
breaches  of  security  and  etiquette  that  are  made  inevitable  by  ubiquitous,  unfet¬ 
tered  mobile  communications. 

The  trouble  —  at  least  for  Derosier  —  is  that  federal  regulations  prohibit  this 
kind  of  technology  outside  certain  settings,  primarily  government  buildings.  While 
he  insists  this  limitation  will  not  deter  Cell  Block  from  shipping  its  first  product  this 
year,  he  also  makes  clear  that  a  legal  blessing  to  market  to  restaurants,  theaters 
and  security-conscious  businesses  would  be  a  welcome  development. 

To  buttress  his  position,  Derosier  points  to  a  new  Nokia  product. 

"The  Nokia  7650  is  not  only  a  phone  —  it's  also  an  integrated  digital  imaging 
device,"  boasts  the  Nokia  press  release.  “Point,  use  the  color  display  as  a  viewfinder, 
snap  a  picture,  and  share  the  moment.  Save  the  picture  in  the  photo  album  — 
there's  memory  for  dozens  of  pictures  —  or  send  it  to  a  friend.” 

“From  a  security  standpoint,  the  threat  increases  significantly  over  voice-only 
cell  phones,"  Derosier  says.  "The  above  quote  could  have  ended  '...or  send  it  to 
their  adversary.’ " 

You  don’t  have  to  have  seen  too  many  James  Bond  movies  to  be  made  nervous 
y,  the  prospect  of  any  phone-toting  visitor  to  your  business  being  a  potential 
photographer  of  whatever  he  or  she  finds  within  view.  Derosier  can  also  spin  a  few 
nightmare  scenarios  that  involve  voice-only  mobile  phones. 

So  pe-  naps  companies  should  be  asking  guests  to  check  their  phones  at  the 


door.  Or,  maybe  Derosier  should  be  free  to  market  his  Cell-Block-R  technology  to 
any  and  all  customers. . .  .That’s  not  likely. 

"Spectrum  holders  and  their  industry  associations  are  against  the  use  of  cell 
phone  silencers  and  will  argue  that  they  ‘interfere’  with  their  spectrum,”  Derosier 
says.  “Their  pockets  are  much  deeper  than  ours,  and  they  have  lots  of  lawyers." 

In  other  words,  keep  a  close  eye  on  those  guests. 

A  sign  of  the  times 

Reportedly  spotted  at  the  intersection  of  Highway  183  and  Loop  360,  a  major 
intersection  in  Austin,  Texas,  was  a  fellow  holding  a  sign  that  read: 

“C++/Java  . . .  Will  code  for  $60K  and  benefits.” 

Something  tells  me  he  would  take  $50K. 

That's  more  than  a  mouthful 

Not  only  has  the  supply  of  venture  capital  shriveled  under  the  pressure  of  eco¬ 
nomic  recession,  so  too,  apparently,  has  the  number  of  organizations  willing  to  keep 
track  of  who's  getting  whatever  funding  is  still  out  there.  A  press  release  received 
here  recently  trumpeted  “the  exciting  news”  that  “PricewaterhouseCoopers,  Ven¬ 
ture  Economics  and  the  National  Venture  Capital  Association  have  created  a  part¬ 
nership,  dedicated  to  providing  the  most  comprehensive  and  timely  information  to 
the  marketplace.” 

PricewaterhouseCoopers'  MoneyTree  report  has  been  a  Network  World  staple. 

However,  here’s  we've  been  asked  to  address  this  new  conglomerate: 

“The  merged  survey  is  called  the  PricewaterhouseCoopers/Venture 
Economics/National  Venture  Capital  Association  MoneyTree  Survey  in  the  first 
reference.  Subsequent  references  may  use  PwC/VE/NVCA  MoneyTree  or 
PwC/VE/NVCA." 

Any  copy  editor  worth  his  or  her  green  eyeshade  should  be  muttering  “over  my 
dead  body”  right  about  now. 

Want  to  mutter  something  to  the  columnist?  The  address  is  buzz@nww.com. 
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WEB  SITE 
TRAFFIC  JAMS 


You  can’t  have  too  much  of  a  good  thing.  Unless  you’re  talking 
Web  transactions — and  your  network  can’t  handle  the  load. 

After  Nabiscoworld.com  launched,  the  site  managers  faced 
exactly  this  issue:  too  many  visitors  were  arriving  at  the  site. 

Which  meant  too  many  people  were  turned  away.  Unhappy. 

AT&T  solved  the  problem.  We  re-architected  the  site  to  handle 
double  the  current  monthly  visits.  And  we  added  performance 
tracking  and  data-capture  tools  to  squeeze  out  more  usable 

Call  AT&T  toll  free  at  I  866  346-9384  or  visit  us  at 


information.  Result:  Nabiscoworld.com  receives  90%  more  visits. 
With  no  change  in  response  time.  And  at  greatly  reduced  cost. 
It’s  proof  that  the  right  investment  in  your  communications  not 
only  solves  problems.  It  brings  an  immediate  return.  A  return 
AT&T  helps  you  realize. 

Got  a  traffic  problem?  AT&T  can  help  you  solve  it. 

Results:  Measurable.  Possibilities:  Boundless. 

www.attbusiness.com/return 
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Introducing  the  RS  16000  from  Riverstone  Networks 


It’s  the  new  generation  of  router  built  expressly  for 
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Gigabit  and  10-Gigabit  Metropolitan  Area  Networks 


The  chassis-based  RS  16000  delivers  up  to  60  wire- 


speed  Gigabit  ports,  along  with  10-Gigabit  Ethernet 


and  CWDM  uplinks  all  in  5  rack  units  -  that's  70%  more 


Gigabit  ports  per  rack  inch  than  the  nearest  competitor. 


For  service  providers,  this  means  more  revenue  per 


rack  and  lower  operating  costs 


But  the  RS  16000  is  more  than  the  highest  density  router 


in  the  industry.  As  a  full-function,  Internet-caliber  metro- 


optimized  router,  it  also  delivers  rich  service  creation 


capabilities.  Through  hardware-based  MPLS,  bandwidth 


carving,  and  extensive  billing  and  accounting,  the  RS  16000 


converts  raw  bandwidth  into  profitable  services  for  carriers 


throughout  the  Metropolitan  Area  Network 


60  GIGABIT  PORTS,  10-GIGABIT  UP  IN  S 
WIRE-SPEED  METRO  ROUTER  WITH  MPLS 

ALL  IN  5  RACK  UNITS 


Contact  Riverstone  Networks  at  1-877-778-9595  or  visit 


riverstonenet.com/nww  to  see  how  we  re  changing  the 
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